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1 Introduction

Today, due to resources depletion and the various natural disasters related to climate change,
sustainability is at the heart of our society's considerations and companies are increasingly
under pressure from different stakeholders to make their business greener. As a result, a number
of new environmental business models are emerging to meet these environmental
considerations. Among these new models, the circular economy is one that aims to completely
change the way we consume currently by replacing the current linear model characterized by
huge amounts of waste. The aim is to form a close loop resource-product-waste-new resource
(Goyal et al., 2018). This model can be summarized in 3 main points: reuse, recycle and reduce.
Globally it allows to limit the ecological impact of our society by consuming less and better
(Manickam & Duraisamy, 2019). It is based on these findings, on the importance of ecology in
our current society and on a passion for environment and ecology that the choice was made to

work on one of the pillars of the circular economy, ecodesign.

Ecodesign represents a new way of developing products by studying the different
environmental impacts of the product throughout its life-cycle in order to limit its overall
environmental impact (Schéfer & Lower, 2021). The goal is to develop a product with the same
basic functionality but with a reduced impact. Unfortunately, as we went through the literature,
we quickly realized that it was not always easy to launch an ecodesign project due to the
investment in research and development that it represents and the time that it requires (Murillo-
-Luna et al., 2011). It is therefore very complicated for an SME to offer ecodesigned products
because, due to its size, it does not have the financial means, the time and the internal knowledge
to implement this kind of project (Le Pochat et al., 2007). However, according to Boks (2006),
ecodesign requires the involvement of all the different stakeholders of the company. It is
therefore easy to imagine that the supplier can be a crucial actor in helping an SME to engage
in ecodesign. This is where the idea came from to analyze how Supplier Relationship
Management (SRM) could help an SME in the implementation of its ecodesign project. This
concept of SRM is defined by PricewaterhouseCoopers (2013, p. 8) as “a systematic approach
for developing and managing partnerships that is focused on joint growth and value creation
with a limited number of key suppliers based on trust, open communication, empathy and a
win-win orientation”. We will see throughout all this work how SRM and more specifically the

selection of suppliers, their evaluation and the collaboration with them can be useful for SMEs.



The aim of this thesis is therefore to understand what are the main barriers encountered by
SMEs during an ecodesign process, to see which SRM practices they implement and to
understand how these practices can promote and improve ecodesign. The current literature often
deals with SRM and ecodesign individually, but rarely with the impact of one on the other.
Moreover, few recent studies have chosen to focus on SMEs and this is why this type of
company was chosen for this work. This thesis is a way to complete the existing literature and
to analyze the situation of small companies where SRM can play an even more important role.

In order to answer the question, a multiple-case study analysis was chosen. This method allows
to analyze the situation of different SMEs evolving in different sectors of activity and to
compare these companies and identify common points and differences. This will allows to
develop propositions of answers to the research question. In order to have a vision as global as
possible, SMEs of different sizes and different expertise have been analyzed to see if the
situation evolves with the size and the expertise or not. Five different SMEs were chosen: Norm,
J'aime mes dents, Arcadie, Gobilab and SuperZéro. Finding these SMEs was a real challenge,
because when looking for them, we realized that there is not yet a huge number of SMEs doing
ecodesign in Belgium and France. Moreover, a majority of them did not have time to be

interviewed for this thesis which made the task even more complicated.

This work is composed of six different parts. First, a literature review was written in order to
understand the history of the research question, to understand all the terms mentioned
throughout the work as well as to analyze the scientific works published on the topic. The
second part will explain the methodology chosen to answer the research question as well as the
choice of the selected SMEs. This will be followed by a section analyzing each of the five cases
individually in order to identify for each case the information useful to answer the research
question. In the fourth part, a cross-case analysis was carried out in order to find the common
points and differences between the cases and to determine propositions of answers. The
penultimate part is a conclusion including a summary of the research and of the propositions of
answers that have emerged from it. Finally, some limitations and future recommendations will
be discussed. The final propositions of answers of this thesis, although remaining only
propositions, will allow to complete the current literature rather little developed on the subject.
They will also help some SMEs to adopt ecodesign and provide them with ideas on how to

implement SRM to help them.



2 Literature review
2.1 Circular economy

2.1.1 From a linear to a circular economy

Nowadays, our society is still mainly based on a linear production and consumption model
(Michelini et al., 2017). This model starts with the extraction of resources, followed by their
transformation into finished products. Once these products are used and consumed, they are
simply thrown away, resulting in a huge amount of waste. This linear model is based on the
assumption that the resources available to manufacture the product are infinite, and there is no
consideration about their depletion (Goyal et al., 2018). Because the environment can no longer
tolerate the way resources are currently exploited and due to the increasing demand for
resources caused by the population growth, the linear model is no longer adequate and has
reached its limits (Sariatli, 2017). A change is therefore needed if we want to continue to be

able to achieve a sustainable development.

This concept of sustainable development was defined for the first time in the Brundtland report
of the World Commission on Environment and Development (1987, p. 15) as “a development
that meets the needs of the present without compromising the ability of future generations to
meet their own needs”. It aims to maintain economic growth while protecting the environment
over the long term. This can only be achieved by considering environmental matters in the
decision-making process and it cannot be done in an effective way using the actual linear
production model. Although this model allowed our society to generate enormous industrial
wealth until the 20th century, the fact that most of the resources are not reused and that no
environmental considerations are taken into account means that it is no longer adapted to our
current world and that is the reason why its collapse is expected in the coming years (Sariatli,
2017). This is where a new model, a model more in line with sustainable development and

ecological considerations, comes into play: the circular economy.

2.1.2 Circular economy : definition

According to Geng and Doberstein (2008) the circular economy (CE) highlights the need to
rethink the linear model based on a “take-make-dispose” approach not more adapted to our
current situation. The idea behind this change is to achieve a closed loop: resource-product-
waste-new resource (Goyal et al., 2018). The European Commission (2015, p. 2) defined
circular economy as “an economy where the value of products, materials and resources is

maintained in the economy for as long as possible, and the generation of waste minimized”.



This definition clearly shows the opposition between a linear model where after being used, an
object is just thrown away and generates waste, and a circular model where the value of products
IS maximized, and the waste minimized. Different definitions of circular economy exist, but
some are too vague and others too restrictive. After studying 114 definitions of different
scientific articles, Kirchherr et al. (2017, p. 224) defined circular economy as “an economic
system that replaces the "end-of-life" concept with reducing, alternatively reusing, recycling,
and recovering materials in production/distribution and consumption processes”. In short, the
objective of this new model is to decouple economic growth from depletion and waste of natural
resources. This can be achieved through new modes of design, production and consumption
and aims to extend the lifetime of the products.

As mentioned in the definition of Kirchherr et al. (2017), circular economy can be summarized
in 3 mains points, the 3Rs of Circular economy: Reuse, Recycle and Reduce (Manickam &
Duraisamy, 2019)

e Reuse: The idea of circular economy is no longer to use a product once and then throw
it away, as it was done in a classical linear model. The goal is to be able to repair it, to
restore its main function. Some of its components can be recovered to manufacture new
products. The objective is to have a maximum and multiple use of the product and its
components. The reuse paradigm fights against programmed obsolescence and
promotes the implementation of more regular maintenance and practices that extend the
lifetime of the product. According to Goyal et al. (2018, p. 5), this paradigm consists of
“extending the functional life of the product as long as possible thereby channelizing
the unused or disposed material into something, which fulfills the basic need and
provides economic value to another segment of the society”.

e Recycle: Recycling, on the other hand, consists of taking from products that have
reached the end of their life certain parts that can be reused in the production of new
products. It’s about transforming waste into new resources. This is one of the key
elements that differentiates the circular economy from the linear. In the linear economy
almost nothing is recycled, everything is simply thrown away. Here the idea is to design
products that allow, at the end of their life, to be separated into different components
which can be recycled and reused for some of them. There are two different kinds of
recycling used in a circular model. Closed-loop recycling involves reusing waste
materials to build a new product but without changing the characteristics of the recycled

material (Tse et al., 2015). Open-loop recycling, on the other hand, involves creating



products with a lower value using the recycled material (Tse et al., 2015). Contrary to
what one might think, the recycling techniques used traditionally are not the same as
those used in the circular economy. Traditional techniques consist mainly of
incinerating, dismantling and shredding activities in uncontrolled settings and
performed by unskilled workers. Circular economy techniques, on the other hand, focus
on the realization of an end-to-end process for waste collection, sorting, and separation
into different components (Goyal et al., 2018). All this is done respecting certain quality
standards and by skilled employees (Goyal et al., 2018).

e Reduce: Finally, the goal of circular economy is of course to reduce the number of
resources consumed by a product throughout its life-cycle, from the extraction of raw
materials to the production of the product itself, to its consumption and recycling. This
also includes the reduction of non-sustainable resources and their replacement by more
sustainable ones. This process involves using certain innovations (products, services or
even business models) to replace unsustainable resources with sustainable, recyclable

or reusable resources (Yong, 2007).

2.1.3 Seven pillars of circular economy

In addition to these 3 Rs, circular economy is based on 7 main pillars (ADEME, 2017) :

e Sustainable procurement:

Given the limited resources we have, it is important to exploit and extract the
resources needed in a sustainable way, limiting the ecological footprint and waste
production. Sustainable procurement is not only linked to the extraction of materials
by a company but also to their purchase from suppliers. It has a key role in corporate
sustainability, and it is therefore important to consider it, not only in the company
itself but in the whole supply chain, including suppliers (Meehan & Bryde, 2011).
There is for example a willingness on the part of some companies to work with
suppliers who are trying to reduce their packaging in order to improve their
sustainability (Sharfman et al., 2009). Other companies are also looking for
suppliers who organize their deliveries in a greener way (ADEME, 2017). This
search for more sustainable partners is part of a green supplier management

approach, a concept that we will explain later in this work.



Ecodesign:
Ecodesign, the second pillar of CE, corresponds to a product development process

that takes into account the integration of environmental considerations (Schafer &
Lower, 2021). The goal is to consider environmental issues in the various stages of
the design and development of a product/service. The objective is to reduce its
environmental impact during its entire life-cycle, from the extraction of raw
materials to the end of its use and recycling (ADEME, 2017). This key concept will
be developed in detail later in this work.

Industrial ecology:

The idea of industrial ecology is that the industrial activity can be considered in the
same way as a biological ecosystem and that it would strive toward the integration
of activities and the use of resources in a cyclical way, as it is in natural ecosystems
(Graedel, 1996). Ashton (2009, as cited in Mishenin et al., 2018) confirmed this
more recently and stated that the industry is an ecosystem where the different firms
are seen as organisms and that are an integral part of a natural ecosystem. Industrial
ecology therefore consists in creating a synergy, a business ecosystem, in which
different exchanges of flows take place and where resources are shared among
different companies. What is considered as a waste for an organization can be seen
as a resource for another. The goal of is to reduce the environmental impact of the
whole industrial system (Mishenin et al., 2018).

Functional economy:

This new type of economy emphasizes the transition from a classical industrial
economy towards a model that replaces the sale of a good by the sale of the functions
that the good can perform (Roman et al., 2020). It promotes the use of a product
rather than its possession. The goal is to sell a service linked to a product rather than
the product itself and the consumer becomes a user instead of an owner (ADEME,
2017). This new model separates economic activity from its environmental impact
and is therefore more sustainable (Roman et al., 2020). Moreover, contracting the
use of a product can push the supplier to offer the most sustainable product possible
to ensure that it lasts as long as possible (Roman et al., 2020). It therefore avoids

over-consumption and waste of resources.



e Responsible consumption:

If we want to achieve a circular and sustainable economy, it is important that all
stakeholders participate. The consumers are full-fledged actors of the circular
economy and have a key role to play. They must make their consumption choices
based on the environmental impact of the product/service they are going to consume.
Of course, to make a rational choice, it is imperative that they benefit from the
relevant information. This responsible consumption goes through a preference of
the economy of functionality and the collaborative consumption. It also goes
through the local purchase for example. (ADEME, 2017)

e Extension of the duration of use:

Extending the life of a product means reducing the quantity of goods produced and
therefore the amount of waste generated. An extended time of use can be achieved
through an easier repair process, through a second-hand sale, or through donation
and reuse, the 3 Rs of CE. Designing products that are easily repairable and
separable into different components is, among other things, a way to promote the
repair and reuse of components. The goal is to avoid programmed obsolescence and
to allow the longest and best possible use of a product. (ADEME, 2017)

e Recycling:
The purpose of recycling is to recover some components of a product at the end of
its life, to rework them, and to reuse them in the production of another product, thus
avoiding a certain amount of waste. This recycling can be facilitated by a design that
uses easily recyclable resources or by the possibility to easily separate the

components of the product. (ADEME, 2017)

2.2 Sustainable supplier relationship management
To ensure this transition from a linear to a circular economy, and more generally to improve
the ecological impact of the industrial world, governments, customers, suppliers, and other
stakeholders are putting more and more pressure on companies to ensure the sustainability of
their operations. This is simply a result of the increasing environmental considerations and the
environmental problems we are facing. Considering ecology and sustainability throughout the

supply chain management activity has therefore become crucial.

In order to achieve greener processes, products and services, a company needs coordination and
effort from all supply chain stakeholders to avoid a sub-optimization at the partner level

(Vasileiou & Morris, 2006). A company therefore needs to work in a coordinated way with all



its partners to achieve a sustainable supply chain management (SSCM). This concept of SSCM
has been defined in different ways in recent years. Seuring and Miiller (2008, p. 2) defined it as
“the management of material, information, and capital flows as well as cooperation among
companies along the supply chain while taking goals from all three dimensions of sustainable
development, i.e., economic, environmental and social, into account which are derived from
customer and stakeholder requirements”. Linton et al. (2007) added a nuance to this definition.
According to them, it is important to consider the by-products of the supply chain and the entire
life-cycle of the product. SSCM must therefore be considered as a life-cycle assessment (LCA)
that seeks to "optimize the product, not only from a current cost standpoint, but also a total cost
standpoint. Total cost must include the effects of resource depletion and the generation of by-
products that are neither captured nor used (e.g., pollutants and waste)" (Linton et al., 2007, p.

6). The idea is to look at the durability of a product over its entire life.

Because the sustainability of a company is strongly dependent on the sustainability of its
different suppliers and the way it manages the relationship with them (Govindan et al., 2013),
an essential activity for an effective SSCM is Supplier relationship management (SRM). It is
therefore this concept and how it can be implemented in companies that will be studied in this
master thesis. SRM represents “a systematic approach for developing and managing
partnerships that is focused on joint growth and value creation with a limited number of key
suppliers based on trust, open communication, empathy and a win-win orientation”
(PricewaterhouseCoopers, 2013, p. 8). This activity, applied in a sustainability context, our
focus, can be renamed Sustainable Supplier Relationship Management (SSRM). SSRM is
defined by Leppelt et al. (2013, p. 2) as “the buying-firm-induced effort for coordinated and
cooperative actions over an extended period of time, in order to achieve increased levels of
sustainability in the dyadic supply chain for the benefit of both firms”. It simply consists of
applying SRM in such a way as to achieve sustainability improvements in both the supplier and
the supplied firms through good cooperation and coordination. It can be considered as a new
way to improve a company's sustainable practices by working hand in hand with suppliers on
different ways to reduce packaging, reduce energy consumption and transport fuel consumption
amongst other things (Carter & Rogers, 2008) According to Zhu et al. (2007) the adoption of
SSRM practices would facilitate the implementation of new environmental technological
innovations. It is also a good way to motivate the supplier to adopt sustainable practices and to
develop trust over the long term (Cheung & Rowlinson, 2011). Different SSRM practices are
possible depending on the company's wishes and strategy.



2.2.1 Different activities of SSRM
2.2.1.1 Green supplier selection
Supplier selection is the first SRM activity that needs to be implemented by a company to
improve its business performance and competitive advantage by choosing adapted suppliers.
According to Park et al. (2010) this activity is crucial for a company that wants to achieve an
efficient supply chain management. In an environmental context, Supplier selection allows to
minimize costs while achieving a sustainable organization (Govindan et al., 2013).
Unfortunately, it is not always easy to measure environmental factors of suppliers accurately
due to the potential lack of transparency on environmental issues (Roehrich et al., 2017).
Several tools and methods based on qualitative and quantitative criteria have been developed

to effectively select suitable suppliers.

One of the most used methods to select green suppliers is to look at third party certifications
such as ISO 14001 (Testa & Iraldo, 2010). However, focusing specifically on 1ISO 14001 for
supplier selection can be risky as it is a certificate that verifies that the suppliers have a process
to improve the environmental impact of their activity, but this process is strongly dependent on
the industry and the company itself (Roehrich et al., 2017). Moreover, some scientists have
raised the fact that this 1ISO 14001 criterion might not be the most adapted for international
companies with suppliers in different countries of the world and therefore subject to different
regulations (Millington et al., 2006).

Other selection criteria can be pertinent. Chen (2005) separates environmental criteria related
to the product sold from environmental criteria related to the supplier itself. In the criteria
related to the supplier, we find a certain number of environmental certifications, an
environmental policy, compliance to regulation and an evaluation of the second-tier supplier's
environmental performance (lgarashi et al., 2013). Regarding the criteria related to the product
itself, there are criteria for the reduction of toxic substances used, recyclability, environmental
labelling and recycling of packaging used (lgarashi et al., 2013).

In some analytical studies, other criteria are sometimes used. Among these, we find the presence
of training for workers to improve their environmental awareness, the use of green market share
or the use of green technologies (Igarashi et al., 2013). Yu et al. (2018), for their part, mentioned
criteria related to the amount of water wasted, the amount of solid waste generated, the noise
level, the use of harmful materials and of course the amount of CO2 emitted. Finally, Haeri

and Rezaei (2019) mentioned more recently a list of 10 new criteria useful for supplier selection:
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Pollution production, Pollution control, Resource consumption, Green/Ecodesign,
Environmental management system, Green image, Green competencies, Green product, Green

innovativeness and final Management commitment.

As we can see, the choice of green suppliers is a complex action that requires a number of
different criteria to be taken into account, combining ecology and business profitability. This
selection is just the first step of SSRM and must be completed with the different activities

tackled in the following sections.

2.2.1.2 Supplier performance evaluation during the partnership
Once the suppliers are selected, another kind of evaluation appears. It aims to evaluate and
control the relation with the suppliers and the daily performance of their activity (Osiro et al.,
2014). According to Osiro et al. (2014, p. 96), supplier evaluation seeks to “assess the
performance of individual suppliers compared to desired levels of performance”. It helps to
implement or encourage the evaluated supplier to make changes in its own company and
provides information and data useful for decision making and management of its different
activities (Osiro et al., 2014). As well as being beneficial to the buying company in evaluating

its suppliers, it is therefore useful for the supplier to know what must be improved in its activity.

In order to make this activity as effective as possible, it is crucial to choose performance
measures that are appropriate to what needs to be analyzed. Different indicators can be used to
evaluate the performance of a supplier. Price is of course one of the most important measures
but nowadays other measures such as quality, delivery and flexibility are more and more
considered (Cousin et al., 2008). In the context of this thesis, we are interested in measuring the
ecological performance of the supplier’s activity and the above-mentioned indicators, although
taken into account, are not the most important. For this purpose, indicators such as green
competencies, current environmental efficiency, net life-cycle cost, and supplier's 'Green' image
can be used to measure the green performance of a company (Amin & Zhang, 2012; Awasthi
etal., 2010). Green competencies reflect how the supplier acts to reduce the ecological footprint
of its activities by using green technologies (Amin & Zhang, 2012; Awasthi et al., 2010). It
includes, for instance, the use of environmentally friendly materials, green packaging, recycling
capability, responsiveness, flexibility and green technology (Ghadimi et al., 2016). As far as
the green image is concerned, it consists of analyzing the supplier's image on the market as a
supplier who provides green products (Awasthi et al., 2010; Mafakheri et al., 2011). This

criterion includes sub-criteria such as market share, stakeholders' relationships, customer
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retention, market reputation and staff environmental training (Ghadimi et al, 2016). Finally,
current environmental efficiency refers to how well a supplier complies with external
environmental policies and how it performs on conducting internal environmental audits
(Azadnia et al.,, 2015). This category includes environmental protection, green process
planning, internal process control, continuous monitoring and regulatory compliance,

environment-related certificates and environmental protection policies (Ghadimi et al., 2016).

Of course, the list of performance measures is not exhaustive and varies between authors and
companies. Other criteria such as pollution control and green design are sometimes used by
companies (Ghadimi et al., 2017). Pollution control aims to control gas emissions of a company
to be consistent with the authorities and manufacturer’s criteria (Amin & Zhang, 2012). This
indicator can be divided into sub-criteria such as water waste, resource consumption, carbon
footprint and use of harmful products (Ghadimi et al., 2016). Green design, on the other hand,
can be seen as the capability of a supplier to develop environmentally friendly products
(Mafakheri et al., 2011). This criterion can be divided into sub-criteria as recycle, reuse,
refurbish, remanufacture, disassembly and disposal (Ghadimi et al., 2017). Many of these
performance measures are common with the supplier selection chapter described above.
However, in this case, they are not used to select a supplier but to ensure, once the contract is
established, that the supplier meets the required criteria.

Choosing the measurement indicators is only the first step in the supplier performance
measurement process. After having defined the performance measures to collect and define the
performance measurement system, Hald and Ellegaard (2011) consider that the performance
measurement system must be implemented in practice and that different actions must be taken
on a regular basis to collect data that will finally be analyzed and used in the decision-making
process. Of course, different possibilities are available for companies that want to evaluate the
performance of their suppliers. Thanks to new technologies, the number of evaluation methods
has increased. Big data, for example, allows access and analysis of large amounts of data in real
time, making it easier to evaluate suppliers on an ongoing basis. It is important to mention that
this performance measurement system can be applied as a two-way process, with the buyer
evaluating the performance of the supplier, and the supplier evaluating the performance of the
buyer. This two-way strategy allows a better collaboration, and the measurement will be more
effective thanks to a better involvement of both stakeholders in these performance indicators
(PWC, 2013).
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2.2.1.3 Green supplier collaboration
Throughout the relationship between a buyer and a supplier, a strong collaboration is necessary.
Green supplier collaboration refers to the process when a manufacturer involves the suppliers
in its environmental-related activities. Vachon and Klassen (2008, p. 301) define environmental
collaboration as "the direct involvement of an organization with its suppliers and customers in
planning jointly for environmental management and environmental solutions”. It includes the
exchange of information and requires a mutual willingness to work on the same environmental
improvement goal such as the reduction of environmental footprint of the various material flows
between the buyer and the supplier (Bowen et al., 2001). Messeni Petruzzelli et al. (2011)
confirmed this and mentioned that in general, offering greener products with reduced impact is
quite complicated and requires a fair amount of innovation. It is therefore necessary to pool
several knowledge bases to achieve this. Collaboration with external partners is crucial to bring
together all this knowledge (Goodman et al., 2017). In short, green supplier collaboration
represents a company's willingness to fully integrate its suppliers into its environmental
consideration process. The supplier is no longer there just to supply products that will be useful
to the company, but is there to work with the company to find more sustainable processes, to
develop sustainable products based on the company's needs, to think about an ecological
transport, etc. It is not just related to the product itself, but to the entire production process. The
two actors are there to help each other, and this collaboration will benefit both. Of course, green
collaboration aims to have green raw materials useful for an ecodesign process but according
to Dangelico (2016), it is also a way to foster the development of green product innovation. It
allows to receive advice from suppliers on some improvements (Chiou et al., 2011) and

facilitates the implementation of green innovations (Du et al., 2018).

Such a collaboration has of course different benefits for the company. Green et al. (2012) have
shown that collaboration among supply chain members can lead to improved environmental
and organizational performance. It is therefore a way of influencing both the sustainability of
the company and its financial performance. A reduction in waste for example, inevitably leads
to financial savings due to better stock management. Of course, it requires a good understanding
of the responsibilities and duties of each party in terms of environmental management (Vachon
& Kilassen, 2008). It is important to define the rights and obligations of both parties and to
clearly define their expectations. Without this, the collaboration process may encounter some

problems and may not be optimal



13.

2.2.2 Benefits of SRM
In general, it can be said that an effective supplier relationship management can bring several
benefits. According to various studies, it can first improve the financial performance of the
company (Johnston et al., 2004). In addition, it could improve different aspects of the supplier’s

activity, such as delivery time or supplier responsiveness (Grbac & Martin, 2003).

If we consider the performance of a company, adopting supplier relationship management
practices can have important benefits. According to Schuh et al. (2014) it would first allows to
make the best use of the supplier base's energy for its competitive advantage. This can therefore
create an advantageous competitive ecosystem, in collaboration with the suppliers, that would
allow for new innovations, in addition to cost optimization (Johnston et al., 2004). In a context
of ecology and sustainability, this innovation ecosystem would allow to develop, thanks to an
active collaboration between the buyer and the supplier, green products, services and processes
(Dangelico, 2016). Suppliers can provide useful advice on improvements to make processes or
products greener (Chiou et al., 2011) and can facilitate the implementation of green innovations
(Du et al., 2018). Without this close collaboration between buyer and supplier those green

innovations might not have been developed, or in a more complicated way.

Moreover, measuring the performance of its suppliers provides the company with real data on
where the supplier needs to improve. According to Cousins et al. (2008) these performance
measurements are key elements for the decision making and management of the different
activities of the company. It allows the company to see which processes generate the most
waste, the most gases, which processes consume the most energy and thus to find solutions,

with the supplier, on how to improve them.

In addition, Monczka et al. (2011, as cited in PWC, 2013) highlight the benefits of shared
development, profits, and investments by having common goals, common efforts and common
resources. All this would allow for a good culture of continuous progress. The company is
immersed in an environment that is primarily focused on sustainability and in which it shares
the same objectives, values, and efforts with its suppliers. This environment can only be
favorable to the development of an ecologically oriented corporate culture, and therefore
beneficial to a sustainable strategy. These shared efforts are also a way of joining forces to

achieve this sustainability strategy together.

Finally, SRM is a good way to have a strong mutual commitment from both stakeholders, who

will share the same success (Lambert & Schwieterman, 2012). In their view, this will affect the
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suppliers' capabilities thanks to an advantageous position through early involvement in product
and process development. The buyer also has an advantageous position and becomes the
"customer of choice”. He will therefore benefit from a priority position compared to the
company's other customers. This priority could be in terms of costs, access to technologies or
availability of the supplier (Lambert & Schwieterman, 2012). The buyer becomes the supplier's
priority in terms of developing greener products and will have access to more innovations. The
supplier, on the other hand, will be assured of a prime position at the buyer's and will do its best
to offer the buyer the green solutions it is looking for. This strong relationship would increase
the chances for companies of a lasting collaboration in the long run (Duffy & Fearne, 2004).
Knowing that implementing a sustainability strategy is an action that takes some time, creating
a strong relationship of trust and collaboration over the long term is an important element for

success. The longer the relationship, the stronger it will be.
2.3 Ecodesign

2.3.1 Ecodesign as a new way to consider the environment in product development

As explained earlier in this paper, moving from a linear to a circular model of production is
essential to achieve a more sustainable industry (Geng & Doberstein, 2008). This new model
aims to form a closed loop and achieve a “resource-product-waste-new resource” approach,
limiting the environmental impact of a product throughout its life (Goyal et al., 2018).
Considering that 80% of the ecological impact of a product is already known at the time of its
design (Margolin, 1998), it is crucial in the product development stage, to design a product with
a limited impact. This is where ecodesign, one of the seven pillars of circular economy, comes
in. It can be described as an approach to product/service design that takes environmental
considerations into account (Schéfer & Lower, 2021). This concept was defined by Gurauskiené

and Varzinskas (2006, p. 1) as follows:

“Ecodesign considers environmental aspects at all stages of the product development process,
striving for products which make the lowest possible environmental impact throughout the

product life-cycle”.

During an ecodesign process, the environmental aspect must be integrated early on, keeping the
life-cycle aspect but combined with a multi-criteria approach (Bovea et al., 2012). It is therefore
needed to evaluate all the different environmental impacts of a product, such as the use of
resources, energy use, water pollution or waste generation (Bovea et al., 2012). One must be
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careful that it is important to avoid as much as possible the transfer of pollution between the
stages themselves or between the different pollution criteria. The improvement of an impact at
one stage of the life-cycle cannot lead to a deterioration of the same impact at the next stage. In
the same way, the improvement of one type of pollution must not degrade another type (Bovea
et al., 2012). A product that, for example, reduces energy consumption during its production
but requires twice as much energy during its recycling is not interesting. It is crucial to have a
global vision of the whole, and to consider all the criteria and all the stages at the same time.

An important point to consider is that ecodesign should not change the functionality of the basic
product. It must continue to satisfy the same consumer needs, with the same quality, but in a
more sustainable way (Crul & Diehl, 2009). Mendoza et al. (2017) confirm this by saying that
this activity aims to identify the environmental impacts of each of the different phases of the
life-cycle of a product or service, minimizing them, without changing its quality and
functionality. So, it is not just a matter of developing a product that is more environmentally
friendly, it is a matter of ensuring that the product continues to satisfy the same customer need

by offering the same functionality but in a greener way.

Finally, we must notice that ecodesign is a good way to achieve environmental objectives but
cannot be used to define those objectives, as it is not a specific strategy in itself (Hlbner, 2012).
However, this new product development process should of course be integrated into the
company's strategy because most of the activities related to ecodesign have a big impact on a
large part of a company's departments like production, logistics, recycling and many others
(Schafer & Lower, 2021). When implementing it, it is needed to consider its impact in the whole

company and not only in a few targeted departments.

2.3.2 How to implement ecodesign in practice?
The implementation of an ecodesign process can be done in different ways depending on the
product studied and the company concerned. Vallet et al. (2013) suggest for example an

implementation process that can be summarized in three distinct steps.

e Environmental assessment

The first step aims to assess the environmental impact of a product/service in order to get an
idea of the environmental problem it causes. This evaluation should be carried out in a
quantitative way, in order to obtain quantified data (Vallet et al., 2013). Different tools can be
used but one common practices is to use the LCA, explained in the following section of this
work. Crul and Diehl (2009), on the other hand, suggest that this assessment can also be carried
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out qualitatively thanks to an expert focus group. This second method would be efficient and
would require much less time. Finally, a company can also opt for a tradeoff, a qualitative but
simplified method, which therefore requires fewer resources. This is the case for example of

the simplified LCA method, tool explained later in this work.

During the environmental assessment, the functional aspects of the product should not be
neglected in favor of reducing its environmental impact. In order to take into account both
environmental and functional considerations while assessing the impact of a specific product,
Lagerstedt et al. (2003) suggest the idea of creating an eco-functional matrix. It would allow
the product developer to see more clearly the relationship between functional elements such as
life span, safety or quality, and environmental criteria such as energy use, recycling, etc. Once
this environmental assessment stage has been completed, the company has two sources of
information. First, it shows which phases of the product's life-cycle have the greatest impact on
the environment. It also ensures that no pollution transfer will take place during the
environmental improvement stage (Vallet et al., 2013).

e Solution finding

Once the impact of the product is known, it is time to consider how to improve it. The idea of
this step is therefore to formulate a new concept of products with a reduced impact. After
generating different ideas using brainstorming for example, Vallet et al. (2013) suggest to take
the most interesting ideas that emerge, with the biggest reduction of impact, and try to make
connections between them in order to create one or more new concepts. In order to concretely
understand this step, Fargnoli and Kimura (2007) give as example the concept of a refrigerator
that could be redesigned to be more sustainable according to three distinct ideas. First, it would
be constructed of a single plastic. Secondly, it would include a separation between the fridge
and the freezer to reduce maintenance and improve eco-efficiency. Finally, it would include
joints that would make it easier to disassemble at the end of its life. So, we can see that
developing more environmental solutions can come from different elements of the product. We
can change the raw materials used, the design of the product itself (its shape, etc.), innovate on
certain aspects of the product to limit its impact, etc. The company can therefore choose
different environmental strategies for its ecodesign process. We will see these different

strategies in the next step.
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e Environmental strateqy

According to Brezet and Van Hemel (1997 as cited in Vallet et al., 2013), the notion of
environmental strategy includes the different routes that a company practicing ecodesign can
follow. The choice of the combination of these different strategies depends of course on the
product considered but also on the company (Vallet et al., 2013). Brezet and VVan Hemel (1997,
as cited in Vallet et al., 2013) evoke seven different strategies, covering the entire life-cycle of
a product. These different strategies are the following:

-S1: Low impact material

-S2: Reduction of material use

-S3: Optimization of production techniques
-S4: Optimization of distribution system
-S5: Reduction of impact during use

-S6: Optimization of product lifetime

-S7: Optimization of End-of-Life systems

In practice, some strategies may work very well together and create synergy effects while others
may conflict (Lagerstedt & Luttropp, 2006). Among the 7 strategies mentioned above, it is easy
to imagine that strategy S1 could conflict with strategy S6. Some eco-responsible materials
could be more brittle and thus limit the life span of the product. Unfortunately, those strategies
are not always sufficient to make an ecodesign process effective as it is largely the way the user
uses the product that causes large energy losses. New strategies have therefore been developed,
based on user feedback for example (Lilley, 2009). In order to complement this and to have a
more recent vision of possible ecodesign strategies, Lagerstedt and Luttropp (2006) propose 10
golden rules to follow to complement the strategies mentioned by Brezet and Van Hemel. These

10 golden rules are the following:

- Rule 1: Reduce or eliminate the use of toxic substances in the products.
- Rule 2: Minimize consumption through improved housekeeping.

- Rule 3: Minimize energy consumption.

- Rule 4: Promote repair and upgrading for system dependent products.
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- Rule 5: Promote long-life.

- Rule 6: Minimize weight.

- Rule 7: Protect from aggression.

- Rule 8: Prearrange upgrading, repair and recycling.
- Rule 9: Promote upgrading using simple materials.
- Rule 10: Use few joining elements.

By looking at these two visions, it now seems clearer how to develop a product with a reduced

impact by combining the seven strategies and the 10 golden rules.

2.3.3 What are the tools available to assess the environmental impact of a product?

2.3.3.1 Life-cycle analysis (LCA)

LCA is one of the tools most often used when trying to evaluate the impact of a product/service
on the environment. As explained above, the main idea of life-cycle assessment is that all
environmental burdens and their impacts over the whole life-cycle of a product should be
quantified (Pieragostini et al., 2012). LCA was defined more recently as “a comprehensive
method used to evaluate and analyze the environmental performance and energy consumption
of the entire life-cycle of a product, process, or system and usually follow the “cradle-to-grave”
or “cradle-to-gate” approach, starting from the extraction of raw materials, transportation,
processing of materials, manufacturing, distribution, usage, and final disposal” (Ludin et al.,
2018, p. 3). It therefore provides a global view of all the different flows of a system. This allows
to avoid forgetting to consider some residues and emissions and to consider both upstream (use
of material and energy) and downstream (recycling of materials and energy) exchanges
(Christensen et al., 2020). According to the International Organization for Standardization
(2006) and its standard ISO 14044, the LCA approach can be separated into 4 different stages.
The first step consists in clearly defining and setting the objectives to be achieved. The company
needs to define why it is doing the analysis, its objectives, the depth of the analysis, the systems
to be analyzed and the different standards to be used. On top of that, it also needs to define the
system boundaries (geographical, time, etc.), the rules and assumptions used, the type of impact

assessment and finally the different groups and stakeholders involved (Hauschild et al., 2018).
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Once the objectives and characteristics of the system are defined, the company needs to make
an inventory of the different inputs and outputs of this system, this is the second step. The idea
is to collect input data about the physical flows of input resources, materials, semi-products,
products and output data of emissions and waste (Hauschild et al., 2018). The result of this step
is a life-cycle inventory table, a list of quantified physical flows that represents all inputs and

outputs of a product/service.

During the third step, the impact assessment stage, the data collected are transformed into
environmental impact measures. According to 1SO 14044 standard (2006) and confirmed later
by Renou et al. (2008), the company needs to select impact category indicators that are aligned
with the objectives of the study such as acidification, eutrophication, greenhouse gas emissions,
resource depletion, toxicity, etc. The flows of the inventory table of step 2 are then assigned to
the different category according to the way they contribute to this impact. The amount of CO2
emitted is for example assigned to the category “greenhouse gas emission”. For each flow, the
quantity is multiplied by a characterization factor according to the contribution of the flow to
the impact (Hauschild et al., 2018). Once finished, we sum up all the contributions of the same
impact category. In order to be able to compare them, all the results are put into a common unit,
in person equivalents for example (Hauschild et al., 2018). Then, in order to support a consistent
comparison of the different categories, a weighting factor can also be used according to the
importance of each category (Hauschild et al., 2018). The results obtained are summarized and
used to draw conclusions that will lead to certain recommendations useful in decision making.
The study shows which impacts are the most important, when they occur and thanks to that

allows to find methods to reduce resource use and environmental damage.

This LCA method has both advantages and disadvantages. One of its strengths is the
comprehensive approach it takes in terms of life-cycle perspective and environmental issues. It
allows the analysis and comparison of the environmental impacts of products manufactured by
a lot of different processes, composed of a large number of different resources and considering
emissions that may take place at different locations and times (Hauschild et al., 2018).
Unfortunately, this comprehensiveness is not only advantageous, as it requires simplifications
in the modelling of the product system and the different environmental impacts. This means
that the environmental impacts are no longer totally "real” but more "potential™ (Hauschild et
al., 2018). Moreover, LCA is based on the average performance of a process and does not
consider risks that are rare but quite problematic such as fuel leaks into the sea, accidents or

nuclear hazards. Nuclear power is therefore considered as a very environmentally friendly
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solution because the risks of accidents, although devastating, are not taken into account
(Hauschild et al., 2018). Hauschild et al. (2018) also mention the fact that, although the LCA
determines whether a product is better for the environment, it does not determine if it is “good
enough”. Therefore, one cannot conclude that a product is environmentally friendly by making

an LCA that shows it is more sustainable than another product.

In a global way, the lack of input data and the lack of maturity of some assessment methods of
certain impacts means that very few impacts, other than climate change, are considered
(Cherubini & Strgmman, 2011). In order to avoid some of the limitations mentioned above or

to have an approach more adapted to certain companies, other tools can be used
2.3.3.2 Simplified/streamlined LCA

A traditional LCA is often costly and time consuming for the company that applies it. The
principle of a streamlined LCA is therefore to ignore certain elements of the analyzed system
and not to assess certain impacts, or to assess them in a more qualitative way to simplify the
life-cycle assessment (Li & Veshagh, 2006). Chen and Chow (2003, as cited in Alcaraz et al.,
2018), proposed to group products according to certain parameters and then analyze the impact
by group. Wang et al. (2021) more recently suggested that other methods such as principal
component analysis can reduce the number of selected impact categories and still provide a
good result. These streamlined LCA methods all have in common that they reduce the resources

used but produce results that do not take uncertainty into account (Alcaraz et al., 2018).

2.3.4 Different impacts of ecodesign practices

Ecodesign has various impacts on a company's activity. As the aim of this process is to reduce
the environmental impact of a product, it seems clear that it will have benefits on the
environmental performance of the company. According to Bocken et al. (2014), ecodesign
would reduce the amount of raw material used, the amount of water and electricity consumed
and improve the company's waste management. After having carried out a study on French and
Quebec companies that have implemented ecodesign practices, Berneman et al. (2009) found
out that it would have an impact on all the different stages of the life-cycle and not especially
on one specific stage. The greatest impact is on the extraction of raw materials as well as on the
end-of-life stages of the product, such as recycling or dismantling. There is also a big impact

on the manufacture of the product and on its storage and transport (Berneman et al., 2009).
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Haned et al. (2014), on their side, have carried out another study in France, Quebec and globally
in the European Union. The result of their study is that ecodesign would have, as mentioned
above, a strong impact on the consumption of resources. It would also work on the replacement
of polluting raw materials and the substitution of hazardous products. Finally, the two other
elements with the best improvements are the reduction of energy consumption during the use
stage and the possibility to reuse the product or its components at the end of its life. In addition,
Haned et al. (2014) mention 9 other points that have been positively affected by ecodesign such
as a reduction in energy consumption per unit produced, in CO2 emissions, improvements in
packaging, the recycling of waste, water or raw materials during production and the reduction
of soil, water or air pollution. These authors also mention an improvement in the recovery of

waste, in the reduction of energy used for transport and the reduction of storage volumes.

In addition to the different positive environmental impacts that ecodesign offers, this process
allows for other advantages, not linked to environment, for the company. Bocken et al. (2014)
mention first the fact that the various reductions in the use of resources and energy and the
better recycling techniques allow the company to make financial savings. To have a more
precise idea of the impact of ecodesign on a company's finances, Berneman et al. (2009)
analyzed the impact on the fixed and variable costs of 30 different companies. For half of them,
variable costs were reduced thanks to a reduction in the cost of raw materials and energy used.
For those for which these costs increased, it is mainly because the company had to buy less
polluting but more expensive raw materials. The maintenance and inventory costs are also
positively impacted. The fixed costs, on the other hand, are in most of the cases, higher. This
increase comes from additional expenses in research and development, in marketing as well as
in the search for appropriate suppliers. The profit margin of a product is on average at least as
high as the same product not ecodesigned and according to the study of Haned et al. (2014)
made on 119 companies, the margin would increase on average by 12%. This shows that,
contrary to what some companies may think, ecodesign does not negatively influence the
finances of a company and offers a benefit greater than or equal to a situation without ecodesign.
It is therefore possible to have a positive impact on the environment, while not negatively

impacting the financial situation of the company.

In addition to improving finances, ecodesign also allows to attract more consumers thanks to
an increase of the product range. It impacts the market share of the company, reinforce the
brand image, and improve customer satisfaction (Dangelico, 2017). The employee satisfaction

is also impacted in a positive way which can only be beneficial for the company's atmosphere.
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(Berneman et al., 2009). Moreover, ecodesign improves the capacity of the company to
innovate and develop new eco-innovations and new technologies for products, services, and
processes (Bocken et al., 2011; Dangelico & Vocalelli, 2017). It would foster the innovative

environment of a company and improve its competitive advantage.

In conclusion, an ecodesign approach is not only interesting for the environmental impact of a
company. It allows the firm to make more profits on average, to attract new customers and to
increase market share. It also plays a role in customer and employee satisfaction and create an

environment of innovation resulting in the development of new products, services, or processes.

2.3.5 Barriers to ecodesign
Of course, implementing ecodesign is not always easy and companies are facing different
barriers. We first found a financial barrier because embarking on an ecodesign project requires
a large initial investment and this is the most important internal barrier for a company (Murillo-
Luna et al., 2011). Trying to make a process/product cleaner is indeed impossible without
making a big investment (Ambec & Lanoie, 2008). It is also an investment in time that is
necessary. It requires to carry out a life-cycle analysis of the product and then to find solutions

to the impacts identified. Together, these two processes will obviously take some time.

In addition to the time and money required, van Hemel and Cramer (2002) identified, thanks to
a study done on 77 Dutch SMEs, 11 barriers that occurred in most cases. These included the
fact that many companies did not consider that ecodesign could bring them environmental
benefits, did not perceive a responsibility on their part to implement ecodesign, and the fact that
it was not yet required by legislation or by consumers. These companies also mentioned that it
could cause a competitive disadvantage, conflicts with functional product requirements and that
sometimes there are no innovation opportunities or no alternative solutions available. Finally,
they referred to an investment that would not pay off, an insufficient time and a lack of
knowledge. As this study dates back from 1997, one can imagine that some barriers are no
longer relevant. Indeed, some of them are related to a lack of understanding and awareness of
the importance of environmental considerations, and we might easily think that these have
greatly improved in recent years. These barriers should therefore be analyzed with caution.

To get an idea of the current barriers that a company might face, another study made by Buzuku
and Kraslawski (2017) can be more adapted. Some of the barriers identified are similar to those
mentioned above, and others not. Those new barriers can be classified into four different

categories: institutional, management, technology, and stakeholders. While looking at the



23.

institutional part, we find a lack of coordination from academic experts for the implementation
of ecodesign initiative, a lack of support from institutions for commercialization of greener
products, a complex institutional environment and finally a difficulty to manage the

environmental practices of different suppliers.

On the management side, there is a lack of consumer knowledge of ecodesign initiatives, a lack
of internal coordination on ecodesign investments, a lack of employee involvement and finally
a lack of top management encouragement for training initiatives. In this category, Gilg and
Kelly (2000) added that technological changes, such as those necessary for the implementation
of ecodesign practices, could have a strong impact on the current operations of the company.
This could cause reluctance on the part of employees to accept the different changes needed. It
could therefore be interesting for the company to implement a change management plan to help

employees adapt to the new practices.

Regarding the technology section the authors only discuss two barriers. First, there seems to be
a lack of capital investment opportunities for green processes, and without this capital, it’s much
more difficult to launch such an initiative. Then, the demand is highly uncertain for ecodesigned
products, which does not encourage companies to start selling them. Séderholm and Tilton
(2012) confirmed this by referring to the fact that the demand for ecodesigned products could
be too low due to certain terms associated with green, such as 'recycled’, that could have a bad
connotation and therefore push consumers to buy traditional products. However, we can hope
that given the improvement of ecological considerations of our current society, this will

improve in the near future.

Finally, in the last part, barriers related to the stakeholders, we find a lack of coordination of
customers on ecodesign processes and a lack of buyer/customer knowledge on ecodesign
initiatives. Cognasse (2014) also mentioned that 20% of companies believe that they will not
be able to get information on the environmental practices of their suppliers and that only 30%
of suppliers are active in ecodesign initiatives. This makes the task of finding suitable suppliers
quite complicated. This is where SRM practices can be useful.

In summary we can see that there are many obstacles to the implementation of an ecodesign
process, whether internal barriers linked to the company's resources or barriers linked to the
various stakeholders. Even if these barriers are valid for most companies, it can sometimes be
even more complicated for smaller companies to start an ecodesign process (Berneman et al.,

2013). To see how it goes for these SMEs, their case will be analyzed in the following section.



24.

2.3.6 Ecodesign applied in SMEs
Even though environmental considerations are increasingly present in our society and are
pushing a certain number of companies to engage in ecodesign processes, it remains quite
complicated for small and medium-sized companies to implement it (Le Pochat et al., 2007).
This represents a big problem because ecodesign can be a crucial tool to help a company survive

in the current competitive advantage (Karuppiah et al., 2020).

First, SMEs have less incentives than larger companies to carry out ecodesign because they
receive less media attention and are less subject to criticism from different stakeholders (van
Hemel & Cramer, 2002). They are therefore less concerned with improving their image by
doing ecodesign. In addition, size is often considered as a key factor in a company's
environmental performance due to, for example, a lack of staff and specific knowledge needed
to implement such a process (Le Pochat et al., 2007). This lack of data, expertise, infrastructure,
and financial means are the biggest barriers an SME is facing (Mittal et al., 2013), as explained
earlier. It also seems that SMEs are more focused on short-term constraints and business
survival than on long-term goals such as ecology (Dekoninck et al., 2016). They are therefore

more interested in growing and developing their business than in offering greener products.

In addition to the various limitations just mentioned, a study made on 77 Dutch SMEs carried
out by van Hemel and Cramer (2002) identified three main barriers to ecodesign most often
encountered by small and medium companies. This study, even though not the most recent, is
interesting because it is based on many SMEs in Holland, a country that is geographically,
culturally, legally and economically close to where the qualitative study of this thesis was
conducted. The first thing they noticed is the fact that these SMEs do not consider the real
environmental benefits that this approach could bring them. In addition, they mention a lack of
alternatives available to ecodesign a product without changing its functionality and they do not
feel able to find an alternative by themselves. This lack of alternatives is confirmed more
recently by Singh and Sarkar (2019). SMEs also consider that they are not influential enough
to change anything without the help of large companies, and they therefore don’t consider it is
their responsibility to act for the improvement of the environmental impact of our society (van
Hemel & Cramer, 2002). Singh and Sarkar (2019) more recently confirmed some of the barriers
mentioned by van Hemel and Cramer (2002) and added a barrier linked to a consumer behavior
that is difficult to predict (Singh & Sarkar, 2019). A lack of specific legislation is also
mentioned ( Rossi et al., 2016, as cited in Singh & Sarkar, 2019).



25.

It is also a lack of adapted tools that SMEs are facing. Indeed, the majority of ecodesign tools
have not been designed with their future implementation in the company's organization in mind
and are therefore not adapted to all companies (Le Pochat et al., 2007). One of the most
frequently used tools to measure the environmental impact of a product is life-cycle assessment
(LCA). Unfortunately, this tool it is not perfectly suited for SMEs as it can only be used by
experts in the field and requires too much time to be carried out properly (Le Pochat et al.,
2007). Michelin et al. (2014) confirmed this more recently and referred to the fact that carrying
out a full LCA is often too resource intensive and therefore difficult for a small company to
implement. There is however an alternative to the LCA, a more user-friendly tool, the simplified
LCA. This simplified method, as explained earlier in this work, is based on the use of generic
databases, or on the simplification of the different impacts of a product and allows the company
to reduce the time needed to collect data. Unfortunately, it is still not totally suited to SMES as
it also needs to be used by experts and the investment required to purchase, use and maintain a
specialized software is quite high (Le Pochat et al., 2007). A big part of the tools available are
therefore not very adapted to SMEs and it was necessary to find new ones. Le Pochat et al.
(2007) have developed a software program called the Ecodesign Integration Method for SMEs
(EDIMS). The objective of this method is to facilitate the integration of ecodesign within the
company. It is a user guide that can be used by technical centers to help a company implement
an ecodesign process through a pilot project. The principle of this method is to help a company
to make its own ecodesign practices by guiding it, through one or more pilot projects, towards
a change in its activity. EDIMS therefore helps SMEs to make the link between the various
environmental and strategic constraints (regulations, marketing, etc.) (Le Pochat et al., 2007).
Casamayor and Su (2021) more recently mentioned other tools to implement ecodesign in an
SME without having to make a complete LCA. One of the methods presented by these authors
is the Ecodesign Guidelines method. This method is a tool that provides design guidelines to
limit the impact of the product. The guidelines can be converted into checklists that can be used
at each stage of the development process to check whether certain criteria are met (Casamayor
& Su, 2021). Some companies develop their own guidelines that they use for each of their
products while others choose published guidelines. Other methods based on the use of software

are also often used today: Sustainable Minds, SimaPro, etc.( Casamayor & Su, 2021).

The study of van Hemel and Cramer (2002), in addition to identifying the different barriers
faced by SMEs, also allowed to identify what drives these companies to embark on this new

way of designing. Contrary to some other studies, the study of van Hemel and Cramer (2002)
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concluded that internal stimuli are a stronger driving force for ecodesign than external ones.
External stimuli include a demand of the consumers, a need to meet government regulations
and finally the presence of initiatives within certain industry sectors (van Hemel and Cramer,
2002). Internal stimuli, for their part, are mainly opportunities for innovation, improved product
quality and the possibility to expand the market. Deutz et al. (2013) confirmed the importance
of these internal stimuli in comparison to the external one. Favi et al. (2018), on the contrary,
argued more recently that external stimuli influence a company's search for environmental
impact more than internal ones . We can therefore see that opinions are divided regarding the
motivations of SMEs to engage in ecodesign, but it would seem that more recently, external

motivations are the most important.

Finally, van Hemel and Cramer (2002) identified 10 ecodesign principles/practices that are the
most successful for SMEs. They include the recycling of material, the increase of the durability
of the product, the use of recycled materials as resources, the decrease of energy consumption,
the remanufacturing of products, the reduction of production waste, the use of cleaner
production techniques, the reduction in weight, the use of clean materials and finally the
improvement of packaging. These practices are strongly similar to the 7 ecodesign strategies of
Brezet et al. (1997 as cited in Vallet et al., 2013) and to the 10 golden rules of Lagerstedt and
Luttropp (2006) mentioned earlier in this work. This shows that the most widely used ecodesign

principles are probably the same for SMEs as for conventional companies.

In summary, it is nowadays not easy for an SME to get involved in ecodesign due to certain
barriers, a lack of adapted tools and a lack of capital. The SMEs are thus stuck between the
environmental obligations of designs required by those who order their products and their
inability to meet this demand (Le Pochat et al., 2007). This is a missed opportunity for these
companies because according to Sezen and Cankaya (2013), implementing these kinds of
practices would improve the environmental and social impact of the company, while improving
its financial performance in the long term through better use of materials and energy. This
economic performance is also impacted by the opportunities to expand into niche markets and
the innovations fostered by ecodesign (Klewitz et al., 2017). There are therefore certain stimuli
that push SMEs to ecodesign and fight against barriers encountered, and as explained earlier,
some practices are more adapted and allow a better success of the project. It is important for
each company to think carefully about the pros and cons of an ecodesign project before starting
it. Certain management practices can be used to facilitate the integration of an ecodesign
process within the company. This is the case of SRM.
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2.3.7 SRM as a way to help SMEs implementing ecodesign

After introducing the concepts of supplier relationship management and ecodesign, we will now
analyze how the former can be useful in the latter. According to Boks (2006), ecodesign is a
discipline that requires the involvement of different stakeholders throughout the life-cycle of a
product. The involvement of suppliers is therefore crucial. Moreover, knowing that 80% of the
components of a product can be provided by suppliers (Michelin et al., 2014) and that the main
part of the environmental impact of a product comes from its components (Dekoninck et al.,
2016), the environmental performance of a product is therefore largely dependent on suppliers.
Due to this crucial role, a close collaboration and a good SRM is needed to achieve a coherent
ecodesign process. We will therefore see in the following paragraphs how the different SRM
activities can be useful to an ecodesign process in an SME.

First, green supplier collaboration can help to fill the potential knowledge gap of the SME
carrying out the ecodesign project (Goodman et al., 2017). Indeed, as explained earlier in this
work, ecodesign is a complex process and therefore requires the integration of different
knowledge bases (Messeni Petruzzelli et al., 2011). Collaboration with external knowledge
bases, such as those of the suppliers, allows for the development of new technologies and a
faster introduction to the market, which is typically needed for ecodesign (Melander, 2018).
These suppliers bring to the company new knowledge about environmental materials, new
technologies or components, thus enabling the development of more sustainable products
(Melander, 2018). Close collaboration is therefore a key element as it allows the sharing of the
supplier's knowledge with the one of the buyer, leading to the innovations needed to develop
an ecodesigned product. This collaboration is even more important in the context of an SME

which, because of its size, often has even less in-house knowledge.

Supplier selection is also a necessary SRM activity for a good implementation of ecodesign. It
is complicated to develop an ecodesigned product without selecting suppliers who also consider
the environment in their activity and can provide more ecological components and raw
materials. It is therefore important, when choosing a supplier, to take into account some
sustainability criteria as those mentioned by Haeri and Rezaei (2019): pollution production,
pollution control, resource consumption, environmental management system, green image,
green competencies, green product, green innovativeness, and finally Management
commitment. This ensures that the company meets certain environmental criteria for effective

ecodesign (dos Santos et al., 2019). However, we will see in the empirical part of this thesis
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that these environmental criteria are not always those sought after by SMEs. Indeed, price,
flexibility and delivery times may be equally or even more important criteria for an SME
looking for growth. In any case, without proper supplier selection, nothing is possible.

Finally, supplier evaluation is also quite important in such a process. Evaluating suppliers
according to environmental criteria can play a fairly important role in the sustainability of the
supplier. It allows to see what elements of its business it needs to improve, and which products
to change. Supplier evaluation is indeed a way to educate suppliers on their environmental
performance and to work with them on how to improve it (Cousin et al., 2008). This evaluation
system therefore aims to develop the supplier's business while reducing its environmental
impact. It is through this assessment process and the changes it enables in the supplier's business
that an SME can improve the impact of its products and offer customers the desired ecodesigned
products. Moreover, supplier evaluation helps to create long-term collaborative relationships
and minimize supply risks (He et al., 2014). It is therefore beneficial for the supplier and the
buyer at the same time as the buyer will make sure the supplier is respecting its environmental

engagements while minimizing its supply risks whereas the supplier makes its business greener.

Unfortunately, there are some barriers to the implementation of SRM practices in an ecodesign
process in an SME. Small companies often have difficulties identifying key suppliers (Domingo
et al., 2015) and to obtain accurate information from them because they are not used to
communicate on the environmental impact of their products (Mombeshora & Dekoninck,
2013). These two barriers will be confirmed in the empirical part of this work. Communication
between the supplier and the buyer is most of the time not easy and yet is a key element for the
success of an ecodesign project (Lu et al., 2007). In addition, some resistance from both
companies may emerge due to a change in the way the supplier and the buyer work together.
The companies will move from a relationship only based on purchasing interactions to one
based on a more complex and strategic relation (Melander, 2018). Managing this change is

therefore a necessity for both companies.

We can see that an effective supplier relationship management can have a positive impact on
an SME practicing ecodesign and can facilitate its implementation. However, we have to keep
in mind some challenges that do not make the task easy. It is therefore important to put forward
an efficient communication during this collaboration. It is crucial to align the buyer's goals with
those of the supplier in this common effort. This allows access to more opportunities for

knowledge sharing and avoids misunderstandings (Chen & Hung, 2014).
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3 Methodology and case study selection:

3.1 Research design

For this thesis a qualitative approach was chosen to answer the research question. This type of
method is particularly relevant to answer "how" and "why" questions, which is what we are
trying to do by analyzing how SRM can improve the implementation of an ecodesign project
in an SME (Yin, 2009). In addition, using a qualitative approach allows for a certain proximity
to the case under study, offers the possibility of pursuing holistic analyses and developing
hypotheses (Miles & Huberman, 1994). It’s the best way to corroborate theory and scientific
articles with findings and thus to compare the information found in the literature review with
the one collected in the field through interviews (Yin, 2009). For this work, a case study analysis
was chosen. Yin (2009) mentions that this method is particularly suitable for issues related to
an organizational context over which the researcher has no control, which is the case of this
research. Moreover, supplier relationship management and ecodesign, the two main subjects of
this thesis, are phenomena that must be analyzed in their natural settings, and this is one of the
characteristics of a case study analysis (Rowley, 2002). It also allows the analysis to be based
on multiple sources of data and to have direct contacts with the interviewees.

Multiple cases were analyzed to answer the question by comparing the situation of the different
companies. According to Yin (2009), analyzing different cases allows for more reliable and
robust conclusions and is a good way to test findings from one specific case to another one and
see the similarities and differences. It also makes it possible to compare practices in different
sectors of activity. We will therefore analyze five cases from different industries. According to
Yin (2009), the number of case study analyzed can vary but it is interesting to analyze between

four and six cases.

To perform a case study analysis, Yin (2009) proposed a certain methodology to be followed.
First, it is important to develop a theoretical basis for the topic under study. We did this by
conducting a literature review of our research questions based on a set of scientific articles.
Other sources of data such as documents and websites were also useful for the realization of
this theoretical base. After the development of the theory, it is important to select cases that are
relevant to our research question. This selection of cases will be explained further in this work.
In addition to selecting relevant cases, it is crucial to choose a data collection strategy and a
way of analyzing the data (Yin, 2009). The following step is to collect data for each case,
through interviews. A report is then written, describing for each case the data collected and the

practices observed. Once all the individual reports are written, we move on to the cross-case
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analysis and compare the different individual reports. This allows to find differences and
similarities between the different cases analyzed, to draw conclusions and make propositions

for answers to the research question.

To evaluate the quality of the research design, Yin (2009) proposed to analyze four different
criteria: construct validity, internal validity, external validity and reliability. The construct
validity consists in choosing the correct operational measures for the concepts that we want to
analyze. Internal validity aims at establishing causal relationships. External validity determines
the domain to which the conclusions of the study can be generalized. Finally, reliability is used
to show that the operations of the study can be replicated and give the same results. In this
master thesis, a case study protocol was used to increase the reliability of our research (Yin,
2009). This protocol contains the interview grid as well as reports of the key elements that came
out of each interview. All these documents form our case study database, a key point for a good
reliability. The internal validity was ensured thanks to the theoretical foundation of our study,
the literature review, based on many scientific articles (Yin, 2009). The external validity, on
the other hand, was confirmed thanks to a theoretical replication made possible by the analysis
of several cases with the aim of proposing results and conclusions that are not necessarily the
same in all the different cases (Yin, 2009). Detailing the organizational context of each
company analyzed is also a way to ensure the external validity of the study. Finally, construct
validity was achieved using different sources of information (interviews, websites, etc.),
allowing for a triangulation of information (Yin, 2009). A last element that allowed the validity
of the study came from the different reviews made by the thesis supervisor on a regular basis
(Yin, 2009). These different actions are synthetized in the Table 1 below:

Criteria Actions put in place to match the criteria

e Use of different sources of information (Triangulation)
Supervisor review

Theoretical foundation thanks to the literature review
Cross-case analysis

Detailed company context

Case study protocol

Reliability Case study database

Table 1: Actions put in place to respect the 4 criteria of Yin (2009).

Construct validity
Internal validity

External validity

3.2 Case study selection
As explained in the previous section, we will analyze five different cases to answer our research
question. The choice of the number of cases studied is subjective and is, admittedly, also a
direct consequence of the number of companies that responded favorably to the interview

request. A total of six interviews were conducted but only five were found to be relevant to this
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research. However, having five different cases will allow to compare the situation of five
companies in different industries and to see if some points from one case apply to another and
vice versa. In order to analyze the situation of companies operating in a context as close as
possible to our own, the companies selected are exclusively Belgian or French. To improve the
reliability of this study, we have also tried to select SMEs at different stages of development to
see if the situation varies between them. We therefore selected some SMEs that just started their
activity, and others that are in the field of ecodesign for a longer period. This allows us to have
a global vision of the situation and to see if there are evolutions with time and experience. When
choosing the cases to be analyzed, it was also crucial to choose which different sectors of
activity we were going to analyze. Researchs on the sectors of activity that are highly polluting
were conducted because this is where the most is to be done on ecodesign. Of course, it was not

always possible to find companies willing to be interviewed in the identified sectors.

At first it seemed obvious that the textile industry, and more particularly the footwear industry,
was a fairly polluting sector in which there was a lot of progress to be made. According to
Roblin (2018) 34 million shoes are produced every day, which represents about 174 million
tons of CO2, the equivalent of half the annual emissions of a country like France. As for the
different stages of the product life-cycle, many of these stages are highly polluting. According
to a study of the Massachusetts Institute of Technology (MIT) (as cited in Roblin, 2018), during
the transformation of the raw material, for example, a classic shoe emits about 4 kg of
greenhouse gases. As far as the end-of-life of products is concerned, the recycling of shoes is
quite complicated and not yet very developed ( Roblin, 2018). It shows that there is a lot of
room for improvement in the footwear industry and that is why it is particularly interesting to
analyses the situation of an SME that is involved in this sector. We therefore interviewed for
our first case study, Antoine Bodart, co-founder of Norm, a young Brussels-based SME selling

shoes made of 90% recycled materials.

For the second case study analysis, we chose an SME that is active in a sector that remains
very polluting, the bathroom items. Nowadays, 100 million plastic toothbrushes are thrown
away every year in France and end up in landfills or in nature (Compagnon, 2018, as cited in
Superbrosse, 2021). Unfortunately, these toothbrushes are made of different plastics, which
makes recycling them almost impossible. This represents 3,000 tons of plastic waste that cannot
be recycled (Superbrosse, 2021). This industry therefore creates a huge amount of unrecycled
waste that will take an enormous amount of time to degrade. There is a lot of room for

improvement in this industry and this is why the choice was made to interview Thomas
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Jeanvret, co-founder of the SME Jaime mes dents, for this second case study analysis. This
SME aims to make the bathroom industry more eco-friendly by offering toothbrushes with
interchangeable heads, with wooden handles and sold as a subscription. Since its creation, the

SME has developed its range with other eco-friendly bathroom products.

The third case study looked at Gobilab, a French SME trying to fight the use of single-use
plastics, mainly for water bottles. The disposable plastic water bottle industry is still a very
polluting industry today. Every day, about 30 million plastic water bottles are used in Europe,
and more than 100 million worldwide (Berkey, n.d.). Considering that 50% of the bottles in
Europe are not recycled and just end up in a landfill, an incinerator or even in nature, and that
it takes on average 1000 years for a bottle to decompose (Berkey, n.d.) we can see that the
consumption of PET plastic bottles is disastrous for our environment. On top of that, the
production of PET is a very polluting activity that releases different kinds of carcinogenic
substances (Berkey, n.d.). Faced with all these facts, we notice that many changes are possible
and this is why the choice was made to interview Alexis Lambert, product development
manager in the SME Gobilab. This SME has chosen to tackle the problem of the PET plastic

bottle industry by offering a range of ecodesigned bottles.

It also seemed interesting to analyze the case of an SME active in the food industry and more
particularly in agriculture. Indeed, agriculture is a sector of activity which nowadays remains
rather harmful for the environment. According to the OECD (n.d.), agriculture would have
negative effects on the pollution and degradation of soil, water and air, especially because of
the use of pesticides and chemicals This pollution has of course a negative effect on biodiversity
and endangers the lives of thousands of animal and plant species. In addition, food products are
often packaged in environmentally unfriendly packaging. In order to analyze the situation of
an SME that has decided to offer food products with a reduced impact, we have chosen for this
fourth case study to interview Ludivine Evreux, marketing and product manager in the SME
Arcadie. Arcadie is a company that sells spices, teas and other aromatic herbs, 100% organic
and in eco-friendly packaging. The company does everything possible to reduce the
environmental impact of its activity. This case will be particularly interesting to analyze because
of the company's long experience, its position as a leader in the spice market and its very

advanced environmental considerations.

For the fifth and last case study, an SME evolving on the market of cleaning products and
detergents was chosen. This industry, nowadays, is still quite criticized from an environmental

point of view because of the chemical substances it uses. Most of the conventional detergents
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are petroleum-based and their decomposition in water treatment systems is not always easy
(Legendre, 2020). Moreover, the vast majority of these detergents are not biodegradable and
the waterways of our countries are therefore soapy and polluted (Legendre, 2020). In addition
to water pollution, all these products have a real impact on the different living beings and plants
in the rivers, whose ecosystem is polluted (Legendre, 2020). Moreover, nowadays, the majority
of detergents are packaged in disposable plastic bottles and there is no system of bulk liquid
detergent. Based on these observations, the choice was made to interview Olivier Potvin,
founder of the company SuperZéro which has set up a system of liquid bulk distributor, offering
liquid for cleaning 100% zero-waste. In addition to offering zero-waste products, thanks to its
distributor system, the customer can come and refill his bottle without having to buy another
one, which greatly reduces the amount of waste.

3.3 Data collection
Once the five cases have been identified, it was important to determine how the data will be
collected. Yin (2009) mentions 6 sources of data useful for a case study analysis: document,
archival records, interviews, direct observation, participant-observation, and physical artefacts.
Data were mainly collected using semi-structured focused interviews. This method consists of
open guestions based on the literature review with the possibility for the interviewee to add new
topics to be discussed (Yin, 2009). This allows the interviewee to mention certain relevant
elements that the interviewer might not have thought of. It is a flexible method and can be

suitable for small-scale research, as it is the case in this context.

To carry out these interviews, more than 30 SMEs offering ecodesigned products in Belgium
and France were contacted. Unfortunately, few favorable responses were received due to a lack
of time from companies. To get in touch more easily with some of them, messages were also
sent via LinkedIn. Thanks to this method, additional interviews could be conducted. The people
contacted in the companies were mainly the founders or the people in charge of product
development as they were the most knowledgeable about ecodesign.

During the first contacts, the subject of the thesis was mentioned so that the person could better
understand the request and how their company could be useful. The semi-structured interview
guide was never sent to the interviewees before the interview as this would have impacted the
reliability of the research (Yin, 2009). The interviewee was therefore only made aware of the
interview guide at the time of the interview. Regarding the interview guide it is divided into
five main themes (see Appendix 1). The first theme contains questions about the interviewee
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himself and the company he works for. Subsequently, point number two relates to the
company's ecodesign activity. Finally, the last three topics were about supplier relationship
management, and more specifically supplier selection, supplier evaluation and supplier
collaboration. Of course, depending on the company concerned and the person's previous

answers, the guide did evolved during the interview.

Each interview lasted between 45 minutes and 75 minutes and was conducted according to the
availability and preference of the interviewee so as not to disturb the activity of the company
and to have enough time to address all the questions. For reasons of health and distance from
certain companies, all the interviews were conducted via videoconference and in French, as

requested by the interviewees. They were recorded to ensure that no information was missed.

The choice to conduct individual interviews instead of group interviews comes from several
reasons mentioned by Albarello (2010). First, in group interviews, some people can exert social
control over the other participants and thus influence their views, which could bias the study.
In addition, some of the interviewees might be afraid to express their views in front of the other
and our research would therefore not be complete. Conducting individual interviews was
therefore more appropriate. After the interviews were finished, a transcription was made based
on the recordings in order to have for each case a report including all the useful information

and key elements.

In addition to the data collected through the various interviews, other sources of information
were used. Different secondary data from the websites of the companies involved were used to
confirm and support the information from the interviews. This allows a triangulation of data

and increases the reliability of the research.

3.4 Data analysis
Individual reports for each interview were created to perform an internal analysis of each case.
To triangulate the information, these interview reports were compared with the different
information available on the website of the company concerned. This triangulation will allow
to obtain more robust answers to the research question and will increase the internal validity of
the study (Yin, 2009). The individual analysis of each case is divided into different parts. First,
the context in which the company operates, and its activity will be discussed to better
understand the reality of its activity. We will then analyze how the company selects its suppliers
and how this selection has played a role in their ecodesign project. In the third subsection, we

will analyze whether the company studied has a system to evaluate the activity of its suppliers
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and if so, how this system has been useful. The fourth part will consists in understanding how
the SME collaborated with its suppliers in the development of ecodesigned products and what
were the benefits of this collaboration. We will finish with a fifth part including a personal
reflections on the analyzed case and a conclusion. Developing single case analyses allows to

maintain a chain of evidence, which will improve the construct validity (Yin, 2009).

Once the single-case analysis of the different cases have been written, we will synthesize the
different ideas that have emerged in the form of a table (see Appendix 7). This allows to easily

perform a cross-case analysis by analyzing the similarities and differences between the cases.

4 Within-case analysis
4.1 Case 1: Norm

Overall presentation

As explained in the section about the choice of cases analyzed, the footwear industry is a highly
polluting sector today. The choice was made to interview Antoine Bodart (see Appendix 2), co-
founder of the company Norm. Norm was created three years ago by three shoe enthusiasts
already working in the shoe sector. They saw in their daily work that there was a real lack of
sustainable and eco-friendly products. Some brands are trying to propose alternatives but it is
often greenwashing which serves to improve the image of the company (Bodart, 2022).
Moreover, the footwear sector is a sector that, contrary to what one might think, is not very well
regulated by law from an ecological point of view and this does not force companies to consider
the impact of their activity (Bodart, 2022). It is based on this observation that the 3 founders
decided to launch their company “Norm” and create an eco-friendly shoe.

Norm developed its product for more than two years before it was able to bring it to market.
They created different prototypes, looking for the most suitable materials and the best suppliers
with the aim of limiting the environmental impact of their product. As a shoe is made up of
different elements, it takes time to think about the design and material of each part and to limit
the total impact of the product. For example, the upper of a shoe (the outer part) is often made
of leather. Unfortunately, it is not a material with a limited impact, and the cutting of the
different parts needed to create a shoe causes a lot of waste (Bodart, 2022). To change this, they
have discovered, thanks to their suppliers, the 3D-knit technology, which allows them to create
the upper of the shoe in one piece with yarn, thus avoiding cutting waste. They chose recycled
polyester yarn because it is easy to find, 100% recycled and can be recycled mechanically
(Bodart, 2022). The same yarn was used for the shoe label and the laces, limiting the number
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of different raw materials used. Thanks to all those reflections, the company came up with a

shoe model made of 90% recycled materials and easily recyclable (Bodart, 2022).

To calculate the environmental impact of the product, the company has worked with an external
company, Co2 Strategy, that made all the carbon footprint analysis. Norm didn’t make a
complete LCA of the product because it is too expensive for a small company. Instead, the
company relied mainly on literature and studies that had already been done on the impact of the
materials used. It used mainly the Higg Hindex, an index developed by the Sustainable Apparel
Coalition that computes the ecological footprint, water consumption and chemicals
consumption for each material (Bodart, 2022). For each material, they take the index and
multiply it by a coefficient corresponding to the weight. This gives the Co2 emissions of each

component, and therefore the emissions of the final shoe.

The biggest barrier faced by Norm was the search of appropriate suppliers. In the shoes
industry, as there are not many legislative norms to respect, suppliers are not very engaged in
ecology, and finding suppliers that want to engage in it was quite complicated (Bodart, 2022).
Because the choice was limited, prices are maybe a bit higher, but the quality and the
sustainability of the product is ensured, and that is what Norm wants.

Supplier selection

Regarding the selection of suppliers, Antoine Bodart (2022) considers that this activity is one
of the elements that took the most time for the company but is also one of the key elements for
the realization of an ecodesign project. Indeed, without suppliers that consider the environment
in their activity, are capable of supplying adapted products and willing to get really involved in
the project, nothing is possible (Bodart, 2022). Norm goes further and selects its own raw
material suppliers. The choice is therefore even more complicated and important, and the

company rely on different criteria for this selection.

The first criterion for choosing suppliers is the location, as it enables the company to offer a
product with limited transport emissions. Initially, Norm's suppliers were spread all over
Europe, but to reduce the impact of transport, the company chose to change and select suppliers
all present in a limited area of Portugal (Bodart, 2022). From an ecological point of view it
would have been better to have all the suppliers in Belgium but the knowledge necessary for
the manufacture of ecodesigned shoes is not available here. The choice of Portugal therefore
made it possible to bring together all the competent suppliers in a small area, limiting transport

between the suppliers themselves while ensuring the quality of the products (Bodart, 2022).
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Furthermore, as a large part of the footwear is produced in this region of Portugal and Norm
does not produce enough to fill a full truckload, it made it possible to share the truck carrying
the finished products with other shoes producers (Bodart, 2022). This location criteria therefore
helped Norm on different points. First, it allowed the SME to limit the ecological impact of its
products by limiting the distance travelled with its various suppliers as well as optimizing the
filling of the trucks delivering the finished products. Secondly, it allowed to look for the most
competent suppliers and thus ensure the final quality of their product.

Secondly, to ensure the environmental impact of its products and to respect a principle of
transparency, Norm sought to choose suppliers who were responsible, accountable, and labeled
(Bodart, 2022). Being an SME, the company did not have the means to select suppliers based
on well-defined environmental criteria. Antoine and his co-founders therefore chose to base
their selection on the labels and certifications of the various suppliers to ensure their
environmental responsibility. For example, a large part of their suppliers is Oeko-Tex certified.
This label is unique to the textile market and ensures a sustainable and transparent production
(Bodart, 2022). Others amongst their suppliers are certified by the Global Recycle Standard,
which ensures the recyclable content of the product and audit different environmental and
chemical aspects of the production (Bodart, 2022). These two labels allow to screen the
environmental and chemical impact of the products supplied, without investing too much
money. Even if these certifications are sometimes controversial (Bodart, 2022), they allow a
small company that does not have a lot of money to have a sustainability criterion concerning
the activity of its suppliers. Without this, it would be impossible to carry out a coherent

ecodesign project.

Finally, Norm only wants to work with suppliers that are transparent. According to Bodart
(2022) it doesn't make sense to work with a company that is not ready to reveal everything
about its production because for ecodesign, you need to make sure that their production doesn't
damage the environment. A supplier that hides part of its activity is a supplier that potentially
does not manufacture according to the criteria desired (Bodart, 2022). This lack of transparency
also reflects a lack of involvement, whereas according to Antoine Bodart, it is essential to have
suppliers that are 100% involved in the project. The supplier must be ready to adapt a part of

its activity to offer products with a limited impact.

Norm bases its selection of suppliers very little on financial criteria. According to Antoine
Bodart (2022), quality has a price and if you want to have products that are the most eco-

friendly, you must pay the price. That’s why Norm prefers quality to price.
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Supplier evaluation

Once the suppliers are selected, it is be interesting for a company to evaluate the performance
of the supplier's daily activity based on different environmental performance measures.
Unfortunately, as explained in the literature review of this work, it is often complicated for an
SME to have access to the supplier's data. Antoine Bodart (2022) confirmed this and mentioned
that with the size of their company, it is physically impossible for them to measure the
performance of their suppliers. As explained in the part about the selection of Norm's suppliers,
one of the elements that allows to ensure the environmental performance of the suppliers is to
look at their certifications. It is an inexpensive way to evaluate the environmental performance
of the suppliers. Norm has also hired an intermediary worker present in Portugal, who goes
from supplier to supplier to verify that the production is going well, and that all Norm's criteria
are respected. According to Antoine Bodart (2022), this presence is crucial for the good
progress of the project and having a presence on the site allows to avoid certain slippages of the

suppliers.

Currently, the on-site visits and certifications are the only way for Norm to evaluate the activity
of its suppliers. Unfortunately, this evaluation is not based on quantitative figures but this is
one of Norm's projects as it wants to be able to communicate transparently about its products
(Bodart, 2022). Norm's current evaluation system is however useful and crucial for the company
because without it, the company would have no view on the supplier’s activity and thus could

not guarantee the environmental impact of its products.

Supplier Collaboration

Supplier collaboration is an area where the supplier can have a crucial role in Norm’s project
(Bodart, 2022). In this case, as the three co-founders have worked for several years in the classic
shoe industry, they have a fairly good knowledge of the techniques that can be used to
manufacture a shoe. However, as techniques are rapidly evolving, the supplier can be a good
inspiration to learn about innovations (Bodart, 2022). The sole supplier, for example, suggested
a design improvement that allowed the company to improve both the comfort of the shoe and
the use of materials (Bodart, 2022). It is therefore an improvement that has favored the
ecodesign of the product and that would not have taken place without collaboration. The
supplier is often also aware of what is possible on the market. As an example, for its first
prototype, Norm wanted to use water-based glue for the assembly of certain parts of the shoe
(Bodart, 2022). However, the supplier soon noticed that the glue did not hold well enough and

that the shoes would quickly become worn. They therefore worked together to find another glue
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that would ensure a longer life for the shoes. This collaboration between Norm and its suppliers
is not only beneficial to Norm but also forces the supplier to try new things to make its products

more sustainable and to improve the impact of its activities.

In summary, Norm's collaboration with its suppliers was a key element in the success of the
project. In addition to the prior knowledge of the company's founders, the different suppliers
have allowed, thanks to their knowledge of the market and the different technologies present,
to suggest improvements for the shoes, both on environmental and comfort aspects. According
to Antoine Bodart (2022), the suppliers have above all allowed Norm to see how to solve issues
and finding more ecodesigned solutions.

Conclusion and personal analysis

In this case, we can see that even for a company that has a great deal of knowledge in the field
of footwear, supplier relationship management has a crucial role in the implementation of the
ecodesign project. First, a selection of appropriate suppliers, even based on external
certifications due to a lack of financial means, allows to have suppliers who are 100% involved
in the project, transparent, and who are ready to make their activities evolve to offer greener
products. The certifications used by the company are an easy way for a small SME like Norm
to ensure the environmental aspect of its suppliers, without investing a lot of money and time
in measuring other criteria. Contrary to what one might think, price is not one of the criteria
favored by Norm. The company wants quality products with a reduced ecological impact,
regardless of the price. The criterion of location is also one of the most important criteria for
the SME which, thanks to this, can have quality products with a limited impact due to the

optimization of transport.

In terms of supplier evaluation, once a supplier is selected, Norm trusts the supplier and its only
mean of verifying its activity is through certifications and visits to suppliers. This is something
the company will have to improve in the future if it wants to improve its transparency. Of

course, this requires greater financial resources.

Furthermore, it appears from this case study that although Norm has a good knowledge of the
industry in which it operates, close collaboration with suppliers has enabled the company to
improve certain aspects of its products, to change aspects that were not feasible and, above all,
to obtain raw materials with the least ecological impact. It would have been very complicated
for the company, without this collaboration, to come up with a product that goes so far in

ecodesign. Despite the few means Norm has, the company shows that it is possible to engage
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in an ecodesign project and propose a product with a very limited impact thanks to an accurate

selection of suppliers and to a close collaboration during the development of the product.

4.2 Case 2: J’aime mes dents

Overall presentation

This second analysis is based on the interview of Thomas Jeanvret (see Appendix 3), founder
of J’aime mes dents. Nowadays, bathroom is a world composed mainly of plastic and non-
sustainable raw materials (Jeanvret, 2022). Moreover, from an health and hygiene point of view,
according to studies, most people change their toothbrushes only twice a year, whereas it should
be done at least 4 times (Jeanvret, 2022). It is based on these two observations that Thomas
Jeanvret and his two associates, Delphine and Thomas, all three employees of the same
company, decided in 2017 to create the brand J'aime mes dents. The three founders initially
wanted to offer a natural product, responding to current issues and using a minimum of plastic.
Their idea was to sell natural bamboo toothbrushes on a subscription basis. This would force
people to change their toothbrushes regularly, while having a minimal impact on the

environment.

Between 2017 and today, the brand has grown and developed other products to expand its range.
J'aime mes dents now offers, in addition to toothbrushes, hairbrushes, beard brushes, combs,
and solid toothpastes. All these products aim to offer customers a set of bathroom products that
are zero-waste and with a limited impact. The initial product, the Bamboo Toothbrush sold as
a subscription, has also evolved since 2017. Thomas Jeanvret and his associates realized that
making toothbrushes with bamboo from China was not the best idea to offer an ecological
product. The company has therefore decided not to propose any more bamboo toothbrushes but
to replace them by toothbrushes with interchangeable heads and whose handle is made of beech
wood from France (Jeanvret, 2022). This is another great effort made by the company, which
is also trying to stop using virgin plastic and instead use bio-based or recycled plastic (Jeanvret,
2022). J’aime mes dents is therefore constantly seeking to improve its environmental
performance and is committed to provide locally manufactured products made from natural raw
materials (Jeanvret, 2022). The company is careful about the origin of its materials, their
production, their distribution, and of course their end-of-life. In terms of end-of-life, the
company offers a collection system for the plastic head of its interchangeable-head toothbrushes
called "Souriez, vous recyclez". This system includes a box at the various points of sale where

customers can drop off their dental waste. This box, once full, is collected and the waste is
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recycled by one of their partners, “Teracycle” (Jeanvret, 2022). Every effort is made to

minimize the impact of the product.

To measure the impact of its products, the company does not conduct any LCA. According to
Thomas Jeanvret (2022), the company does not have the skills to measure all kinds of impact
measurements. The start-up is too small and does not have the time for this. Their ecodesign
approach is therefore based on common sense (Jeanvret, 2022). Thomas Jeanvret (2022)
believes that “it is obvious to have less impact by producing toothbrushes in beech wood with
wood that comes from French forests, transformed in French sawmills that are right next to the
woodworker and this woodworker being less than 500 km from us. There is no need for a
complex analysis to understand this”. However, despite this, the company hopes to be able to
measure all the impacts of its products in the near future. For a company that wants to be 100%

transparent, having impact measurements is key for the communication with customers.

In terms of motivation, the founders had a desire to become entrepreneurs and create a business
by revisiting an everyday object that had not changed for some time, by integrating a dimension
of responsibility and ecology (Jeanvret, 2022). The founders' primary motivation was therefore
not ecology, but rather the desire to be entrepreneurial. This is a key element that can justify
some of the choices mentioned in this case. Of course, the company faced different barriers
during this project. Thomas Jeanvret (2022) mentions as the biggest barrier the search for

appropriate suppliers, which will be discussed in the next point.

Supplier selection

The first criterion used by J'aime mes dents for the selection of its suppliers is a geographical
criterion (Jeanvret, 2022). Indeed, as the company strongly emphasizes the local aspect of its
products, it seeks the most competent suppliers closest to it (Jeanvret, 2022). This local criterion
is important to develop ecodesign products because in addition to being able to add a local
aspect, something sought after by many consumers, it allows for a reduction in transportation
and therefore significantly reduces the impact of products. A closer supplier also has lower
transportation costs and its facilities can be visited more frequently (Jeanvret, 2022). This is
one of the selection criteria that has the strongest impact on the ecological aspect of the product
and yet is easy to implement for an SME. Of course, this choice of local supplier is not always

possible because of a lack of competent suppliers close to the company.

According to Jeanvret (2022), the criterion of the sustainability of the supplier's activity also

comes into considerations quickly. Indeed, if one launches into ecodesign, it is crucial to have
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suppliers that consider the ecological impact of their activity and that are ready to launch into
a sustainable project. During the first presentation meeting with the supplier, the founders of
J’aime mes dents directly mentioned their environmental needs and asked the supplier how it
could support them in the project (Jeanvret, 2022). The supplier then had no other choice than
to explain how it considers environment in its activity. Their packaging supplier, for example,
uses the heat emitted by its compressors to heat its buildings to avoid energy loss (Jeanvret,
2022). 1t might be a detail, but it shows that the supplier takes the environment into account and
is ready to support the company on its project. Without environmentally involved suppliers, it

is complicated for an SME to succeed in this type of project.

One of the selection criteria also used by the company is transparency. It is indeed important to
be able to communicate to the customer on where the product comes from, on the materials
used for its creation as well as on the production process (Jeanvret, 2022). If the company
cannot guarantee sustainability in these different aspects, then it is not sure to offer a product
that is respectful of the environment (Jeanvret, 2022). The brand's founder gives as an example
the case of their Italian comb supplier that did not accept to show its production process for fear
of revealing a manufacturing secret. J'aime mes dents therefore decided to stop working with it
because the SME could not be sure that these products were produced in this Italian factory and
not in China. They may have lost the local aspect of the product. This transparency is a key

element to ensure the ecological impact and to communicate it to customers.

The start-up also strongly considers the willingness of suppliers to develop new products with
them and to really collaborate on a project. The goal is to find partners that can be challenged
and pushed to their limits in order to develop new products together (Jeanvret, 2022). A supplier
that does not accept to be challenged and to develop specific greener products is not interesting
(Jeanvret, 2022). As the founders do not have technical knowledge in production, it is crucial
for them to find really competent suppliers which are able, with them, to develop green products
that the company would not have been able to develop internally (Jeanvret, 2022). Without

these competent suppliers, ready to engage and collaborate, no product development is possible.

Thomas Jeanvret (2022) also mentioned that of course, as businessmen, the aim of the company
is to make the maximum profit and therefore price and delivery criteria are very important when
selecting suppliers. According to him, there is a moment when the economic reality takes over
the ecological impact and you have sometimes no choice but to take a cheaper but more
polluting product. If you don't make this choice, it will be too expensive, and you won't be able

to develop. A balance must be found between price and ecological impact.
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Finally, the founder refers to certain certifications that can be used to select appropriate
suppliers. These certifications are mainly environmental or quality certifications (1SO 14000,
ISO 9000). This is an easy way to select suppliers that meet certain standards, without having
to spend money measuring aspects of the their activity. If we look at certifications from another
point of view, the selection of suppliers is also one of the criteria taken into account by
certification agencies when awarding labels to companies. It is therefore crucial for J’aime mes

dents to consider it if it wants to obtain a label for its products.

Supplier Evaluation

In terms of supplier evaluation, nothing is put in place by the company. The SME considers
itself too small and does not have the financial means to do it (Jeanvret, 2022). One of the ways
in which it can to some extent check how things are going with suppliers is by visiting the
supplier's facilities directly. Unfortunately, this is not very frequent and does not provide any
figures on which to base decisions. Having certified suppliers is also a way to get feedback
through certification agencies without the need to have one’s own evaluation system. It is an
easy way for an SME to ensure the supplier's activity. Thomas Jeanvret (2022) mentions that a
supplier evaluation system is something that the company wants to put in place as it is part of

the evaluation criteria for some certifications.

Supplier Collaboration

As mentioned in the section on supplier selection, J'aime mes dents is looking for suppliers who
are willing to commit to their project and collaborate on the development of new products
(Jeanvret, 2022). This client-supplier collaboration is a key element for the company because,
as Thomas Jeanvret (2022) points out, the company has no in-house technical production skills.
The supplier is therefore there to provide technical skills that the company does not have. As
Thomas Jeanvret (2022) explained, “It is the match between our knowledge of the market and
the technical knowledge of the suppliers that will allow the creation of an adapted product.
Technically feasible and economically profitable”. The supplier is also there to see what is
technically feasible and affordable. If the product is not technically feasible at an affordable

price, the SME and the supplier will work together to improve it (Jeanvret, 2022).

This collaboration also aims to challenge the supplier on its business and what it can offer. If it
is willing to take on the project and put effort into producing new products, this is where it can
be interesting. Thomas Jeanvret (2022) mentioned one of the carpenters that has recently made

different efforts to propose new prototypes. According to Thomas Jeanvret (2022), when the
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SME manages to challenge the supplier, the involvement in the project can really be seen. This
point is therefore crucial for an SME that wants to engage in ecodesign as it can make the
supplier's activity greener, thus reducing the impact of its products. This collaboration is also
beneficial for the supplier itself as it allows it to change its activity and develop new eco-
responsible product. According to Jeanvret (2022), ecology is a point that will be crucial in a
few years, and it will be impossible to do without it. The supplier will therefore have no choice
but to consider it in its business and starting this shift to greener products today gives it a

competitive advantage.

Finally, Thomas Jeanvret (2022) also mentioned the fact that this close collaboration creates a
special relationship that goes beyond a buyer-supplier relationship. As the supplier is pushed to
the limit and has invested a lot of money and time in the SME’s projects, it expects a return on
its investment, and it creates a somewhat privileged relationship (Jeanvret, 2022). This special
relationship can be beneficial for an SME which, because of its size, does not always have the
capacity to influence its suppliers and could be sidelined because of the low turnover that its

activity represents for the supplier.

Conclusions and personal analysis

This case allows to analyze the situation of a company whose aim is, contrary to our first case,
to make the maximum profit. The motivations of this ecodesign project are indeed first of all
financial and the ecology is a key element which is added on the side. Ecodesign is mainly a
mean of developing a competitive advantage, even if the founders have ecological
considerations. This financial motivation can have an impact on some elements of supplier
relationship management and this is why, for example, financial criteria are one of the most
important criteria for the selection of suppliers. It can also be said that overall, the company
bases its choices on "common sense” and not on accurate and measurable criteria, an element

that should change to better justify its choices to its customers.

In terms of supplier selection, J'aime mes dents does not base its choices on quantitatively
measured ecological criteria. As it has no in-house technical knowledge, it tries to find
competent suppliers on a local scale. This local criterion is the most important one for the
company. The SME also tries to selects suppliers that are willing to commit themselves 100%
to their ecodesign project and willing to collaborate on the development of new eco-friendly
products. These suppliers must finally also be totally transparent. We can see that this selection
of competent and involved suppliers is crucial for the company as without it, it would not be

possible to develop adapted products.
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As far as the evaluation of the suppliers' activity is concerned, nothing is put in place by the
company. This would be too expensive and reflects the company's primary desire to make
money, sometimes to the detriment of environmental considerations. However, this is a point

that the company would like to change quickly in order to be able to communicate transparently.

Finally, supplier collaboration is an important activity if the SME wants to continue to develop
products without having to hire competent people internally. This collaboration is also a way
to have a privileged relationship with the supplier, giving certain non-negotiable advantages.
Overall, SRM is a key activity for the SME and without it, it would be difficult for such a small

company to market ecodesigned products.

4.3 Case 3: Gobilab

Overall presentation

This third case is based on the interview of Alexis Lambert (see Appendix 4). Nowadays,
disposable plastic is still far too present in our society and it represents a huge amount of waste.
It is on the basis of this observation that Gobilab was born explained Alexis Lambert (2022),
responsible of product development for Gobi. Founded by 3 co-founders in 2010, this SME
aims to remove disposable plastics from company offices. In 2010, the company launched its
first ecodesigned, reusable, 100% made in France water bottle. Since then, Gobi has expanded
its range, offering other models of water bottles, cutlery and is currently developing lunchboxes
(Lambert, 2022). The different products of the brand are designed on the basis of a preventive
ecodesign approach, and all the environmental impacts are studied before the product is
launched in production. The bottles sold by the company are therefore either made of recycled
glass or of flexible biosourced plastic (Gobilab, 2020). The stoppers, for their part, are made
of Formi, a biomaterial made from a mixture of sawmill wood scraps mixed with plastic to
guarantee the watertightness (Gobilab, 2020). All the different parts of the product range have,

thanks to this preventive approach, been developed with the least impacting materials possible.

In order to assess the impact of its products, Gobilab worked with the Mu cooperative. The
cooperative supports companies that wish to engage in ecodesign and helps them in the
development of their products (Lambert, 2022). The cooperative carried out the life-cycle
analysis of the different products of Gobilab. In order to see the improvements of the
environmental impact, the cooperative needed a reference. It analyzed the water consumption
of households and identified for each place of consumption and each user the containers used,
whether reusable or disposable. It then analyzed the impact of those classic containers and

compared them with the impact of Gobi's products (Gobilab, 2020). The cooperative works
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with 13 different impact indicators such as climate change and transformation of natural areas
(Gobilab, 2020). It turned out that for 7 out of 13 indicators, the gain of Gobi’s products was
over 50% (Gobilab, 2020). The improvements made were related to the packaging of the
products, the material used and the place of production for example. As regards to the materials
used, the cooperative has worked in partnership with a specialized laboratory to analyze certain
materials and to propose the best materials to the company. Thanks to all this, a Gobi bottle
would reduce 3kg of waste and 7.7kg of CO2 compared to the reference (Gobilab, 2020).

Although the company has been in existence for more than 12 years, it was not easy to get into
the market and the SME faced several barriers (Lambert, 2022). The biggest barrier encountered
by Gobi was the cost of such an implementation (Lambert, 2022). Carrying out an LCA required
the measurement of a lot of criteria and the help of experts (Lambert, 2022). It is therefore often
necessary to call upon an external actor to carry it out and this is very expensive and time-
consuming. Another barrier encountered was the fact that still very few people consider
ecodesign in their daily consumption. It was therefore necessary to make people aware of the
products with a good presentation (Lambert, 2022).

Supplier selection

The first criterion mentioned by Alexis Lambert (2022) for the selection of suppliers is the
geographical location. Indeed, Gobilab has chosen from the beginning to manufacture
everything in France. This choice, in addition to a shorter delivery lead time, has reduced the
CO2 emissions for the transport of the product, thus reducing its impact. According to Alexis
Lambert (2022), offering a bottle that is totally optimized from an ecodesign point of view but
manufactured on the other side of the world would create an average increase of 10 to 20% in
CO2 emissions. Without this criterion, Gobilab would not have been able to put products totally
optimized in an environmental way. Moreover, asserting a French manufacturing is a key point

that may attracts new customers (Lambert, 2022).

Secondly, as the company tries to offer products with the lowest possible impact, it also looks
at certain environmental characteristics of the supplier's activity. When the Mu cooperative
made the environmental assessment of the brand's products, it evaluated a lot of different
aspects (Lambert, 2022). Once the analysis was done, all the impacts were known, and it
became obvious that the supplier had a great impact on some of them. The Mu cooperative
provided Gobi with a list of criteria that the supplier should have to ensure that the impact of
the product is as low as possible (Lambert, 2022). Of course, not all these criteria can always
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be met because of other more important criteria such as price and delivery time but they are

taken into account to the maximum extent possible when making the selection (Lambert, 2022).

The aim of Gobi is to build long term relationships with its suppliers and the company therefore
tries to select suppliers with whom they have already worked in the past (Lambert, 2022). For
example, the company has been working since the beginning with Microplast, their historical
partner (Lambert, 2022). Instead of sometimes choosing a supplier with a lower environmental
impact, Gobilab prefers to work with a long-standing partner that has been involved with the
company for a long time. This allows Gobilab to have a supplier that knows the company's
values and that can be challenged on the environmental impact of its activities. Today, Gobilab
works hand in hand with this partner to reduce both its own ecological impact and the one of
its supplier. Of course, the fact that the SME prefers to work with historical suppliers does not
mean that it does not challenge other suppliers. Gobi always challenges at least two or three
other suppliers (Lambert, 2022). For one of their bottle stoppers for example, the company
wanted to work, as usual, with its historical partner. However, it was not very reactive and Gobi
chose to work with another one. It shows that just a question of timing can have a huge impact
and it is not always the historical supplier that wins. The choice of long-term relationships
remains an important criterion for the company as it allows to work with suppliers that have

been involved in the project for a long time and whom the company knows.

In addition, the SME is looking for suppliers that are enthusiastic and want to be 100% involved
in their project (Lambert, 2022). Gobi therefore looks for suppliers that offer other alternatives
and that can offer suggestions of improvements (Lambert, 2022). For SMEs, it is not always
easy to have a global view of what is possible on the market and finding suppliers that are
sources of propositions represents a huge benefit. For example, Alexis Lambert (2022)
mentioned the fact that for the lunchbox they are currently developing , they have contacted
two different suppliers. They have chosen the supplier that offers other alternatives because it
shows that it wants to challenge itself and offer new solutions to provide the best possible
product. A supplier that provides new alternatives to the company allows it to come with a more

performant final product.

The penultimate criterion for the selection of suppliers is transparency (Lambert, 2022). To
carry out the life-cycle analysis of its products, it is crucial to have access to all the supplier's
information (Lambert, 2022). Without this information, it is impossible to assess the
environmental performance of Gobi's products, and therefore to check that the impact is
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reduced. Transparency is also an essential element for the communication to customers that

want to know how the product is made.

Finally, Gobi also relies on certain certifications for the selection of its suppliers, but most of
them are not environmental ones. Indeed, producing bottles and cutlery requires certifications
stating that the materials used can come into contact with food products (Lambert, 2022). Gobi
has therefore no choice but to select suppliers with these certifications. For environmental and
quality certifications on the other hand, Gobilab looks very little to external quality judges, but
it is clear that if two suppliers have the same characteristics but one of them is environmentally
certified, the company will of course turn to it (Lambert, 2022). It seems that even if the
company does not base its selection on external certifications, it sometimes has no choice if it
wants to be able to put a product on the market that complies with health standards and respects

certain rules.

Supplier evaluation

Once the suppliers are selected, Alexis Lambert (2022) explained that there is no system in
place to evaluate their activity. The company has not committed to products that must meet
these requirements and therefore feels that it is not necessary to assess them (Lambert, 2022).
Moreover, it seems that evaluating suppliers does not always have benefits. As Gobi's goal is
to build a community with its suppliers, auditing their entire activity can have a strong negative
impact on the relationship of trust and collaboration and the supplier can feel controlled
(Lambert, 2022). However, to carry out the life-cycle analysis, the company had to evaluate the
activity of its suppliers at the time of product development and therefore already has an idea of
the impact of the suppliers’ activity. Moreover, Alexis Lambert (2022) mentioned that their
products are destined to be re-evaluated after a certain time. This re-evaluation will require
collecting data from the suppliers again and will allow to compare the data collected initially
with the ones of the re-evaluation. This allows the SME to see if the supplier has met its
commitments and if not, to think about solutions. Even if Gobi has decided not to evaluate its
suppliers on a recurrent basis in order not to alter the relationship, the company can see how

the supplier’s activity evolve thanks to a re-evaluation of the products.

Supplier collaboration

Collaboration with suppliers is a crucial point at Gobi. Alexis Lambert (2022) mentioned that
their goal is to build a real development community with their suppliers and this is partly why

they decide to always work with the same historical suppliers. This community has advantages
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for both Gobi and the supplier. As far as Gobilab is concerned, since the company has no in-
house expertise, it is crucial to collaborate with the supplier on product development. The
supplier, thanks to its knowledge, can propose alternatives for product development (Lambert,
2022). It is also there to define if the product desired by the company is feasible, and if not, to
find solutions. The small company would be unable to have successful products without this
crucial help. For a specific project for example, Gobi meets every monday with its suppliers to
review the progress of the project, see what is going wrong, and find new solutions (Lambert,
2022). This shows the almost daily collaboration between the two companies. Of course, this
collaboration is also beneficial for the supplier and Gobi itself is a source of propositions. The
SME is constantly challenging its suppliers to obtain greener products and to make their activity
eco-friendlier. Thanks to this constant challenge, their historical supplier was able to reduce its
environmental impact by moving from injection machines that used fossil fuels to injection
machines that run on electricity. Alexis Lambert (2022) also mentioned that thanks to Gobi's
constant search of more environmentally friendly materials, the supplier now offers more eco-
friendly materials to other customers. It proves that collaboration is beneficial for both and that

the supplier learns from Gobi as much as Gobi learns from its suppliers (Lambert, 2022).

Unlike other cases analyzed in this thesis, Alexis Lambert (2022) did not believe that their long-
standing relationship with some of their suppliers has given them a privileged position as a
customer. However, it is easy to think that despite everything, being in constant collaboration
with a supplier must have an impact, even unconscious, on the way the supplier considers the

customer, and this probably has repercussions on the SME’s activity.

Conclusions and personal analysis

This case is interesting because it allows to analyze the situation of an SME that has a quite
long experience in ecodesign. It's also interesting to see how it works for an SME that has
decided to do a real LCA in partnership with the Mu cooperative and to see what it implies in
terms of SRM. Overall, Gobilab's objective is to create a community of partners with its
suppliers and all its choices in terms of supplier relationship management go in this direction.
For the selection of suppliers, Gobi tries as much as possible to work with the same partners to
build a long term relationship with them and to work with companies that know its values. Of
course this is sometimes not possible and the SME takes into account other aspects such as their
location, their certifications and environmental criteria proposed by the Mu cooperative. The

selection of appropriate suppliers is crucial for the company and allows it to build a community
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of competent suppliers that can help in the development of new products with the lowest

possible impacts.

With regard to supplier evaluation, Gobi has chosen not to implement a supplier evaluation
system. Indeed, as Alexis Lambert (2022) explained, evaluating suppliers could be frowned
upon and could jeopardize the relationship they have with them, which is something the
company does not want. The only way for Gobi to see if the supplier has respected its
commitments is during the product re-evaluation process. This is something that could change

if Gobi wants to be sure of the activity of its suppliers.

Finally, collaboration with suppliers is, as mentioned before, the most important element for
the SME. The supplier is a real source of propositions in terms of final product and material
and can complete the knowledge of the company. This collaboration, in addition to being
beneficial for Gobi, allows the supplier to be challenged on the environmental impact of its
activity and to make it greener. This case shows that even for an SME with more money and

experience, the SRM activity remains crucial for the success of the ecodesign project.

4.4 Case 4: Arcadie

Overall presentation

This case is based on the interview of Ludivine Evreux, marketing manager for Arcadie (see
Appendix 5). Arcadie is a French SME founded by two agriculture enthusiasts in 1990. The
basic idea was to sell medicinal plants and over the years, the company has seized different
opportunities and now offers a wide variety of spices, teas, and aromatic plants. Today with its
brand "Cook™ and its brand "Herbier de France" the company is the leader in the market of

herbs and spices in France (Evreux, 2022).

Arcadie was at the beginning not conceived to do ecodesign. It was created for the contact with
the producers and to form a community with them (Evreux, 2022). However, Ludivine Evreux
(2022) explains that ecodesign is intrinsic to the company's activity and everything is designed
to reduce the environmental impact of their products. First of all, Arcadie's goal is to offer 100%
organic products to its customers and therefore the company's producers do not use any
synthetic fertilizers or pesticides that could damage the environment (Arcadie, n.d.). The SME
also tries to use less polluting means of transport (Evreux, 2022). As far as waste is concerned,
the company tries to progress in the recycling rate of its waste and to reduce its sources of waste
(Arcadie, n.d.). In order to achieve this, the SME is working hard on its packaging by using less

polluting materials. We see that in addition to the social aspect that the company wants to have
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by remunerating its producers at a fair price, Arcadie is a real example of a company that puts
everything in place, from the raw material, to the transportation used to reduce the ecological
impact of its activity. The SME also emphasis on external certifications and the company is
certified since 2014 by the BioEntrepriseDurable label, a label constituted of bio-committed
SMEs (Arcadie, n.d.).

To analyze concretely the impact of its products, Arcadie always performs a life-cycle analysis.
Concerning the products themselves, the LCA soars because of one element, the transport. In
order to change this, Arcadie is working to limit trucking in France and to favor trains and boats
(Evreux, 2022). For products coming from abroad, the company is currently working to build
its own sailing boat. It could have chosen to stop importing products from abroad, but according
to Ludivine Evreux (2022) this would have no impact because the customer would just go and
buy from their competitors. The company therefore prefers to work on its transport rather than

to reduce its range of products.

Ludivine Evreux (2022) did not mention any major difficulty with the implementation of
ecodesign at Arcadie. Unlike the majority of cases analyzed in this thesis, as the company was
not created to make profit as such, the choices were not turned towards financial considerations.
Moreover, from the beginning, the company has experienced positive growths year after year,
until its current leader position on the market (Evreux, 2022). This success allows the company

to not have to limit its ecodesign choices because of money, contrary to many SMEs.

Supplier selection

The first criterion is of course that the suppliers are organic. The brand only offers products that
are organically produced and grown without pesticides. In addition to this organic aspect, the
company looks for suppliers that are fair trade and pay attention to the social impact of their
activities. It is important that the supplier pays its employees well and offers them good working
conditions (Evreux, 2022). Furthermore, as Arcadie is certified BioPartner, a label that
guarantees that the company offers organic fair trade products, the company must respect
certain criteria concerning its activities (Arcadie, n.d.). Some of these criteria are of course
linked to the company's suppliers and this must be taken into account when selecting them.
Considering those criteria therefore makes it possible, in addition to have products adapted to

the company's needs, to obtain a label that certifies its products.

Secondly, Arcadie has established a charter for the selection of its suppliers. This charter,

includes various criteria that the company will check before entering into a partnership (Evreux,
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2022). It will first ask the supplier questions about its production costs and will assess some of
the social aspects linked to the working conditions of the employees (Evreux, 2022). The
organic commitment is also assessed and Arcadie will analyze what the organic practices are,
whether the supplier has conventionally farmed land and if so, if it is right next to the organic
land or not (Evreux, 2022). Finally, the SME will also check some product quality points and
analyze whether the supplier has already produced something other than organic (Evreux,
2022). This supplier selection charter is therefore a way of checking the company's entire
activity before embarking on a partnership. This ensures that the products meet the criteria

expected by the customer and by Arcadie itself.

Finally, the company also wants to work with suppliers that have a real desire to commit and
that are not just there opportunistically (Evreux, 2022). The SME therefore tries to find
suppliers that want to move things forward and that could be a source of improvement
propositions (Evreux, 2022). Even if it is more expensive, the SME is ready to pay more for a
product that the supplier has developed to reduce the environmental impact (Evreux, 2022).
The aim is really to have suppliers that seek more virtuous solutions for the company. This
selection criterion allows the SME to surround itself with committed suppliers, always looking

for the best, and that can offer new products more adapted to Arcadie's environmental needs.

Supplier Evaluation

In terms of supplier evaluation, Ludivine Evreux (2022) mentioned the fact that Arcadie does
not have a system for evaluating the activity of its suppliers and does not have access to
supplier’s data. However, one of the means used by the company to evaluate its suppliers is the
external audit. These audits allow to check if the supplier is in line with the initial commitments,
and to challenge them on certain points (Evreux, 2022). Even if this is not done on a recurrent

basis because it would be too expensive, it still allows for some level of evaluation.

Ludivine Evreux (2022) also mentioned the fact that making visits to the supplier is a way of
taking stock and evaluating progress in its activity. Arcadie decided to carry out this type of
visit once a year because the company's goal is to analyze the situation over the long term and
not over a short period (Evreux, 2022). During these visits, Arcadie makes a summary of the
past year, to see what went well, the problems encountered and to analyze if the supplier made
any progress. This is a discussion where the SME tries to understand the different choices of
the supplier. This allows to see if the request of Arcadie is adapted to the supplier's activity and
if not, to discuss how to adapt it (Evreux, 2022). The goal is really to have a discussion rather

than to control on the basis of figures.
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Arcadie has also decided to set up a regular method of evaluating the products of the supplier
instead of its activity. For each batch coming from a farmer, tests are carried out to check that
the product does not contain any trace of chemical substances (Evreux, 2022). Even if the
producer itself does not use pesticides, it is enough that its neighbor just sprayed pesticide on
its products and that some of it has leaked, for the whole harvest of the supplier to be impacted.
This is a heavy and costly evaluation process but it allows Arcadie to be sure that the products
offered respect the company's commitments. Unfortunately, this verification process is not
always well received by some suppliers that feel a lack of trust from Arcadie (Evreux, 2022). It

is however the only way to ensure the quality of its products.

Supplier Collaboration

Collaboration with suppliers is a key element at Arcadie. Ludivine Evreux (2022) raised the
fact that "A single entity cannot have the solution alone, so the key is the ecosystem™. It is
therefore crucial to build an ecosystem that meets the needs of the company by selecting and
collaborating with committed suppliers (Evreux, 2022). For its best-selling products for which
the company needs large quantities of packaging, Arcadie develops its own packaging in
collaboration with the supplier (Evreux, 2022). This allows the SME to have packaging totally
adapted to its products and that is designed to have a reduced impact. Without this collaboration,
as the company does not have any packaging skills, it would not be possible. For the spices and
plants sold, the producer is also a source of business proposals because it has the field
experience and can suggest what specific type of plant is better cultivated, or better resists to
certain temperatures (Evreux, 2022). The producer is there to bring knowledge in order to
achieve the best possible range of products. As Ludivine Evreux (2022) explained, Arcadie
never comes up with a final solution to the supplier and is always looking for ideas and
suggestions in order to obtain the most suited final product. Thanks to this collaboration the

small company can go so far in its environmental approach.

The collaboration is not only beneficial for Arcadie but also for its entire ecosystem. The SME
accepts that the packaging developed with its suppliers can be used by other companies
(Evreux, 2022). There is no interest to prevent competitors to use more virtuous innovations
because Arcadie's commitment is to sustainable products in a global way (Evreux, 2022). The
collaboration with the supplier is thus beneficial for the supplier itself, which develops new
products for its range, and is doubly beneficial for Arcadie. In addition to developing products
that are 100% suited for its activity, by allowing these packaging innovations to be used by

other companies in the market, Arcadie is changing the industry as a whole.
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Finally, even if this long collaboration with its suppliers does not officially makes Arcadie a
favored client, Ludivine Evreux (2022) mentioned the fact that, by strongly collaborating with
its suppliers, one creates human relationships that will have an impact on the way the supplier
will act towards the company. Arcadie's request will not always be taken first, but if the supplier
has to choose between an average customer and Arcadie, the choice will be in favor of the SME
(Evreux, 2022). For a small company, creating collaborative human relationships can therefore

really change the deal with other bigger customers of the supplier.

Conclusions and personal analysis

Arcadie is a very interesting case to analyze for this thesis because it allows us to see the
situation of an SME that has been considering the environment for more than 30 years and that
has a leader position on the market. In terms of supplier selection, the company pays great
attention to the environmental and social aspects of its suppliers. This allows, in addition to
being sure to have products that meet the company's commitments, to be certified by the
BioPartner label. This label is a way for the company to differentiate itself from competitors.
The selection charter that Arcadie has developed is also an efficient way to select its suppliers

based on concrete criteria and to be sure that its suppliers are adapted to Arcadie’s activity.

In terms of evaluation, the company also tries to do as much as possible. Its aim is not to control
its suppliers in a quantified way because the goal is to create a partnership based on trust, but
thanks to certain audits and supplier visits where the past year is recapitulated, Arcadie can have
an idea of the progress and difficulties encountered by suppliers and think about improvements.
It is a good way for an SME to see what is not working well with suppliers, while maintaining

a relationship of trust and not of control.

Finally, collaboration is a key point at Arcadie which seeks to create an ecosystem of committed
and competent suppliers and producers. This collaborative ecosystem has allowed the SME to
develop unique eco-responsible products in terms of packaging for example. This packaging,
thanks to the use of other companies could change the industry in a global way, something that
is very important for the SME. It also offers, in an unconscious way, a particular customer-

supplier relationship, beneficial to Arcadie.

45 Case 5: SuperZéro

Overall presentation

SuperZéro is a Belgian SME founded in 2019, as explained by Olivier Potvin (2022) during his

interview (see Appendix 6). The issue the company decided to address is plastic waste, and
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more precisely single-use plastics (Potvin, 2022). The two founding entrepreneurs first became
interested in bulk and noticed that there was no liquid bulk for cleaning products that was easy
to use, qualitative and ecological (SuperZéro, n.d.). They launched SuperZéro, a 100% Belgian

and zero-waste liquid bulk distributor, also offering a range of cleaning products (Potvin, 2022).

After having bought his first bottle, the customer can go to the shop and fill it at the distributor.
Once empty, the customer just has to go back to the shop to refill it, avoiding a big amount of
waste. Olivier Potvin and his partner initially wanted to use specialized companies to develop
the liquid distributors, but unfortunately the small start-up soon realized that this was extremely
expensive (Potvin, 2022). They therefore decided to develop this machine internally. Once the
prototype was made, the company called an engineering firm to go from a prototype to a
machine that could be installed in a shop. The distributor was therefore developed 90%
internally and 10% externally (Potvin, 2022). For the cleaning products themself, the company
first wanted to work with pre-established brands so as not to have to develop its own products,
but no pre-established brands accepted (Potvin, 2022). The company therefore established a
specification for the product it wanted, in terms of ecological impact and quality, and worked

with its supplier's chemistry department to develop its own products (Potvin, 2022).

In order to offer ecodesigned products, the SME has carried out a life-cycle analysis. SuperZéro
took as a reference a classic bottle of detergent, of which a minimal percentage is recycled, and
the rest is simply burnt. The SME therefore compared what it wanted to develop with this classic
linear bottle, assuming that a bottle can be reused 25 times (Potvin, 2022). The choice of plastic
may seem surprising to some, but according to Olivier Potvin (2022) plastic is less polluting
than glass or aluminum if it is reused several times. The LCA showed that the SuperZéro system
would emit 10 times less CO2, consumes 4 times less water and would decrease the amount of
oil used by 16 times (Potvin, 2022). This LCA was not done by a specialized agency, because
this small start-up did not have sufficient financial means, but it was carried out on the basis of

the company's knowledge and hypotheses that the company challenged (Potvin, 2022).

In terms of the difficulties that the company encountered, it was mainly financial difficulties
that emerged. Indeed, calling on an engineering office to develop the distributor cost far too
much money for such a small company. SuperZéro therefore did the development in-house,
which required a lot of time and searching for appropriate suppliers. Developing its own zero-
waste cleaning products in partnership with a supplier was also costly and time consuming

(Potvin, 2022). Finally, it was also difficult to enter the market that is mentioned by Olivier
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Potvin (2022). As nothing of the same kind existed, it was necessary to convince consumers

that the proposed products, in addition to being zero-waste, were efficient.

Supplier Selection

First of all, the local aspect is a key element for the selection of suppliers at SuperZéro. As the
company's goal is to provide 100% Belgian products, it has no other choice than to choose local
suppliers. Moreover, Olivier Potvin (2022) mentions the fact that it is difficult for such a small
company to influence suppliers on ecological aspects, and it is therefore important to act where
the SME can directly have an impact. Supplier location is one of the criteria on which a small
business can directly have an impact and which allows it to reduce its ecological impact without
trying to influence the supplier's activity. The company can also affirm that the product is local.

Secondly, the start-up is looking for competent suppliers that are willing to modify some of
their products or parts of their activity to meet the needs of the SME. The supplier of liquid
products for example had to adapt its activity because normally, for each order, he provides the
customers with new 20l drums of detergent. However, in order to limit the impact, SuperZéro
wanted to reuse its drums and have the supplier simply refill them (Potvin, 2022). This supplier
also had to change its activity by agreeing to develop new products that it did not produce
before. Selecting suppliers that are competent and ready to adapt their activity to the needs of
the company was therefore a crucial point for the start-up. Without this, it would not have been
possible to offer unique zero-waste detergents and to reduce the impact of its products by

reusing the 20l drums.

Since the company does not have a lot of financial means, price is of course a key criteria for
the selection of suppliers (Potvin, 2022). In order to limit the cost of its machine, the company
therefore chose to mainly use standards components and its choice of supplier was therefore
turned towards suppliers of standard parts. It is important to make a tradeoff between the price
of a part and the fact that a custom part could make a company's life easier (Potvin, 2022). It’s
not always possible and realistic and for its detergents, SuperZéro had no choice but to develop
its own products with a supplier. Choosing a maximum of standard parts suppliers allowed the

SME to save money that it could use for the development of its activity.

Fourthly, since the company wanted to obtain the "Ecolabel" for its products, SuperZéro had to
respect certain ecological and quality criteria (Potvin, 2022). The SME therefore had to choose
a supplier that could develop detergents based on certain ecological and performance criteria.

In order to reach the required performance criteria, certain modifications had to be made in



57.

partnership with the supplier to obtain this label. It was therefore important for the SME to

select the right suppliers.

SuperZéro is also looking for suppliers that are willing to be 100% transparent (Potvin, 2022).
Without this transparency, the SME does not know under what conditions the supplier works
and if it pays attention to the environment. Transparency is therefore a guarantee of the
supplier's sincerity and honesty. This criterion is also very useful for SuperZéro in terms of
communication. Indeed, Olivier Potvin and his team regularly visit the suppliers to make videos
of the production processes. Thanks to these videos, the company can run a marketing campaign
showing how the product is made and attracting the attention of potential new customers.
Transparency is very important in the ecodesign world (Potvin, 2022).

Finally, Olivier Potvin (2022) mentioned the fact that SuperZéro is not interested in external
certifications to select its suppliers. In fact, according to him, this type of certification is not a
priority for the company, which, being in full development, has other more important things to
do. Moreover, there are still very few certifications and it is difficult to find suppliers with an
environmental certification (Potvin, 2022). Of course, if the company has the choice between
two suppliers with the same characteristics, and one of them is certified, it is clear that the

choice will be made towards it, but it is far from being a priority.

Supplier Evaluation

In terms of supplier evaluation, SuperZéro has not organized anything to evaluate the
performance of its suppliers because, according to Olivier Potvin (2022), this is not currently a
priority for such a small company. One of the ways to check the supplier’s activity is by
evaluating the products themselves. The products are therefore controlled on certain criteria to
ensure their quality. SuperZeéro also tries to often visit its suppliers, so it can see if the supplier's
activity is in conformity with its commitments (Potvin, 2022). This gives an insight into the

reality of the supplier's business, but unfortunately does not provide any figures.

Supplier Collaboration

According to Olivier Potvin (2022), collaboration with the supplier is an important element for
an SME. This collaboration allows the company's assumptions and ideas to be challenged by
the supplier. Indeed, SuperZéro does not have an engineer with technical knowledge within the
team. The supplier, on the other hand, has a real knowledge of its products, of the possible
alternatives and knows what is possible or not. It will therefore be able to challenge the SME's

ideas and sometimes advise it on points of improvements. It is on this challenge of ideas that
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the supplier can bring a lot of value (Potvin, 2022). If the company has ideas that are too
ambitious or that would not be interesting for an SME, the supplier will give its opinion and
suggest other more feasible alternatives. This expertise is key for an SME.

The supplier is also a real development partner. If we take the case of detergent products, the
company has no expertise in chemistry for their development (Potvin, 2022). Luckily a supplier
agreed to develop, in partnership with SuperZéro, detergent solutions that have a reduced
environmental impact. The SME came up with a set of specifications for the company's
chemistry department and the chemist developed products adapted to these specifications. After
noticing a few areas for improvement in the sample, SuperZéro collaborated with the supplier
to come up with a final product that met its expectations. This development collaboration was
not only beneficial for the SME as it allowed the supplier to use the solutions developed in
collaboration with them for other customers. The supplier was therefore able to expand its

product range, while improving the environmental considerations of its business.

Finally, through their collaboration in the development of new products, SuperZéro has
developed a very strong relationship with its detergent supplier. According to Oliver Potvin
(2022) this collaboration is key for an SME that, because of its size, cannot emphasize the
importance it represents in the supplier’s turnover to negotiate and have some flexibility. This
allows for instance to have reduced deadlines (Potvin, 2022). It shows that creating partnerships

is a key element for an SME if it wants to be able to compete with other larger companies.

Conclusions and personal analysis

The case of SuperZéro is an interesting case for our research question because the start-up has
only been running for 2 years and therefore has a fairly small experience. In terms of supplier
selection, the local aspect is first and foremost an important aspect for the company. According
to Olivier Potvin (2022), it is one of the criteria on which such a small company can have
leverage, without having to influence the supplier, and which strongly reduces the impact of
the products. Of course, SuperZeéro considers cost to be a primary criterion and that is why it
has decided to select suppliers of standard parts for its distributor. The choice of the detergent
supplier was also crucial to be able to offer its own zero-waste detergent while ensuring that
the product could obtain an Ecolabel. It was finally important to choose 100% transparent
suppliers to have a view on the suppliers' activity and be able to communicate in a transparent

way to the customer.
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As far as the supplier evaluation is concerned, no real system is put in place in the company.
Indeed, as the SME is in full development, it prefers to develop its business rather than “play
the police” with its suppliers. The only evaluation that the company makes is an evaluation of

the product to ensure their quality and some visit to supplier’s infrastructures.

Finally, the collaboration with the supplier is a key element for SuperZéro which allows it to
compensate for the lack of internal knowledge it has due to its size. For the development of
detergent products, for example, nothing would have been possible without “L’atelier Jean
Regniers” , with whom SuperZéro was able to develop its own products. It is a real partnership
that these two companies have created and in which the supplier, in addition to a development
role, also has the role of challenging the ideas of the SME to create a feasible product. This
collaboration also allows to maintain a special relationship with the supplier and to become a
privileged customer, something that would never have happened under normal circumstances

because of the size of the company.

In conclusion, we can see that supplier relationship management activities, especially those of
selection and collaboration, allow SuperZéro to offer products that it would not have been able
to develop on its own, to attract new customers through transparency and certification, and to

develop a special relationship with the supplier.

5 Cross-case study analysis

Having carried out the five single-case study analysis and summarized the information of
interest for each case, we will now compare the findings of the different cases in order to
identify patterns that will complement the theory. To facilitate this cross-case analysis, a table
with the main ideas of each case was made (see Appendix 7). Such a table makes it easier to
identify commonalities and differences between the different cases and develop patterns. Of
course, the proposed patterns will only remain suppositions as they are based on empirical
findings of the research. They could therefore be analyzed in more precise ways in the future.

5.1 Barriers faced by SMEs
If we look at the barriers mentioned in the different cases analyzed, we notice that in three cases
out of five, the difficulty of finding appropriate suppliers is one of the biggest difficulties
mentioned. For two of the SMEs that encountered this difficulty, SuperZéro and J'aime mes
dents, that wish to offer local products, limiting the geographical area has indeed limited the
number of possible choices of suppliers, making the research more complicated. For Norm,

which wanted to optimize its transport, it was mainly the desire to group all suppliers in a small
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region of Portugal that complicated the choice. It is clear that if these three SMEs had not paid
attention to the ecological impact of their products by not considering the location of their
suppliers, the choice would have been much easier. If we look more precisely, we notice that
this difficulty is only mentioned by the three companies that launched their activity less than
five years ago and that are therefore still in full development. This difficulty is not mentioned
by Arcadie and Gobilab, the two SMEs analyzed which have been present on the market for
over 10 years. Indeed, the people interviewed in these two companies mentioned the fact that
the company's aim is to build a community, an ecosystem of suppliers. Thanks to this
community created over more than 10 years, it is obviously easier for them to find suitable
suppliers with whom they have already worked. We can see that as an SME evolves and
develops, it builds a network, a community of suppliers, making it easier to find the right

supplier. This leads to the following proposition:

Proposition 1: Young SMEs have more difficulty in finding suitable suppliers than more

developed ones, which, due to their experience, have built larger networks of suppliers.

5.2 Supplier Selection
In terms of supplier selection, a common criterion that emerged from four of the five cases
analyzed is the geographic location of the supplier. Whether for the more developed or the more
recent SMEs, the location of a supplier is seen as a criterion that is easy to implement, that does
not need to influence the supplier's activity, and yet has a huge impact on the implementation
of an ecodesign project. According to Olivier Potvin, founder of SuperZéro, it is complicated
for an SME to influence the activity of a supplier from an environmental point of view and it is
therefore necessary to act on more impactful criteria, and location is one of them. The only case
that did not mention this criterion is Arcadie, which, because of its activity, has no other choice
than to import some spices from abroad, but tries to compensate for this by optimized transport.
For the others, the criterion of localization allows first of all to reduce the impact of the products
by offering products that are mainly or entirely made in the country of origin, as is the case for
Gobi, Jaime mes dents and SuperZeéro, that have chosen local production to reduce the
transport. In addition, this criterion often ensures a local aspect of the products, aspect more
and more sought after by the consumers. In some cases, the location also allows to optimize the
transport by grouping the suppliers in the same region. This is the case of the company Norm
which, as mentioned by its founder Antoine Bodart, has chosen to group all its suppliers in the
same region of Portugal in order to optimize transport. These findings allowed us to formulate

the following proposition:
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Proposition 2: The geographical location of the supplier is one of the selection criteria
most used by SMEs because it is easy to implement while allowing to reduce the
environmental impact of the products and to offer a local aspect to the product, a criterion

more and more requested by the consumers.

The five SMEs analyzed in this study also mentioned that they are all looking for suppliers that
are 100% transparent. The interviewees stated the fact that without transparency, it is not
possible for a small company to verify how the product is manufactured, if its production is not
too polluting and if the local aspect is well respected. Without this verification, one cannot be
sure of the impact of the product and the ecodesign aspect is lost. Antoine Bodart, founder of
Norm, therefore mentioned for instance the fact that if the supplier does not agree to reveal all
its production processes, the SME will not work with it as it has no more certainty about its
product. On top of that, a transparent supplier allows to communicate openly to customers by
showing them how the product they buy is produced, something particularly sought after by
them. This allows the SME to develop its business by attracting new buyers. SuperZéro for
example even makes commercials showing the supplier's processes to convince customers of

the impact of the products. Our third proposition is therefore:

Proposition 3: The transparency of the supplier is an essential criterion for an SME that
allows it to verify the environmental impact of its product and to communicate this to the

market, something often sought after by the customer.

The interviews revealed that two of the SMEs, Arcadie and SuperZéro, wanted to offer products
that were certified or labeled. This certification, whether it is an organic certification for
Arcadie's products, or an ecolabel certification for SuperZéro, allows the two companies to
communicate the ecological and quality aspect of their products to the customer and to
differentiate themselves from their competitors, an element that is often crucial for a small
company. These certifications evaluate different criteria of the product and it is therefore
needed to select suppliers that can ensure that their products respect the criteria needed, as
otherwise no label is possible. If we try to understand why this criterion is not present in the 3
other cases, the interviews showed that there are few certifications for water bottles,
toothbrushes or shoes. The only possible certifications mentioned are B corp or ISO
certifications but these are certifications for a company and not for a product. It is therefore

complicated for those SMEs to certify their products. This brings us to our fourth proposition:
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Proposition 4: If there are product certifications available in the industry, selecting
suppliers that can ensure a product meeting the certification criteria allows the SME to

offer certified products and to differentiate itself from its competitors.

Another criterion that emerged from all the cases and that confirms the theory is the criterion
of selecting suppliers that are competent and that accept to develop specific new products with
a limited impact for the needs of the company. In fact, even for Norm, which believes that it
has a fairly good knowledge of the footwear industry, it appears that none of the SMEs analyzed
in this thesis have the necessary skills to develop eco-friendly products entirely in-house. The
majority of the interviewees mentioned that they have business skills from their career but do
not have the technical skills for the development of the products themselves. Selecting suppliers
that are motivated and willing to develop new greener products in collaboration with the SME
therefore allows an SME to fill the knowledge gap it has thanks to the knowledge base of the
supplier. The supplier, with its knowledge of the market and the possible techniques, has a lot
to offer. Selecting a supplier which is a source of propositions and which is ready to modify
part of its activity for the needs of the SME is one of the most important criteria cited by all the
interviewees. Without this knowledge, it would be impossible for an SME to develop the

ecodesigned products it wants to sell. We therefore propose a fifth proposition:

Proposition 5: A selection of suppliers that are competent, motivated, and willing to
develop greener products for the SME is one of the key criteria that allows to fill the

internal knowledge gap of an SME, regardless of its size and experience.

The financial criterion is of course also an important criterion that is mentioned in three of the
five cases studied. For an SME in full development, it is not always possible to have the
financial means to develop 100% eco-friendly products, and it emerges from the different
interviews that it is often useful to make a tradeoff between the ecological impact of the product
and its cost. The goal of a company is to make a profit and it doesn't make much sense according
to the SME’s founders to develop a product that is totally ecologically optimized, but which,
because of its cost does not make the development of the SME's activity viable. This financial
criterion was not mentioned by Norm, which prefers to produce a product that is
environmentally optimized but more expensive, nor by Arcadie, which, due to its strong growth
and its position as market leader, did not have to pay much attention to financial criteria. These

two SMEs are therefore two exceptions to the following proposition:
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Proposition 6: For an average SME that wants to continue to develop, the financial
criterion is an important one to take into account and requires finding a supplier that
offers a tradeoff between environmental impact and cost.

5.3 Supplier Evaluation

If we now analyze the practices in terms of supplier evaluation that emerge from the five cases
analyzed, we notice that in all cases, no system of evaluation of the supplier's daily activity was
mentioned by the interviewees. Even Arcadie, a more developed company than the others, has
not set up this kind of system in its activity. If we look at the reasons why no evaluation system
is in place, the five interviewees mentioned that it is simply because the SME does not have
access to the supplier's data due to its size. In addition, it is often complicated for such a small
company, even if it has access to the data, to take the time to analyze it. The two largest
companies analyzed, Arcadie and Gobilab, also mentioned that a regular evaluation system of
suppliers' activities can be counterproductive because the supplier can feel a lack of trust and
feel controlled. The two SMEs mentioned during the interview a desire to build a community
with its suppliers and unfortunately an evaluation system can have a detrimental effect on this
community. On the basis of these different observations, a new proposition emerged:

Proposition 7: Implementing a supplier evaluation system is a complicated, if not
impossible, process for an SME and can moreover have a negative effect on an SME whose
goal is to create a collaborative community with its suppliers, as they may feel too
controlled and not trusted enough.

Three of the cases analyzed also mentioned the fact that, instead of evaluating the activity of
the supplier itself, they evaluate the quality of the products supplied. Of course, this evaluation
represents time and money and is not possible for all SMEs, which is why Norm and J'aime
mes dents, two rather young SMEs, did not specify this way of checking the products. Arcadie,
for example, verifies for each batch of herbs and spices that it does not contain any pesticide to
be sure to offer the customer the requested product. SuperZéro, on the other hand, checks some
quality aspects of its detergent products. These verifications allow SMEs to check that the
supplier has provided products with the desired characteristics. Gobilab, for its part, re-
evaluates the environmental impact of its products after a certain period of time thanks to a new
LCA. This allows to see if the supplier's activity has changed between the initial product and
the re-evaluated product by comparing the two life-cycle analysis. However, this method is not
feasible for all SMEs because, as explained above, performing an LCA requires time and

money. We therefore propose the following:
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Proposition 8: For an SME that due to its size, does not have access to the supplier’s data,
one way to evaluate the supplier activity is to regularly assess the quality and
environmental criteria of the products supplied. This allows to see if the supplier has

respected its commitments without having to implement an evaluation system.

Finally, the five cases analyzed in this thesis mentioned the fact that going to visit the suppliers'
infrastructures is a way to quickly evaluate the supplier's activity, without spending money, and
without having to play a “police role” that could disturb the supplier. It allows to see what is
wrong, what could be improved and to see if the demand of the SME is adapted to the
production of the supplier. It’s a way to see if the supplier really pays attention to its ecological
impact, if it does not pollute too much, if it uses chemical substances and especially if its
products are really manufactured in the indicated country. Four of the SMEs analyzed carry out
these visits on a fairly regular basis to have a regular evaluation. Arcadie, for its part, mentioned
that it prefers to visit its suppliers once a year and assess the evolution of the business over the
longer term. The SME will therefore review the whole past year with the supplier, will mention
the positive points, those that could be improved and together find solutions. Overall, this way
of evaluating the supplier informally, without any figures, allows the SME to have an idea of
the supplier's activity without having to spend any money and without damaging the

relationship. This leads to the following proposition:

Proposition 9: Visits to suppliers is a way often used by SMEs to informally evaluate the
supplier's activity, to make sure that it respects its environmental commitments, without

having to spend a lot of money and without damaging the relationship with the supplier.

5.4  Supplier collaboration
In general, the five SMEs analyzed in this thesis mentioned the fact that it would have been
impossible for them to launch their ecodesign project without the collaboration of the suppliers
for the development of the products. Indeed, even for Norm, whose founders have a certain
experience in the footwear industry due to their professional background, the supplier was a
real source of knowledge for the development of the products. Because of its experience in the
industry, the supplier is often aware of the innovations available and of what can be done to
develop a product with the lowest impact. The supplier brings the technical knowledge that the
SME does not have and together they collaborate to develop a product. The supplier is there to
tell the SME what is feasible or not, what should be changed and to put the SME's feet on the
ground if what it wants to implement is not feasible for a small business. It is a source of

propositions that the SME would not necessarily have thought of. In each of the interviews
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conducted, the person mentioned at least one element, a source of improvement of the product,
which was proposed by the supplier and allowed for the development of a better product. It also
emerged from the interviews that this important collaboration is also beneficial for the supplier
because it allows it to develop its product range by offering greener products and often also

pushes it to change its activity in a greener way. This brings us to the following proposition:

Proposition 10: The collaboration with the supplier during the development of an eco-
friendly product is an essential activity for an SME that, because of its size, does not have
the technical knowledge to develop it alone. The supplier, thanks to its skills, completes
the internal knowledge base of the SME. This collaboration is also useful to the supplier

and makes its business greener.

Finally, it was found that in four of the cases analyzed, J'aime mes dents, Arcadie, Gobilab and
SuperZéro, the SME believes that, thanks to the strong collaboration, it has built a privileged
relationship with the supplier that allows for some advantages. Indeed, it can sometimes be
complicated for an SME to obtain flexibility and advantages from its supplier because of the
small importance of its activity in the supplier's turnover. However, it emerges from the
different cases that having an important collaboration with its supplier allows an SME to
differentiate itself from other customers and to obtain certain advantages of flexibility, delivery
times, etc. The interviewees mentioned the fact that their request will not always have priority,
but if the supplier has to make a choice between serving the request of a traditional customer
or that of the SME with which it collaborates a lot, the SME will be chosen. Without a strong
collaboration, this would never have happened, and it helps to realize that collaboration is a key

aspect for the success of an ecodesign project within an SME. This leads to the last proposition:

Proposition 11: An important collaboration with the supplier allows an SME, even
unconsciously, to obtain a status of "privileged customer', something that would never
have happened due to the importance of its activity in the supplier’s turnover. This status
gives the SME access to more flexibility, better lead times and other advantages, key

elements for the success of an ecodesign project.
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6 Conclusion

In this thesis, a literature review was first developed in order to understand what the concepts
of ecodesign and supplier relationship management were and to see how SRM could influence
ecodesign. This allowed us to understand the context of the research question, the different
terms used and to have a clear idea of the different themes mentioned throughout the work.
Based on this literature review, a multiple-case study analysis was conducted to answer the
research question. It was the most appropriate method for the question we wanted to address in
this thesis. The aim was to understand which supplier relationship management practices were
implemented in SMEs and how these practices could help in the implementation of an
ecodesign project, not always easy to implement in a small company. The case of five Belgian
and French SMEs doing ecodesign has been analyzed. The interesting information of each case
was then compared and this allowed us to develop ideas of proposition to answer the research

question. The 11 propositions are linked to all the different SRM activities.

First, it appears from our study that the search for suitable suppliers was one of the biggest
difficulties faced by the SMEs analyzed. This barrier is linked to the constraints imposed by
ecodesign and to a lack of knowledge. It seems however that this problem evolves with
experience thanks to a better knowledge of the market and a more developed supplier network.
Financial barriers and difficulty to enter the market were also mentioned in this study.
Analyzing these barriers was a way to evaluate the difficulties faced by SMEs in order to

understand how SRM can help to overcome them, which is the goal of this study.

Once the barriers were identified, the supplier selection criteria used by the different SMEs
were analyzed in order to see how this choice could influence the ecodesign project. It emerged
from this study that the criteria of localization and transparency were easily implemented by
SMEs and still had a great impact on an ecodesign project. Geographical localization allows to
reduce the ecological impact of the product thanks to an optimization of transport and can give
a local aspect to the product, aspect more and more searched by customers. Transparency on
the other hand allows to check how the product is manufactured, to check if its production is
not too polluting and is crucial for the communication with the customers. The search for
competent suppliers which are sources of business propositions is also an important point for
an SME as it allows it to fill the lack of internal knowledge. Of course, in addition to these
criteria, the financial criterion remains a very important one for an SME which, due to its size,
does not necessarily have a lot of money. The five SMEs analyzed in this thesis therefore raised
the importance of selecting a supplier that can offer a tradeoff between cost and environmental
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impact. A selection of suppliers that can provide products respecting certain criteria is also a
way for an SME to obtain a certification for its products, allowing it to distinguish itself from
its competitors. Finally, only the two most developed SMEs of the five cases analyzed select
their suppliers on purely environmental criteria because it remains complicated for a small
company with a reduced activity to take into account those criteria. The fact that environmental
criteria are not prioritized for a company willing to engage in ecodesign is a point that may
seem surprising at first, but this study helps to realize that it was almost impossible for small
companies to consider these criteria. As it can be seen, the choice of the right supplier is a key
point for an SME to ensure that it has suitable and competent suppliers for the development of
its eco-friendly products. Some criteria cannot be implemented by all companies, due to a lack
of time and resources, but it is still possible for a small company to optimize its ecodesign

project thanks to adapted suppliers.

With regard to the evaluation of suppliers during the partnership this study shows that no
evaluation system is in place in the SMEs analyzed as due to their size they don't have access
to the data needed. In addition, it appears that a system based on a regular evaluation of
suppliers' figures can be counterproductive as the supplier may feel a lack of trust and this may
impact their relationship. Instead, other means more suitable for SMEs can be used to ensure
that the supplier’s activity does not impacts the environment. First, a recurrent visit to the
supplier's infrastructures can be used to find out what is wrong or could be changed, and to
discuss solutions. It allows to check if all environmental commitments of suppliers are respected
and if the supplier’s activity is not harmful for the environment. Evaluating the supplier's
products on a regular basis is also a way often used by SMEs to check whether the supplier is
meeting its environmental commitments, without having to evaluate its activities itself or
measure data of water consumption, electricity use, etc. Finally, for an SME with more financial
means, carrying out audits can be a more accurate way of evaluating the supplier's activity, but
it is rather expensive and not done on a regular basis. The qualitative study conducted in this
thesis therefore shows that although it is often not possible for an SME to set up a real system
for evaluating the supplier’s activity based on regularly measured data, there are other ways
available that are less time-consuming, less expensive and therefore more suitable for small
companies. It also shows that sometimes evaluating the supplier's product gives an insight into
the supplier's own business. Evaluation is obviously a necessary activity for the success of an
ecodesign project and without it it would be impossible to check the production process and the

environmental impact of the selected suppliers.
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Finally, the collaboration with the supplier seems to be a key and essential activity for an SME
doing ecodesign. As this kind of company has only a few employees and does not always benefit
from great technical knowledge in-house, entering into collaboration with the supplier allows
it to benefit from the supplier's knowledge to develop from A to Z a product which impact is
reduced and adapted to the SME's needs. Without this collaboration, no development would
have been possible. The SMEs analyzed also mentioned the fact that, even if the product is
developed internally by the SME, the supplier has a role in challenging the ideas proposed by
the company. It can propose alternatives, improvements or can advise the company to change
its product to something more feasible for a small company or even to make the product greener.
These sources of change and improvement lead to the best performing final product with the
lowest environmental impact. The study shows that the challenge of ideas goes both ways and
the SME also has a role to challenge the supplier. The collaboration is therefore beneficial for
both the SME and the supplier. Finally it seems that collaboration can also lead to a privileged
relationship for the SME. It emerges from this study that having a strong collaboration with the
suppliers allowed the SMEs to obtain, even in an unconscious way, a relationship of “privileged
customer” with respect to the supplier, something that would not have happened in normal times
due to the small importance of the SME activity in the turnover of the supplier. This privileged
relationship is crucial for such a small company because it allows to obtain certain advantages
in terms of flexibility or delivery times and to differentiate itself from larger customers. This
study therefore shows that supplier collaboration is one of the most important SRM activities

for an SME that wants to evolve.

In a global way, this thesis and its qualitative study allowed us to dive into the world of SMEs
doing ecodesign and discover the barriers they face. It helps understand that it is crucial for a
small company to surround itself with good partners and to collaborate with them by forming a
real community to develop greener products and make the company grow. Without this, it is
complicated, even impossible, to provide ecological products, adapted to the needs of the

customers, and at a reasonable price. The success of an SME therefore relies on good suppliers.
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7 Limitations and future research

Although this thesis has been carried out in the most coherent way possible, it is obvious that it

may have some limitations. These limitations can be seen as points for future research.

First, Yin (2009) mentioned that four to six different cases need to be analyzed in order to reach
valid conclusions. It might therefore have been interesting to analyze the situation of a 6th

company in order to offer even more valid suggestions for answers.

In addition, this study focused only on the situation of SMEs in five different industries. In
order to have a more complete work, it can be interesting to perform the analysis on other
polluting industries not mentioned in this thesis. It can also be useful to analyze the situation of
SMEs operating in B2B, which is not the case here. This would allow to see if the same
conclusions emerge from the B2B sector. Another possibility could be to focus on different
SMEs evolving in one particular industry and analyze how it is done in that industry can also

be interesting to provide more sector-specific and less general answers.

With regard to the information used for this research, a good triangulation of information was
not always possible due to the size of the companies. Indeed, the SMEs had very few documents
to provide and the only sources used, in addition to the interviews, were the company's websites.
It might therefore have been interesting to analyze larger SMEs that would have had other
documents to provide. The information obtained from the interviews was moreover not always

equal due to the different length of some interviews and the implication of the interviewees.

The experience of the interviewees also plays a role in the accuracy of the answers. Indeed,
three of the interviewees are the founders of the SMEs themselves. They have therefore been
present in the company since the beginning and have the most information to provide. In the
other two cases, the interviewees had been in the company for a shorter period of time, which
reduces the accuracy of their answers. It might therefore be interesting to interview only

company founders to have complete information on the subject.



70.

8 Bibliography

Agence de I’environnement et de la Maitrise de I’Energie (ADEME). (2017). L économie circulaire. Online
https://www.ademe.fr/expertises/economie-circulaire, consulted on 10 December 2021

ALBARELLO, L. (2010). Apprendre a chercher (3rd ed.). Paris: De Boeck

Alcaraz, M. L., Noshadravan, A., Zgola, M., Kirchain, R. E., & Olivetti, E. A. (2018). Streamlined life cycle
assessment: A case study on tablets and integrated circuits. Journal of Cleaner Production, 200, 819-826.
https://doi.org/10.1016/j.jclepro.2018.07.273

Ambec, S., & Lanoie, P. (2008). Does it pay to be green? A systematic overview. The Academy of Management
Perspectives, 22(4), 45-62. http://www.jstor.org/stable/27747478

Amin, S. H., & Zhang, G. (2012). An integrated model for closed-loop supply chain configuration and supplier
selection: multi-objective approach. Expert Systems with Applications, 39(8), 6782-6791.
https://doi.org/10.1016/j.eswa.2011.12.056

Arcadie. (n.d.). Respect de [’environnement. Online https://www.arcadie.fr/ecologie/#1539591200444-82ae957a-
8c66 , consulted on 6 May 2022

Awasthi, A., Chauhan, S. S., & Goyal, S. K. (2010). A fuzzy multicriteria approach for evaluating environmental
performance of suppliers. International journal of production economics, 126(2), 370-378.
https://doi.org/10.1016/j.ijpe.2010.04.029

Azadnia, A. H., Saman, M. Z. M., & Wong, K. Y. (2015). Sustainable supplier selection and order lot-sizing: an
integrated multi-objective decision-making process. International Journal of Production Research, 53(2), 383-
408. https://doi.org/10.1080/00207543.2014.935827

Berkey. (n.d.). Les Risques des Bouteilles d'Eau en Plastique PET. Online
https://www.berkeywaterfilterseurope.fr/assistance-berkey/guides/risques-des-bouteilles-deau-en-plastique-
pet#:~:text=11%20faut%20de%203%20%C3%A0,comme%20d%C3%A9tritus¥20dans%201es%200c%C3%A9,
consulted on 05 May 2022

Berneman, C., Lanoie, P., Plouffe, S., & Vernier, M. F. (2009). L'éco-conception : Quels retours économiques
pour [’entreprise ? CIRANO. DOI:10.2139/ssrn.1495762

Berneman, C., Lanoie, P., Plouffe, S., & Vernier, M. F. (2013). Démystifier la mise en place de
I'écoconception. Gestion, 38(3), 75-83. https://doi.org/10.3917/riges.383.0075

Bocken, N. M. P., Allwood, J. M., Willey, A. R., & King, J. M. H. (2011). Development of an eco-ideation tool
to identify stepwise greenhouse gas emissions reduction options for consumer goods. Journal of Cleaner
Production, 19(12), 1279-1287. https://doi.org/10.1016/j.jclepro.2011.04.009

Bocken, N. M. P., Farracho, M., Bosworth, R., & Kemp, R. (2014). The front-end of eco-innovation for eco-
innovative small and medium sized companies. Journal of Engineering and Technology Management, 31, 43-57.
https://doi.org/10.1016/j.jengtecman.2013.10.004

Bocken, N. M., De Pauw, I., Bakker, C., & Van Der Grinten, B. (2016). Product design and business model
strategies for a circular economy. Journal of industrial and production engineering, 33(5), 308-320.
https://doi.org/10.1080/21681015.2016.1172124

Boks, C. (2006). The soft side of ecodesign. Journal of cleaner production, 14(15-16), 1346-1356.
https://doi.org/10.1016/j.jclepro.2005.11.015

Bovea, M. D., & Pérez-Belis, V. (2012). A taxonomy of ecodesign tools for integrating environmental
requirements into the product design process. Journal of Cleaner Production, 20(1), 61-71.
https://doi.org/10.1016/j.jclepro.2011.07.012



https://www.ademe.fr/expertises/economie-circulaire
https://doi.org/10.1016/j.jclepro.2018.07.273
http://www.jstor.org/stable/27747478
https://doi.org/10.1016/j.eswa.2011.12.056
https://www.arcadie.fr/ecologie/#1539591200444-82ae957a-8c66
https://www.arcadie.fr/ecologie/#1539591200444-82ae957a-8c66
https://doi.org/10.1016/j.ijpe.2010.04.029
https://doi.org/10.1080/00207543.2014.935827
https://www.berkeywaterfilterseurope.fr/assistance-berkey/guides/risques-des-bouteilles-deau-en-plastique-pet#:~:text=Il%20faut%20de%203%20%C3%A0,comme%20d%C3%A9tritus%20dans%20les%20oc%C3%A9
https://www.berkeywaterfilterseurope.fr/assistance-berkey/guides/risques-des-bouteilles-deau-en-plastique-pet#:~:text=Il%20faut%20de%203%20%C3%A0,comme%20d%C3%A9tritus%20dans%20les%20oc%C3%A9
https://doi.org/10.3917/riges.383.0075
https://doi.org/10.1016/j.jclepro.2011.04.009
https://doi.org/10.1016/j.jengtecman.2013.10.004
https://doi.org/10.1080/21681015.2016.1172124
https://doi.org/10.1016/j.jclepro.2005.11.015
https://doi.org/10.1016/j.jclepro.2011.07.012

71.

Bowen, F. E., Cousins, P. D., Lamming, R. C., & Farukt, A. C. (2001). The role of supply management
capabilities in green supply. Production and operations management, 10(2), 174-189.
https://doi.org/10.1111/j.1937-5956.2001.tb00077.x

Buzuku, S., & Kraslawski, A. (2017). Use of Design structure matrix for analysis of critical barriers in
implementing ecodesign initiatives in the pulp and paper industry. Procedia Manufacturing, 11, 742-750.
https://doi.org/10.1016/j.promfg.2017.07.175

Carter, C. R., & Rogers, D. S. (2008). A framework of sustainable supply chain management: moving toward
new theory. International journal of physical distribution & logistics management. 38(5), 360-387.
https://doi.org/10.1108/09600030810882816

Casamayor, J. L., & Su, D. (2021). Investigation of a Process to Eco-Design Led Lighting Products to Enhance
the Adoption of Eco-Design Methods and Tools by Industry. Sustainability, 13(8), 4512.
https://doi.org/10.3390/su13084512

Chen, C. C. (2005). Incorporating green purchasing into the frame of 1ISO 14000. Journal of Cleaner
Production, 13(9), 927-933. https://doi.org/10.1016/].jclepro.2004.04.005

Chen, P. C., & Hung, S. W. (2014). Collaborative green innovation in emerging countries: a social capital
perspective. International Journal of Operations & Production Management. 34(3), 347-363.
https://doi.org/10.1108/IJOPM-06-2012-0222

Cherubini, F., & Stramman, A. H. (2011). Life cycle assessment of bioenergy systems: state of the art and future
challenges. Bioresource technology, 102(2), 437-451. https://doi.org/10.1016/].biortech.2010.08.010

Cheung, Y. K. F., & Rowlinson, S. (2011). Supply chain sustainability: a relationship management
approach. International Journal of Managing Projects in Business. 4(3), 480-497.
https://doi.org/10.1108/17538371111144184

Chiou, T. Y., Chan, H. K., Lettice, F., & Chung, S. H. (2011). The influence of greening the suppliers and green
innovation on environmental performance and competitive advantage in Taiwan. Transportation Research Part
E: Logistics and Transportation Review, 47(6), 822-836. https://doi.org/10.1016/j.tre.2011.05.016

Christensen, T. H., Damgaard, A., Levis, J., Zhao, Y., Bjorklund, A., Arena, U., ... & Bisinella, V. (2020).
Application of LCA modelling in integrated waste management. Waste Management, 118, 313-322.
https://doi.org/10.1016/j.wasman.2020.08.034

Cognasse, O. (2014). Les entreprises manient [’éco-conception sous la contrainte. L’Usine nouvelle. Online
http://www.usinenouvelle.com/article/les-entreprises-manient-l-ecoconception-souscontrainte.N297612,
consulted on 05 January 2022

Cousins, P. D., Lawson, B., & Squire, B. (2008). Performance measurement in strategic buyer-supplier
relationships: the mediating role of socialization mechanisms. International Journal of Operations & Production
Management. 28(3), 238-258. https://doi.org/10.1108/01443570810856170

Crul, M., & Diehl, J. (2009). Design for sustainability, a step-by-step approach. United Nations Publications.
Online
https://wedocs.unep.org/bitstream/handle/20.500.11822/8742/DesignforSustainability. pdf?sequence=3&amp%3
BisAllowed=, consulted on 06 May 2022

Dangelico, R. M. (2016). Green product innovation: where we are and where we are going. Business Strategy
and the Environment, 25(8), 560-576. https://doi.org/10.1002/bse.1886

Dangelico, R. M. (2017). What drives green product development and how do different antecedents affect
market performance? A survey of Italian companies with eco-labels. Business Strategy and the
Environment, 26(8), 1144-1161. https://doi.org/10.1002/bse.1975

Dangelico, R. M., & Vocalelli, D. (2017). “Green Marketing”: an analysis of definitions, strategy steps, and tools
through a systematic review of the literature. Journal of Cleaner production, 165, 1263-1279.
https://doi.org/10.1016/j.jclepro.2017.07.184



https://doi.org/10.1111/j.1937-5956.2001.tb00077.x
https://doi.org/10.1016/j.promfg.2017.07.175
https://doi.org/10.1108/09600030810882816
https://doi.org/10.3390/su13084512
https://doi.org/10.1016/j.jclepro.2004.04.005
https://doi.org/10.1108/IJOPM-06-2012-0222
https://doi.org/10.1016/j.biortech.2010.08.010
https://doi.org/10.1108/17538371111144184
https://doi.org/10.1016/j.tre.2011.05.016
https://doi.org/10.1016/j.wasman.2020.08.034
http://www.usinenouvelle.com/article/les-entreprises-manient-l-ecoconception-souscontrainte.N297612
https://doi.org/10.1108/01443570810856170
https://wedocs.unep.org/bitstream/handle/20.500.11822/8742/DesignforSustainability.pdf?sequence=3&amp%3BisAllowed=
https://wedocs.unep.org/bitstream/handle/20.500.11822/8742/DesignforSustainability.pdf?sequence=3&amp%3BisAllowed=
https://doi.org/10.1002/bse.1886
https://doi.org/10.1002/bse.1975
https://doi.org/10.1016/j.jclepro.2017.07.184

72.

Dekoninck, E. A., Domingo, L., O'Hare, J. A., Pigosso, D. C., Reyes, T., & Troussier, N. (2016). Defining the
challenges for ecodesign implementation in companies: Development and consolidation of a framework. Journal
of Cleaner Production, 135, 410-425. https://doi.org/10.1016/j.jclepro.2016.06.045

Deutz, P., McGuire, M., & Neighbour, G. (2013). Ecodesign practice in the context of a structured design
process: an interdisciplinary empirical study of UK manufacturers. Journal of Cleaner Production, 39, 117-128.
https://doi.org/10.1016/j.jclepro.2012.08.035

Domingo, L., Buckingham, M., Dekoninck, E., & Cornwell, H. (2015). The importance of understanding the
business context when planning ecodesign activities. Journal of Industrial and Production Engineering, 32(1),
3-11. https://doi.org/10.1080/21681015.2014.1000398

dos Santos, B. M., Godoy, L. P., & Campos, L. M. (2019). Performance evaluation of green suppliers using
entropy-TOPSIS-F. Journal of cleaner production, 207, 498-509. https://doi.org/10.1016/].jclepro.2018.09.235

Du, L., Zhang, Z., & Feng, T. (2018). Linking green customer and supplier integration with green innovation
performance: The role of internal integration. Business Strategy and the Environment, 27(8), 1583-1595.
https://doi.org/10.1002/bse.2223

Duffy, R., & Fearne, A. (2004). The impact of supply chain partnerships on supplier performance. The
international journal of logistics management, 15(1), 57-72. https://doi.org/10.1108/09574090410700239

European Commission. (2015). An EU action plan for the circular economy. Online
https://ec.europa.eu/environment/strategy/circular-economy-action-plan_en, consulted on 05 April 2022

Fargnoli, M., & Kimura, F. (2007). An integrated approach for the sustainability measure of industrial products
in design stages. Guidelines for a Decision Support Method Adapted to NPD Processes.
https://scholar.google.com/scholar?hl=fr&as_sdt=0%2C5&g=An+integrated+approach+for+the+sustainability+
measure+of+industrial+products+in+design+stages&btnG=

Favi, C., Germani, M., Mandolini, M., & Marconi, M. (2018). Implementation of a software platform to support
an ecodesign methodology within a manufacturing firm. International Journal of Sustainable
Engineering, 11(2), 79-96. https://doi.org/10.1080/19397038.2018.1439121

Geng, Y., & Doberstein, B. (2008). Developing the circular economy in China: Challenges and opportunities for
achieving'leapfrog development'. The International Journal of Sustainable Development & World
Ecology, 15(3), 231-239. https://doi.org/10.3843/SusDev.15.3:6

Ghadimi, P., Azadnia, A. H., Heavey, C., Dolgui, A., & Can, B. (2016). A review on the buyer—supplier dyad
relationships in sustainable procurement context: past, present and future. International journal of production
research, 54(5), 1443-1462. DOI: 10.1080/00207543.2015.1079341

Ghadimi, P., Dargi, A., & Heavey, C. (2017). Sustainable supplier performance scoring using audition check-list
based fuzzy inference system: a case application in automotive spare part industry. Computers & Industrial
Engineering, 105, 12-27. https://doi.org/10.1016/j.cie.2017.01.002

Gilg, A. W., & Kelly, M. P. (2000). Managing change in the new millennium: fine tuning or radical reform? The
Town Planning Review, 269-288. http://www.jstor.org/stable/40112417

Gobilab, (2020). Pourquoi créer des produits en éco-conception préventive ? Online
https://blog.gobi.eco/pourquoi-creer-des-produits-en-eco-conception/, consulted on 5 May 2022

Goodman, J., Korsunova, A., & Halme, M. (2017). Our collaborative future: Activities and roles of stakeholders
in sustainability-oriented innovation. Business Strategy and the Environment, 26(6), 731-753.
https://doi.org/10.1002/bse.1941

Govindan, K., Khodaverdi, R., & Jafarian, A. (2013). A fuzzy multi criteria approach for measuring
sustainability performance of a supplier based on triple bottom line approach. Journal of Cleaner production, 47,
345-354. https://doi.org/10.1016/j.jclepro.2012.04.014



https://doi.org/10.1016/j.jclepro.2016.06.045
https://doi.org/10.1016/j.jclepro.2012.08.035
https://doi.org/10.1080/21681015.2014.1000398
https://doi.org/10.1016/j.jclepro.2018.09.235
https://doi.org/10.1002/bse.2223
https://doi.org/10.1108/09574090410700239
https://ec.europa.eu/environment/strategy/circular-economy-action-plan_en
https://scholar.google.com/scholar?hl=fr&as_sdt=0%2C5&q=An+integrated+approach+for+the+sustainability+measure+of+industrial+products+in+design+stages&btnG=
https://scholar.google.com/scholar?hl=fr&as_sdt=0%2C5&q=An+integrated+approach+for+the+sustainability+measure+of+industrial+products+in+design+stages&btnG=
https://doi.org/10.1080/19397038.2018.1439121
https://doi.org/10.3843/SusDev.15.3:6
https://doi.org/10.1016/j.cie.2017.01.002
http://www.jstor.org/stable/40112417
https://blog.gobi.eco/pourquoi-creer-des-produits-en-eco-conception/
https://doi.org/10.1002/bse.1941
https://doi.org/10.1016/j.jclepro.2012.04.014

73.

Goyal, S., Esposito, M., & Kapoor, A. (2018). Circular economy business models in developing economies:
lessons from India on reduce, recycle, and reuse paradigms. Thunderbird International Business Review, 60(5),
729-740. https://doi.org/10.1002/tie.21883

Graedel, T. E. (1996). On the concept of industrial ecology. Annual Review of Energy and the
Environment, 21(1), 69-98. https://doi.org/10.1146/annurev.energy.21.1.69

Grbac, B., & Martin, J.H. (2003). Using supply chain management to leverage a firm's market
orientation. Industrial marketing management, 32(1), 25-38. https://doi.org/10.1016/S0019-8501(01)00192-4

Green, K. W., Zelbst, P. J., Bhadauria, V. S., & Meacham, J. (2012). Do environmental collaboration and
monitoring enhance organizational performance? Industrial Management & Data Systems. 112(2), 186-205.
https://doi.org/10.1108/02635571211204254

Gurauskiené, 1., & Varzinskas, V. (2006). Ecodesign Methodology for Electrical and Electronic Equipment
Industry. Environmental Research, Engineering & Management, 37(3). 43-51.
https://www.researchgate.net/profile/Visvaldas-Varzinskas/publication/228634682 Eco-

design_methodology for_electrical _and_electronic_equipment_industry/links/02e7e5284745f032dd000000/Eco
-design-methodology-for-electrical-and-electronic-equipment-industry.pdf

Haeri, S. A. S., & Rezaeli, J. (2019). A grey-based green supplier selection model for uncertain
environments. Journal of cleaner production, 221, 768-784. https://doi.org/10.1016/j.jclepro.2019.02.193

Hald, K. S., & Ellegaard, C. (2011). Supplier evaluation processes: the shaping and reshaping of supplier
performance. International Journal of Operations & Production Management. 31(8), 888-910.
https://doi.org/10.1108/01443571111153085

Haned, N., Lanoie, P., Plouffe, S., & Vernier, M. F. (2014). La profitabilité de /’écoconception : une analyse
économique. Pdle éco-conception & IDP. Online https://www.eco-
conception.fr/data/sources/users/10/rapportidp2014web.pdf, consulted on 06 April 2022

Hauschild, M. Z., Rosenbaum, R. K., & Olsen, S. I. (2018). Life cycle assessment . Cham: Springer International
Publishing

He, Y., Lai, K. K., Sun, H., & Chen, Y. (2014). The impact of supplier integration on customer integration and
new product performance: The mediating role of manufacturing flexibility under trust theory. International
Journal of Production Economics, 147, 260-270. https://doi.org/10.1016/j.ijpe.2013.04.044

Hubner, R. (2012). Ecodesign: reach, limits and challenges 20 years of ecodesign—time for a critical reflection.
Form Ware International, 1, 25-38. https://www.researchgate.net/profile/Renate-
Huebner/publication/265633795 Ecodesign_reach limits_and_challenges 20 years_of ecodesign_-
time_for_a_critical _reflection/links/55d6217608aed6al199a4c200/Ecodesign-reach-limits-and-challenges-20-
years-of-ecodesign-time-for-a-critical-reflection.pdf

Igarashi, M., de Boer, L., & Fet, A. M. (2013). What is required for greener supplier selection? A literature
review and conceptual model development. Journal of Purchasing and Supply Management, 19(4), 247-263.
https://doi.org/10.1016/j.pursup.2013.06.001

Johnston, D. A., McCutcheon, D. M., Stuart, F. ., & Kerwood, H. (2004). Effects of supplier trust on
performance of cooperative supplier relationships. Journal of operations Management, 22(1), 23-38.
https://doi.org/10.1016/j.jom.2003.12.001

Karuppiah, K., Sankaranarayanan, B., Ali, S. M., Chowdhury, P., & Paul, S. K. (2020). An integrated approach
to modeling the barriers in implementing green manufacturing practices in SMEs. Journal of Cleaner
Production, 265, 121737. https://doi.org/10.1016/j.jclepro.2020.121737

Kirchherr, J., Reike, D., & Hekkert, M. (2017). Conceptualizing the circular economy: An analysis of 114
definitions. Resources, conservation and recycling, 127, 221-232.
https://doi.org/10.1016/j.resconrec.2017.09.005



https://doi.org/10.1002/tie.21883
https://doi.org/10.1146/annurev.energy.21.1.69
https://doi.org/10.1016/S0019-8501(01)00192-4
https://doi.org/10.1108/02635571211204254
https://www.researchgate.net/profile/Visvaldas-Varzinskas/publication/228634682_Eco-design_methodology_for_electrical_and_electronic_equipment_industry/links/02e7e5284745f032dd000000/Eco-design-methodology-for-electrical-and-electronic-equipment-industry.pdf
https://www.researchgate.net/profile/Visvaldas-Varzinskas/publication/228634682_Eco-design_methodology_for_electrical_and_electronic_equipment_industry/links/02e7e5284745f032dd000000/Eco-design-methodology-for-electrical-and-electronic-equipment-industry.pdf
https://www.researchgate.net/profile/Visvaldas-Varzinskas/publication/228634682_Eco-design_methodology_for_electrical_and_electronic_equipment_industry/links/02e7e5284745f032dd000000/Eco-design-methodology-for-electrical-and-electronic-equipment-industry.pdf
https://doi.org/10.1016/j.jclepro.2019.02.193
https://doi.org/10.1108/01443571111153085
https://www.eco-conception.fr/data/sources/users/10/rapportidp2014web.pdf
https://www.eco-conception.fr/data/sources/users/10/rapportidp2014web.pdf
https://doi.org/10.1016/j.ijpe.2013.04.044
https://www.researchgate.net/profile/Renate-Huebner/publication/265633795_Ecodesign_reach_limits_and_challenges_20_years_of_ecodesign_-_time_for_a_critical_reflection/links/55d6217608aed6a199a4c200/Ecodesign-reach-limits-and-challenges-20-years-of-ecodesign-time-for-a-critical-reflection.pdf
https://www.researchgate.net/profile/Renate-Huebner/publication/265633795_Ecodesign_reach_limits_and_challenges_20_years_of_ecodesign_-_time_for_a_critical_reflection/links/55d6217608aed6a199a4c200/Ecodesign-reach-limits-and-challenges-20-years-of-ecodesign-time-for-a-critical-reflection.pdf
https://www.researchgate.net/profile/Renate-Huebner/publication/265633795_Ecodesign_reach_limits_and_challenges_20_years_of_ecodesign_-_time_for_a_critical_reflection/links/55d6217608aed6a199a4c200/Ecodesign-reach-limits-and-challenges-20-years-of-ecodesign-time-for-a-critical-reflection.pdf
https://www.researchgate.net/profile/Renate-Huebner/publication/265633795_Ecodesign_reach_limits_and_challenges_20_years_of_ecodesign_-_time_for_a_critical_reflection/links/55d6217608aed6a199a4c200/Ecodesign-reach-limits-and-challenges-20-years-of-ecodesign-time-for-a-critical-reflection.pdf
https://doi.org/10.1016/j.pursup.2013.06.001
https://doi.org/10.1016/j.jom.2003.12.001
https://doi.org/10.1016/j.jclepro.2020.121737
https://doi.org/10.1016/j.resconrec.2017.09.005

74.

Klewitz, J. (2017). Grazing, exploring and networking for sustainability-oriented innovations in learning-action
networks: an SME perspective. Innovation: The European Journal of Social Science Research, 30(4), 476-503.
https://doi.org/10.1080/13511610.2015.1070090

Lagerstedt, J. & Luttropp, C. (2006). EcoDesign and The Ten Golden Rules: generic advice for merging
environmental aspects into product development. Journal of Cleaner Production, 14(15-16), 1396-1408.
https://doi.org/10.1016/j.jclepro.2005.11.022

Lagerstedt, J., Luttropp, C., & Lindfors, L. G. (2003). Functional priorities in LCA and design for
environment. The International Journal of Life Cycle Assessment, 8(3), 160-166.
https://doi.org/10.1007/BF02978463

Lambert, D. M., & Schwieterman, M. A. (2012). Supplier relationship management as a macro business
process. Supply chain management: an international journal, 17(3), 337-352.
https://doi.org/10.1108/13598541211227153

Legendre. S. (2020). L impact des détergents sur [’environnement — Pourquoi faire sa lessive maison. JeRetiens.
Online https://jeretiens.net/limpact-des-detergents-sur-lenvironnement-pourquoi-faire-sa-lessive-
maison/#:~:text=Sous%20toutes%20leurs%20formes%2C%20que,et%20par%201%27homme), consulted on 6
May 2022

Le Pochat, S., Bertoluci, G., & Froelich, D. (2007). Integrating ecodesign by conducting changes in
SMEs. Journal of Cleaner Production, 15(7), 671-680. https://doi.org/10.1016/j.jclepro.2006.01.004

Leppelt, T., Foerstl, K., Reuter, C., & Hartmann, E. (2013). Sustainability management beyond organizational
boundaries—sustainable supplier relationship management in the chemical industry. Journal of Cleaner
Production, 56, 94-102. https://doi.org/10.1016/j.jclepro.2011.10.011

Li, W., & Veshagh, A. (2006). Survey of eco design and manufaturing in automotive SMEs. Mechkuleuvenbe,
305-310. https://citeseerx.ist.psu.edu/viewdoc/download?doi=10.1.1.421.2122 &rep=rep1&type=pdf

Lilley, D. (2009). Design for sustainable behaviour: strategies and perceptions. Design studies, 30(6), 704-720.
https://doi.org/10.1016/j.destud.2009.05.001

Linton, J. D., Klassen, R., & Jayaraman, V. (2007). Sustainable supply chains: An introduction. Journal of
operations management, 25(6), 1075-1082. https://doi.org/10.1016/j.jom.2007.01.012

Lu, S. Y., EIMaraghy, W., Schuh, G., & Wilhelm, R. (2007). A scientific foundation of collaborative
engineering. CIRP annals, 56(2), 605-634. https://doi.org/10.1016/]j.cirp.2007.10.010

Ludin, N. A., Mustafa, N. I., Hanafiah, M. M., Ibrahim, M. A., Teridi, M. A. M., Sepeai, S., ... & Sopian, K.
(2018). Prospects of life cycle assessment of renewable energy from solar photovoltaic technologies: a
review. Renewable and Sustainable Energy Reviews, 96, 11-28. https://doi.org/10.1016/j.rser.2018.07.048

Mafakheri, F., Breton, M., & Ghoniem, A. (2011). Supplier selection-order allocation: A two-stage multiple
criteria dynamic programming approach. International Journal of Production Economics, 132(1), 52-57.
https://doi.org/10.1016/j.ijpe.2011.03.005

Manickam, P., & Duraisamy, G. (2019). 3Rs and circular economy. Circular Economy in Textiles and Apparel:
Processing, Manufacturing, and Design, 77-93. https://doi.org/10.1016/B978-0-08-102630-4.00004-2

Margolin, V. (1998). Design for a sustainable world. Design issues, 14(2), 83-92.
https://doi.org/10.2307/1511853

Meehan, J., & Bryde, D. (2011). Sustainable procurement practice. Business strategy and the
environment, 20(2), 94-106. https://doi.org/10.1002/bse.678

Melander, L. (2018). Customer and supplier collaboration in green product innovation: External and internal
capabilities. Business Strategy and the Environment, 27(6), 677-693. https://doi.org/10.1002/bse.2024



https://doi.org/10.1080/13511610.2015.1070090
https://doi.org/10.1016/j.jclepro.2005.11.022
https://doi.org/10.1007/BF02978463
https://doi.org/10.1108/13598541211227153
https://jeretiens.net/limpact-des-detergents-sur-lenvironnement-pourquoi-faire-sa-lessive-maison/#:~:text=Sous%20toutes%20leurs%20formes%2C%20que,et%20par%20l%27homme
https://jeretiens.net/limpact-des-detergents-sur-lenvironnement-pourquoi-faire-sa-lessive-maison/#:~:text=Sous%20toutes%20leurs%20formes%2C%20que,et%20par%20l%27homme
https://doi.org/10.1016/j.jclepro.2006.01.004
https://doi.org/10.1016/j.jclepro.2011.10.011
https://citeseerx.ist.psu.edu/viewdoc/download?doi=10.1.1.421.2122&rep=rep1&type=pdf
https://doi.org/10.1016/j.destud.2009.05.001
https://doi.org/10.1016/j.jom.2007.01.012
https://doi.org/10.1016/j.cirp.2007.10.010
https://doi.org/10.1016/j.rser.2018.07.048
https://doi.org/10.1016/j.ijpe.2011.03.005
https://doi.org/10.1016/B978-0-08-102630-4.00004-2
https://doi.org/10.2307/1511853
https://doi.org/10.1002/bse.678
https://doi.org/10.1002/bse.2024

75.

Mendoza, J. M. F., Sharmina, M., Gallego-Schmid, A., Heyes, G., & Azapagic, A. (2017). Integrating
backcasting and eco-design for the circular economy: The BECE framework. Journal of Industrial
Ecology, 21(3), 526-544. https://doi.org/10.1111/jiec.12590

Messeni Petruzzelli, A., Maria Dangelico, R., Rotolo, D., & Albino, V. (2011). Organizational factors and
technological features in the development of green innovations: Evidence from patent
analysis. Innovation, 13(3), 291-310. https://doi.org/10.5172/impp.2011.13.3.291

Michelin, F., Vallet, F., Reyes, T., Eynard, B., & Duong, V. L. (2014). Integration of environmental criteria in
the co-design process: case study of the client/supplier relationship in the French mechanical industry. In DS 77:
Proceedings of the DESIGN 2014 13th International Design Conference (pp. 1591-1600).
https://www.designsociety.org/publication/35302/INTEGRATION+OF+ENVIRONMENTAL+CRITERIA+IN+
THE+CO-
DESIGN+PROCESS%3A+CASE+STUDY+OF+THE+CLIENT%2FSUPPLIER+RELATIONSHIP+IN+THE+
FRENCH+MECHANICAL+INDUSTRY

Michelini, G., Moraes, R. N., Cunha, R. N., Costa, J. M., & Ometto, A. R. (2017). From linear to circular
economy: PSS conducting the transition. Procedia CIRP, 64, 2-6. https://doi.org/10.1016/j.procir.2017.03.012

Miles, M., Huberman, M. (1994). An expanded sourcebook, qualitative data analysis. Thousand Oaks,
California: Sage Publications.

Millington, A., Eberhardt, M., & Wilkinson, B. (2006). Supplier performance and selection in
China. International Journal of Operations & Production Management, 26(2), 185-201.
https://doi.org/10.1108/01443570610641666

Mishenin, Y., Koblianska, I., Medvid, V., & Maistrenko, Y. (2018). Sustainable regional development policy
formation: role of industrial ecology and logistics. Entrepreneurship and Sustainability Issues, 6(1), 329-341.
DOI: 10.9770/jesi.2018.6.1(20)

Mittal, V. K., Egede, P., Herrmann, C., & Sangwan, K. S. (2013) Re-engineering manufacturing for
sustainability. Singapore: Springer

Mombeshora, I. M., & Dekoninck, E. (2013). Supply chain eco-information sharing in the product development
process through computer aided design software. In DS 75-6: Proceedings of the 19th International Conference
on Engineering Design (ICED13), Design for Harmonies, Vol. 6: Design Information and Knowledge, Seoul,
Korea, 19-22.08. 2013. https://scholar.google.com/scholar?hl=fr&as_sdt=0%2C5&q=Supply+chain+eco-
information+sharing+in+the+product+development+process+through+computer+aided+design+software&btnG

Murillo-Luna, J. L., Garcés-Ayerbe, C., & Rivera-Torres, P. (2011). Barriers to the adoption of proactive
environmental strategies. Journal of Cleaner Production, 19(13), 1417-1425.
https://doi.org/10.1016/j.jclepro.2011.05.005

OECD. (n.d.). De meilleures politiques pour améliorer les performances environnementales du secteur agricole.
Online https://www.oecd.org/fr/agriculture/sujets/agriculture-et-environnement/, consulted on 4 May 2022

Osiro, L., Lima-Junior, F. R., & Carpinetti, L. C. R. (2014). A fuzzy logic approach to supplier evaluation for
development. International Journal of Production Economics, 153, 95-112.
https://doi.org/10.1016/j.ijpe.2014.02.009

Park, J., Shin, K., Chang, T. W., & Park, J. (2010). An integrative framework for supplier relationship
management. Industrial Management & Data Systems, 110(4), 495-515.
https://doi.org/10.1108/02635571011038990

Pieragostini, C., Mussati, M. C., & Aguirre, P. (2012). On process optimization considering LCA
methodology. Journal of environmental management, 96(1), 43-54.
https://doi.org/10.1016/j.jenvman.2011.10.014



https://doi.org/10.1111/jiec.12590
https://doi.org/10.5172/impp.2011.13.3.291
https://www.designsociety.org/publication/35302/INTEGRATION+OF+ENVIRONMENTAL+CRITERIA+IN+THE+CO-DESIGN+PROCESS%3A+CASE+STUDY+OF+THE+CLIENT%2FSUPPLIER+RELATIONSHIP+IN+THE+FRENCH+MECHANICAL+INDUSTRY
https://www.designsociety.org/publication/35302/INTEGRATION+OF+ENVIRONMENTAL+CRITERIA+IN+THE+CO-DESIGN+PROCESS%3A+CASE+STUDY+OF+THE+CLIENT%2FSUPPLIER+RELATIONSHIP+IN+THE+FRENCH+MECHANICAL+INDUSTRY
https://www.designsociety.org/publication/35302/INTEGRATION+OF+ENVIRONMENTAL+CRITERIA+IN+THE+CO-DESIGN+PROCESS%3A+CASE+STUDY+OF+THE+CLIENT%2FSUPPLIER+RELATIONSHIP+IN+THE+FRENCH+MECHANICAL+INDUSTRY
https://www.designsociety.org/publication/35302/INTEGRATION+OF+ENVIRONMENTAL+CRITERIA+IN+THE+CO-DESIGN+PROCESS%3A+CASE+STUDY+OF+THE+CLIENT%2FSUPPLIER+RELATIONSHIP+IN+THE+FRENCH+MECHANICAL+INDUSTRY
https://doi.org/10.1016/j.procir.2017.03.012
https://doi.org/10.1108/01443570610641666
https://scholar.google.com/scholar?hl=fr&as_sdt=0%2C5&q=Supply+chain+eco-information+sharing+in+the+product+development+process+through+computer+aided+design+software&btnG=
https://scholar.google.com/scholar?hl=fr&as_sdt=0%2C5&q=Supply+chain+eco-information+sharing+in+the+product+development+process+through+computer+aided+design+software&btnG=
https://scholar.google.com/scholar?hl=fr&as_sdt=0%2C5&q=Supply+chain+eco-information+sharing+in+the+product+development+process+through+computer+aided+design+software&btnG=
https://doi.org/10.1016/j.jclepro.2011.05.005
https://www.oecd.org/fr/agriculture/sujets/agriculture-et-environnement/
https://doi.org/10.1016/j.ijpe.2014.02.009
https://doi.org/10.1108/02635571011038990
https://doi.org/10.1016/j.jenvman.2011.10.014

76.

PricewaterhouseCoopers. (2013). Supplier Relationship Management: How key suppliers drive your company’s
competitive advantage. Online https://www.pwc.nl/nl/assets/documents/pwc-supplier-relationship-
management.pdf , consulted on 06 December 2021

Renou, S., Thomas, J. S., Aoustin, E., & Pons, M. N. (2008). Influence of impact assessment methods in
wastewater treatment LCA. Journal of Cleaner Production, 16(10), 1098-1105.
https://doi.org/10.1016/j.jclepro.2007.06.003

Roblin, L. (2018). Sous la chaussure, I’empreinte. Revue Projet, 366, 28-34.
https://doi.org/10.3917/pro0.366.0028

Roehrich, J. K., Hoejmose, S. U., & Overland, V. (2017). Driving green supply chain management performance
through supplier selection and value internalisation: A self-determination theory perspective. International
Journal of Operations & Production Management, 37(4), 489-509. https://doi.org/10.1108/1JOPM-09-2015-
0566

Roman, P., Muylaert, C., Ruwet, C., Thiry, G., & Maréchal, K. (2020). Intégrer la territorialité pour une
économie de la fonctionnalité plus soutenable. Développement durable et territoires. Economie, géographie,
politique, droit, sociologie, 11(1). https://doi.org/10.4000/developpementdurable.17046

Rowley, J. (2002). Using case studies in research. Management research news, 25(1), 16-27.
https://doi.org/10.1108/01409170210782990

Sariatli, F. (2017). Linear economy versus circular economy: A comparative and analyzer study for optimization
of economy for sustainability. Visegrad Journal on Bioeconomy and Sustainable Development, 6(1), 31-34.
DOI: 10.1515/vjbsd-2017-0005

Schéfer, M., & Lower, M. (2021). Ecodesign—A Review of Reviews. Sustainability, 13(1), 315.
https://doi.org/10.3390/su13010315

Schuh, G., Potente, T., Wesch-Potente, C., Weber, A. R., & Prote, J. P. (2014). Collaboration Mechanisms to
increase Productivity in the Context of Industrie 4.0. Procedia CIRP, 19, 51-56.
https://doi.org/10.1016/j.procir.2014.05.016

Seuring, S., & Miller, M. (2008). From a literature review to a conceptual framework for sustainable supply
chain management. Journal of cleaner production, 16(15), 1699-1710.
https://doi.org/10.1016/j.jclepro.2008.04.020

Sezen, B., & Cankaya, S. Y. (2013). Effects of green manufacturing and eco-innovation on sustainability
performance. Procedia-Social and Behavioral Sciences, 99, 154-163.
https://doi.org/10.1016/j.sbspro.2013.10.481

Sharfman, M. P., Shaft, T. M., & Anex Jr, R. P. (2009). The road to cooperative supply-chain environmental
management: trust and uncertainty among pro-active firms. Business Strategy and the Environment, 18(1), 1-13.
https://doi.org/10.1002/bse.580

Singh, P. K., & Sarkar, P. (2019). A framework based on fuzzy AHP-TOPSIS for prioritizing solutions to
overcome the barriers in the implementation of ecodesign practices in SMEs. International Journal of
Sustainable Development & World Ecology, 26(6), 506-521. https://doi.org/10.1080/13504509.2019.1605547

Sdéderholm, P., & Tilton, J. E. (2012). Material efficiency: An economic perspective. Resources, conservation
and recycling, 61, 75-82. https://doi.org/10.1080/13504509.2019.1605547

Superbrosse. (2021). Les 5 chiffires clés sur ['impact des brosses a dents en plastique sur [’environnement. Online
https://www.superbrosse.fr/blogs/le-blog-superbrosse/les-5-chiffres-cles-sur-l-impact-des-brosses-a-dents-en-
plastique-sur-I-
environnement#:~:text=Ces%20100%20millions%20de%20brosses,|%27environnement%20et%20polluent%20,
consulted on 05 May 2022

SuperZéro. (n.d.). L équipe. Online https://superzero.eu/lequipe/, consulted on 06 May 2022



https://www.pwc.nl/nl/assets/documents/pwc-supplier-relationship-management.pdf
https://www.pwc.nl/nl/assets/documents/pwc-supplier-relationship-management.pdf
https://doi.org/10.1016/j.jclepro.2007.06.003
https://doi.org/10.3917/pro.366.0028
https://doi.org/10.1108/IJOPM-09-2015-0566
https://doi.org/10.1108/IJOPM-09-2015-0566
https://doi.org/10.4000/developpementdurable.17046
https://doi.org/10.1108/01409170210782990
https://doi.org/10.3390/su13010315
https://doi.org/10.1016/j.procir.2014.05.016
https://doi.org/10.1016/j.jclepro.2008.04.020
https://doi.org/10.1016/j.sbspro.2013.10.481
https://doi.org/10.1002/bse.580
https://doi.org/10.1080/13504509.2019.1605547
https://doi.org/10.1080/13504509.2019.1605547
https://www.superbrosse.fr/blogs/le-blog-superbrosse/les-5-chiffres-cles-sur-l-impact-des-brosses-a-dents-en-plastique-sur-l-environnement#:~:text=Ces%20100%20millions%20de%20brosses,l%27environnement%20et%20polluent%20
https://www.superbrosse.fr/blogs/le-blog-superbrosse/les-5-chiffres-cles-sur-l-impact-des-brosses-a-dents-en-plastique-sur-l-environnement#:~:text=Ces%20100%20millions%20de%20brosses,l%27environnement%20et%20polluent%20
https://www.superbrosse.fr/blogs/le-blog-superbrosse/les-5-chiffres-cles-sur-l-impact-des-brosses-a-dents-en-plastique-sur-l-environnement#:~:text=Ces%20100%20millions%20de%20brosses,l%27environnement%20et%20polluent%20
https://superzero.eu/lequipe/

77.

The International Organization for standardization. (2006). ISO 14044: 2006 Environmental management — Life
cycle assessment — Requirements and guidelines. Online https://www.iso.org/obp/ui/#iso:std:iso:14044:ed-
1:v1:fr, consulted on 10 January 2022

Testa, F., & Iraldo, F. (2010). Shadows and lights of GSCM (Green Supply Chain Management): determinants
and effects of these practices based on a multi-national study. Journal of cleaner production, 18(10-11), 953-
962. https://doi.org/10.1016/j.jclepro.2010.03.005

Tse, T., Esposito, M., & Soufani, K. (2015). Why the circular economy matters? European Business Review.
Online http://www.europeanbusinessreview.com/?p=8372, consulted on 10 January 2022

Vachon, S., & Klassen, R. D. (2008). Environmental management and manufacturing performance: The role of
collaboration in the supply chain. International journal of production economics, 111(2), 299-315.
https://doi.org/10.1016/j.ijpe.2006.11.030

Vallet, F., Eynard, B., Millet, D., Mahut, S. G., Tyl, B., & Bertoluci, G. (2013). Using ecodesign tools: An
overview of experts' practices. Design Studies, 34(3), 345-377. https://doi.org/10.1016/j.destud.2012.10.001

Van Hemel, C., & Cramer, J. (2002). Barriers and stimuli for ecodesign in SMEs. Journal of cleaner
production, 10(5), 439-453. https://doi.org/10.1016/S0959-6526(02)00013-6

Vasileiou, K., & Morris, J. (2006). The sustainability of the supply chain for fresh potatoes in Britain. Supply
Chain Management: An International Journal, 11(4), 317-327. https://doi.org/10.1108/13598540610671761

Wang, Y., Levis, J. W., & Barlaz, M. A. (2021). Development of streamlined life-cycle assessment for the solid
waste management system. Environmental Science & Technology, 55(8), 5475-5484.
https://doi.org/10.1021/acs.est.0c07461

World Commission on Environment and Development (WCED). (1987). Our Common Future: Brundtland
report. Online https://www.are.admin.ch/are/en/home/media/publications/sustainable-development/brundtland-
report.html, consulted on 10 December 2021

Yin, R. (2009). Case Study Research: Design and Methods (4e ed., Vol. 5). Thousand Oaks, CA: SAGE INC

Yong, R. (2007). The circular economy in China. Journal of Material Cycles and Waste Management, 9, 121
129. https://doi.org/10.1007/s10163-007-0183-z

Yu, F., Yang, Y., & Chang, D. (2018). Carbon footprint based green supplier selection under dynamic
environment. Journal of cleaner production, 170, 880-889. https://doi.org/10.1016/j.jclepro.2017.09.165

Zelbst, P. J., Green, K. W., Abshire, R. D., & Sower, V. E. (2010). Relationships among market orientation, JIT,
TQM, and agility. Industrial Management & Data Systems, 110(5), 637-658.
https://doi.org/10.1108/02635571011044704

Zhu, Q., Sarkis, J., & Lai, K. H. (2007). Green supply chain management: pressures, practices and performance
within the Chinese automobile industry. Journal of cleaner production, 15(11-12), 1041-1052.
https://doi.org/10.1016/j.jclepro.2006.05.021



https://www.iso.org/obp/ui/#iso:std:iso:14044:ed-1:v1:fr
https://www.iso.org/obp/ui/#iso:std:iso:14044:ed-1:v1:fr
https://doi.org/10.1016/j.jclepro.2010.03.005
http://www.europeanbusinessreview.com/?p=8372
https://doi.org/10.1016/j.ijpe.2006.11.030
https://doi.org/10.1016/j.destud.2012.10.001
https://doi.org/10.1016/S0959-6526(02)00013-6
https://doi.org/10.1108/13598540610671761
https://doi.org/10.1021/acs.est.0c07461
https://www.are.admin.ch/are/en/home/media/publications/sustainable-development/brundtland-report.html
https://www.are.admin.ch/are/en/home/media/publications/sustainable-development/brundtland-report.html
https://doi.org/10.1007/s10163-007-0183-z
https://doi.org/10.1016/j.jclepro.2017.09.165
https://doi.org/10.1108/02635571011044704
https://doi.org/10.1016/j.jclepro.2006.05.021

78.

9 Appendix 1: Interview grid

Introduction :

Je suis Gauthier Grenson, étudiant en master 2 en ingénieur de gestion a I'UCLouvain et dans le cadre de mon
mémoire, je souhaite étudier I'impact de la gestion des fournisseurs (Supplier Relationship management) sur la
mise en ceuvre d'un projet d'éco-conception. J'aimerais analyser comment cette gestion des fournisseurs peut
soutenir et améliorer la mise en ceuvre d'un tel projet. Pour cela, j'aimerais vous poser quelques questions sur
votre processus d'éco-conception, et plus particulierement sur le rdle de vos fournisseurs dans celui-ci.

A propos de vous et de I’entreprise :

e Pouvez-vous vous présenter brievement ?

® Quelle est votre fonction au sein de I’entreprise ?

e Combien de salariés travaillent pour votre entreprise ?
® Quelle est la mission de I'entreprise en quelques mots ?

e Comment l'entreprise a-t-elle évolué depuis sa création ? A-t-elle toujours pris en compte I'environnement
dans son activité (écoconception, etc.) ou est-ce arrivé par aprés ? Comment I'entreprise souhaite-t-elle continuer
a ameéliorer son impact environnemental ?

Eco-conception :

e Quel était votre premier projet d'écoconception et pouvez-vous nous le décrire (motivation, approche,
objectif, réalisation, obstacles, solutions pour surmonter ces obstacles) ?

Exemple spécifique d’un de vos produits €co-congu :
e Pouvez-vous me donner un exemple concret de produit éco-congu dans votre entreprise et expliquer en

quoi il est éco-congu et ses caractéristiques (amélioration du produit de base, étapes du cycle de vie
impactées, mesure des impacts, etc....) ?

e Comment s'est déroulé le processus de développement du produit, quelles ont été les étapes clés ?
Evaluation de I'impact (quels outils), processus de conception, etc. Dans quelles étapes les fournisseurs
ont-ils été impliqués ?

Bénéfices de 1’éco-conception :

e  Pouvez-vous m'expliquer les avantages de I'éco-conception pour votre entreprise et comment vous mesurez
ces améliorations (financiéres, écologiques, nouveaux clients, etc.) ?

Gestion des fournisseurs dans une démarche d’éco-conception :

e Comment les fournisseurs sont-ils impliqués dans votre processus d'éco-conception et quel rdle y joue
la gestion des fournisseurs (sélection, évaluation et collaboration) ?

Sélection des fournisseurs

e Sur base de quels critéres (financiers, écologiques, etc.) et mesures sélectionnez-vous vos fournisseurs ?
Comment fonctionne ce processus de sélection et quels sont pour vous les avantages de cette sélection ?
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Evaluation des fournisseurs

e Une fois que vous avez sélectionné vos fournisseurs, avez-vous mis en place un systéme de mesure de
la performance de ceux-ci pour vous assurer qu'ils respectent leur engagement environnemental et vos
exigences ? Quelles données mesurez-vous et comment utilisez-vous ces données dans votre activité ?

e Comment pensez-vous que ces mesures ont amélioré la performance du fournisseur concerné ? Qu'en
est-il de votre propre performance ?

e Dautre part, le fournisseur a-t-il accés aux mesures de performance de votre propre entreprise pour voir
quels processus doivent étre améliorés ? Avez-vous été en mesure d'améliorer certains domaines de
votre entreprise grace a cela ?

Collaboration avec les fournisseurs

e Vos fournisseurs sont-ils fortement impliqués dans le processus de développement de vos produits ?
Cette collaboration vous a-t-elle seulement permis d'obtenir des matieres premiéres et des composants
mieux adaptés a vos besoins ou le fournisseur a-t-il réellement participé au développement du produit
lui-méme, a l'amélioration de vos processus, etc.

e Comment cette collaboration a-t-elle été organisée ? Alliances stratégiques, coentreprises, accords de
coopération, collaboration virtuelle, intégration verticale, horizontale ou latérale, etc.

e  Cette collaboration a-t-elle uniqguement entrainé des améliorations environnementales pour I'entreprise
ou également des améliorations financieres ? De meilleurs prix, une meilleure livraison, etc.

e Quels ont été les obstacles et les difficultés rencontrés dans cette collaboration ? Avez-vous clairement

défini les droits et les obligations de chacun ? Comment avez-vous communiqué les uns avec les autres
?

Conclusion :

e De maniere générale, pensez-vous que I'éco-conception dans votre entreprise est un succes ?
e Sioui, pensez-vous que le réle de vos fournisseurs a été important ? Et quels ont été les principaux
points sur lesquels les fournisseurs ont été déterminants ?
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10 Appendix 2 : Interview Norm

Date : 13/04/2022

Gauthier Grenson : GG

Antoine Bodart : AB

GG :[ Présentation du sujet de mémoire]

GG : Peux-tu te présenter toi et I’entreprise bri¢vement ?

AB : Moi c’est Antoine, on a créé Norm il y a maintenant 3 ans. On a créé ¢a a trois, on était tous les 3 dans le
secteur de la chaussure et on a constaté dans notre travail de tous les jours qu’il y avait un réel manquement au
niveau de I’industrie de la chaussure de produits plus durables ou en tout cas durables comme nous on voulait le
faire. Tout est parti de cette constatation. On se posait des questions sur ce qu’on faisait, au quotidien, sur ce qui
se passe dans le cadre de ton travail et ¢’est comme ¢a que de fil en aiguille on a commencé a réfléchir et a regarder
ce qui se passait sur le marché. On s’est rendu compte qu’il n’y avait finalement pas de solution qui était selon
nous suffisamment convenable. Il y avait pas mal de marques et de tentatives de trucs mais rien de concret. Pourtant
on voyait qu’il y avait une évolution mais il n’y a pas quelque chose qui nous nous parle & 100 % et donc on s’est
dit qu’il y avait quelque chose a faire, qu’on pouvait lancer un truc nous-mémes. Et puis la il y a eu tout un travail
qui a beaucoup évolué puisqu’il y a eu avant le lancement sur le marché presque 2 ans de recherche pour trouver
des partenaires, pour trouver des matiéres. On était parti avec un design de sneakers assez basique qui a évolué au
cours du temps et notre volonté depuis le départ c’est vraiment d’avoir le truc qui a le moins d’impact possible.
Qu’est-ce qu’on peut utiliser comme matiére ? De quelle maniere ? Comment en combinant tout ca, avec des
fournisseurs le plus proche de chez nous, on pouvait arriver a avoir un produit avec le plus faible impact. L’éco-
conception, on en parle beaucoup mais ce n’est pas toujours si simple. Nous on a essayé d’utiliser les technologies
et matériaux qu’on avait a disposition pour faire évoluer notre design pour réduire ’impact. Il faut savoir qu’une
chaussure, c’est fait avec pas mal d’éléments, pas mal de piéces. Normalement une tige de chaussure classique
c’est fait avec différentes pieces, avec différents morceaux, souvent en cuir, donc tu prends une peau, tu découpes
ce dont tu as besoin et il te reste beaucoup de déchets comme ce sont des formes qui sont plutét arrondies. Tout
cela on voulait éviter et donc nous, en faisant nos recherches on s’est rendu compte que la maniére la plus efficace
de faire une tige de chaussure c’était avec du fil, des matiéres plutot textiles. Cela permet de tisser sur une forme
bien définie. Aprés cela on a encore évolué et on a trouvé la technologie du 3D Knit qui permet de faire la tige en
un seul morceau, directement a dimension, avec du fil, et sans avoir de pertes, pas de déchets. C’est un des éléments
principaux sur lequel on a travaillé et qui permet de faire de belles économies, d’utiliser la matiére qu’on voulait
et de produire moins de déchets. La on a utilisé du polyester recyclé parce que c’est un fil que 1’on trouve
facilement, qui est 100% recyclé et qui se recycle mécaniquement et donc avec un impact assez faible. C’est la
méme matiére qu’on a utilisée sur nos lacets, sur nos étiquettes pour essayer d’avoir le mix de matiére le plus
faible possible parce que ¢a c’est important pour la fin de vie du produit quand tu viens recycler, d’essayer de pas
avoir 50 matieres différentes.

GG : La dans I’entreprise, combien étes-vous a travailler au total ?

On est 3 aujourd’hui. On est deux plus dans 1’opérationnel, Nicolas et moi, et un responsable du design des
produits.

GG : Est-ce que Norm a toujours été des chaussures éco-congues ou de base cela ne 1’était pas ?

AB : Dans le cadre de Norm oui. Pour I’instant on n’a qu’un modele dans différents coloris. Apres, nous on vient
de I’industrie de la chaussure beaucoup plus classique. Mais pour Norm I’éco-conception c¢’était vraiment le
postulat de départ de créer une marque qui dés le départ considere la durabilité, la transparence et la modernité.
Ce sont les 3 piliers sur lesquels on a créé la marque.

GG : Au départ, quels ont été les obstacles a se lancer dans 1’éco-conception ?

AB : Au départ, la plus grande problématique c’est de trouver les maticres et les partenaires. C’est quelque chose
qui a pas mal évolué. Aujourd’hui, on trouve beaucoup plus de choses mais a nos premieres recherches il y a 5
ans, c’était compliqué de trouver des gens. C’est un secteur assez classique, qui fonctionne toujours de la méme
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maniére, ou il n’y a pas beaucoup de renouveau. Malheureusement, dans le secteur du textile et de la mode, il n’y
a pas beaucoup de contraintes législatives. Il n’y a pas beaucoup de régulation. Il y a beaucoup de gens qui font
un peu ce qu’ils veulent et donc ¢a n’a pas tendance a beaucoup bouger et donc trouver des fournisseurs qui
faisaient les choses bien, qui avaient envie de changer les choses et ou ce n’était pas du greenwashing c’était trés
compliqué au départ. Cela nous a contraints dans notre design, dans notre maniere de faire, dans le prix de vente.
C’était une volonté de travailler qu’en Europe mais avec des matieres qui sont quand méme chéres. Aujourd’hui
¢a a un impact sur le prix final et donc il y a eu tout un travail la-dessus aussi. Ca ¢’était une grande difficulté. [...]
Trouver des gens qui sont sincéres, c’est vraiment difficile parce que le durable ¢’est tendance et on en parle
partout donc tout le monde essaye de faire quelque chose mais beaucoup de gens profitent juste du truc. lls se
prétendent durables mais quand tu creuses, pas du tout.

GG ; Est-ce que vous avez d’autres éléments, en plus de 1’éco-conception pour améliorer I’impact de votre
entreprise ?

AB : Tout ce qu’on fait est réfléchi selon un aspect durable : le produit, le packaging en craft par exemple, sans
plastique et qui n’est pas peint pour étre réutilisé. Les locaux eux, sont chez Greenbeans un batiment totalement
passif. [...].

GG : Quelles sont les étapes du cycle de vie qui ont été améliorées ?

AB : La conception tout d’abord : quantité de matiére utilisée, le nombre de matiére différentes, la semelle en
caoutchouc naturel, contrairement a la majorité des autres chaussures qui utilisent des matiéres pétroliféres. [...].
La chaussure est aussi congue pour étre recyclée facilement en fin de vie. [...] Dans une chaussure il y a
énormément de composants : semelle intérieure, semelle extérieure, lacet, étiquette. On voulait que tout soit fait
en Europe, c’était le point le plus important. Au départ on avait des fournisseurs en France, en Italie, en Espagne,
au Portugal. Aujourd’hui on a changé ¢a et la majorité des composants vient du Portugal dans un rayon hyper petit.
Il y a juste le fil qui vient d’Espagne. On voulait I’empreinte géographique la plus petite. C’est le Portugal parce
qu’il n’y a pas ce savoir-faire 1a en Belgique. Il y a un nid de savoir-faire pour la chaussure au Portugal.
L’assemblage est fait au Portugal aussi. [...]. En ce qui concerne le transport, il est fait par camion mais vu les
volumes de production, on fait des groupages avec d’autres entreprises. [...].

GG : Comment avez-vous mesuré I’impact de vos produits ?

AB : On a travaillé avec un consultant externe, Co2 Strategy et qui a fait toute 1’analyse bilan carbone. Tout
d’abord il y a eu I’analyse du produit en lui-méme. La on n’a pas fait une LCA compléte par une entreprise
spécialisée parce que ¢a colte trés cher et que ¢a prend énormément de temps. On s’est surtout basé sur la littérature
et surtout sur le Higg-index qui fait partie d’un groupement qui s’appelle Sustainable Apparel Coalition et qui pour
chaque matiére a fait des analyses d’empreinte, de consommation d’eau, de produits chimiques, etc. Pour chaque
matiére en fonction de la maniére dont tu ’utilises, si tu fais du tricot, du tissé, etc. En plus de cet indice on a aussi
utilisé des LCA d’autres marques. On a développé grace a ¢a une sorte de template qu’on réutilise. En gros, tu
prends tes indices, tu mets un coefficient en fonction du poids des composants dans la chaussure. Nous, tout est
basé sur le poids. On pése chaque composant séparément, donc on sait I’émission de Co2 pour chaque composant,
on ajoute les émissions de transport de chaque composant vers 1’usine d’assemblage puis de ’assemblage vers ici.
On prend bien stir une marge d’erreur car c¢’est compliqué d’avoir une donnée exacte. On prend 20% sur le transport
parce que en réalité tu ne sais pas la distance précise qui est faite chaque fois, cela peut varier. Sur les matiéres ¢a
peut aller jusqu’a 50 % d’incertitude. [...]. Bien sir, il y a moyen d’aller plus loin avec une vrai LCA mais on a
été conservateur dans notre approche donc on pense que c’est cohérent. On a aussi fait une analyse bilan carbone
au sein de la structure mais ¢a, c’est plus large. Avec la méme boite de consultance, on a la aussi développé un
template qui prend en compte tous les aspects hors produit : transport de personnes, retailer, etc.

GG : Quelles étaient les différentes étapes du développement du produit ?

AB : 1l y a toujours toute une série de prototypes. Comme on veut aller jusqu’au bout des choses, on essaye d’aller
plus loin dans la supply chain. Dans 1’industrie classique, la marque envoie au fabricant le modéle qu’il veut et le
fabricant s’arrange lui-méme pour sous-traiter une partie etc, tant que le produit final est l1a. Dans ce cas-ci, on
achéte nos matieres premiéres nous-mémes et donc pour chaque élément on a la responsabilité du design, de la
mise en production, etc. Donc, ¢a complique tout parce que c’est toi qui trouves tous les contacts et qui fais tous
les liens. Si tu changes un peu ta semelle, ¢a change ta forme et tout change. [...].
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GG : Au moment du développement du produit, quand est-ce que le fournisseur intervient ?

AB : On a nous une connaissance du secteur de la manufacture et la maniére dont les choses peuvent se faire en
sachant ce qui est faisable. Mais les techniques évoluent tout le temps. Le fournisseur est donc parfois plus au
courant que nous de ce qu’il est possible de faire. [...]. Au départ Nico fait un dessin, qui va étre transformé par
les différents fournisseurs. Pour la semelle par exemple, sur base du dessin, on va créer un pied 3d sur base des
épaisseurs, formes de la chaussure, a la main. C’est un formier qui fait ¢a. Sur base de cela, ils font la semelle
extérieure en 3d printing, puis on fait un premier essai de montage, puis on fait des changements. C’est beaucoup
d’interaction avec les fournisseurs. Les lacets par exemple, ca c’est moins important. C’est vraiment pour la
semelle extérieure qu’il faut travailler avec les fournisseurs. [...].

GG : Est-ce que c’est déja arrivé que le fournisseur vous fasse des suggestions d’amélioration ?

AB : Bien s(r, ¢a arrive car ¢a reste un échange. Par exemple, ¢’est notre fournisseur de chaussures qui nous a
suggéré de modifier notre forme de semelle pour des soucis de confort et d’utilisation de matiére. On ne pense
pas & tout et le fournisseur est la pour donner des idées. [..] La maniére dont ¢’est moulé par contre, ¢a c’est le
fournisseur qui s’en charge en fonction de ses compétences, ce n’est pas nous qui choisissons.

GG : Est-ce que le fournisseur a suggéré des améliorations environnementales ?

AB : Non, ce n’est pas encore réellement arrivé parce que nous on est déja vraiment exigeant la-dessus et donc on
a di pousser le fournisseur a aller le plus loin possible dans sa démarche. Ca reste de 1’industrie, donc si toi tu n’es
pas exigeant, rien n’arrive. [...]

GG : Sur base de quels criteres avez-vous sélectionné vos fournisseurs ?

AB : Nous on voulait tout d’abord des fournisseurs qui soient en Europe, qui respectent une certaine éthique, qui
payent leurs employés correctement. On voulait qu’ils soient responsables, responsabilisés et labellisés. Nos
fournisseurs ont soit un label Oeko-tex soit un label Recycle standard ou ISO 14000. C’est fortement controversé
pour le moment parce que on est dans un secteur les plus polluant mais le moins régulé au monde. C’est pour ¢a
qu’il y a des scandales, surtout éthiques. Une chaussure ¢’est 99 pourcents de travail manuel et une chaussure
revient & 4 euros a la production pour Nike. Donc physiquement, ce n’est pas possible que leurs employés
travaillent dans de bonnes conditions. [...]. Dans le secteur de la chaussure, il y a des centaines de certifications et
de labels mais ce n’est pas toujours contrdlé et vérifié. Mais tant qu’il n’y aura pas de cadre 1égal, ¢a va rester flou.

[...]

Pour vérifier cela, on va visiter nos fournisseurs sur le terrain, voir comment ga se passe, vérifier ce qu’ils font.
Aprés comme ¢a reste en Europe, de maniére globale, c’est plus facile. Mais ce n’est pas toujours facile de savoir
« est-ce que celui-13, il a bien retraité ses eaux usées etc. ». [...]

Nous, on a aussi cette politique de transparence, on veut que nos fournisseurs soient transparents. Et des
fournisseurs qui ne veulent pas donner d’infos, on ne travaille pas avec. Ca restreint le choix, mais ¢’est comme
¢a. Aujourd’hui, dans la majorité des cas, ils jouent le jeu car ils se rendent bien compte que c’est important pour
tout le monde et si tu fais les choses bien, tu n’as rien a cacher. Tu le sens rapidement. S’il ne veut pas te dire d’ou
vient son fil, ¢a ne sert a rien de travailler avec. Certains sont conservateurs. [...].

GG : Est-ce que ¢a vous est déja arrivé aprés un certain temps de vous rendre compte que le fournisseur n’était
pas adapté ?

AB : Environnementalement parlant non. Il y a juste que comme ce sont des petits volumes de production, on reste
un petit client. Donc, si tu n’as pas un partenaire qui croit dans ton projet et qui te suit, tu es trop vite trop petit et
du coup, tu passes en dernier. C’est pour ¢a qu’on a changé plusieurs fois. On a aussi changé de fournisseur pour
rassembler tous les fournisseurs et réduire aussi bien I’impact écologique que le temps de livraison. [...].
Aujourd’hui, en plus de ¢a, on a un agent au Portugal qui travaille pour nous et qui tourne dans les usines pour
veérifier le travail et ¢ca nous permet a nous de ne pas tout le temps étre sur place. Et si tu n’es pas sur place, ¢’est
compliqué de faire avancer les choses.[...].

GG : Avez-vous un systéeme de mesure de performance pour voir si dans la réalité 1’activité du fournisseur est en
lien avec vos attentes ?
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AB : On a que tres peu de fournisseurs qui vont aussi loin que c¢a dans leur démarche, ca commence tout
doucement. [...]. On est un peu moins regardant a ¢a maintenant parce que c’est difficile de tout contrdler. Il y a
des labels de certification mais plus pour le produit. Global recycle standard par exemple va vérifier que 1’usine
utilise bien les matériaux recyclés, qu’ils le font de manicre propre, que leur recyclage respecte les normes
environnementales en vigueur, leur consommation d’eau, etc. On se référe donc plus a ces certifications et a la
tracabilité des produits. Avec notre taille, c’est impossible de tout controler. Rien que le fait de visiter les usines,
tu vois si ¢a dérape ou pas. [...]. Bien slr ¢a reste un domaine assez artistique, et donc ils vont te dire qu’ils peuvent
produire en 3 semaines mais en réalité ¢a sera 6. C’est comme ¢a, on le sait.

GG : Comment le choix du fournisseur impacte-t-il, selon toi, la performance de 1’entreprise ?

AB : Il impacte trés fortement. Parce que certaines usines prétendent faire des semelles en matériaux recyclés mais
ces gens-la faisaient des moules, ils broyaient le truc pour réinjecter derriere. Et donc, tu te rends compte que tu
peux faire confiance a personne. C’est donc crucial d’avoir des bons fournisseurs, d’étre exigeant et de trouver des
fournisseurs qui sont dans la méme optique que toi. Nous, on fait moins attention aux critéres financiers, de
livraisons etc. La qualité ¢a a un prix, mais on connait quand méme un peu les prix. Aujourd’hui par exemple on
paye une paire de semelles 6 euros, ce qui est tres cher pour le secteur. On préfere payer plus cher pour des choses
bien, et ca se refléte bien sir dans le prix de vente final mais c’est la dure réalité de 1’éco-conception. Ca a un
prix ! Nous, ¢’est vraiment la qualité et I’impact environnemental qui priment. [...]

GG : Est-ce que vos fournisseurs ont un ceil sur votre activité a vous ? Ou sur I’assemblage du produit par
exemple ?

AB : L’usine d’assemblage final a bien siir un ceil parce qu’il faut que le produit soit réalisable. Si tu choisis une
mauvaise matiére, un truc qui ne colle pas, etc. Par exemple sur les premiers modéles, on voulait utiliser une colle
a base d’eau mais il s’est avéré que cette colle n’avait pas une adhérence cohérente. En travaillant avec I’usine, on
a fait évoluer la chose et trouver d’autres solutions. [...]. Ca reste une discussion permanente. Les gens qui font le
3D Knit, forcément eux, ils ont besoin d’un type de fil spécial et il y a plein de sortes et ¢ca du coup, c’est une
discussion entre eux et 1’usine de fil pour trouver le meilleur compromis. Il y a quand méme des échanges qui se
font entre fournisseurs. [...].

GG : Donc concrétement, vous, vos fournisseurs ils sont principalement 1a comme fournisseurs de matiére
premiére ?

AB : Oui, apreés leur process de fabrication interne, c¢’est leur popote a eux. Nous, c’est le choix des matiéres, des
composants et du design. Mais ¢a reste une énorme collaboration. Une chaussure ¢a peut étre construit de 50
fagons différentes, donc il faut discuter avec ’usine en fonction de ce que toi tu veux.[...].

GG : Sous quelle forme est organisée cette collaboration ?

AB : Cette collaboration est juste sous forme d’un contrat fournisseurs-client, ce sont aussi beaucoup des visites
et discussions sur sites. C’est trés oral, trés peu d’écrit car ¢’est un domaine assez artistique. Il n’y a presque jamais
de contrat écrit, méme dans des entreprises a plus grande échelle. Juste des bons de commande. C’est pour ¢a que
c’est difficile a contréler aussi. [...]

GG : Comment communiquez-vous avec vos fournisseurs et comment cette communication se passe-t-elle ?

AB : 11y abeaucoup d’oral, de Whatsapp, d’email, de téléphone et beaucoup de contacts présentiels. Un des points
les plus importants, c’est le contact physique parce que ¢’est comme ¢a que tout se fait. C’est 1a que tu arrives a
avoir le soutien de tes fournisseurs.

GG : De maniére globale, est-ce que la collaboration se passe bien ?

AB : Les relations de maniere globale sont bonnes, le seul probléme c’est parfois les délais. C’est le sujet sensible.
Parce que ¢a décale tout. [...]. Si on était plus gros, on aurait moins d’agilité mais on aurait peut-étre des délais
plus courts. [...]. Comme on veut éviter les surstocks, on est obligé de rester flexible, et donc d’accepter un certain
délai des fournisseurs etc. [...].

GG : Quels sont selon vous les bénéfices de 1’éco-conception ?
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AB : Tout d’abord, tu respectes un peu plus la planéte, c’est I’objectif bien sir.[...]. Financiérement, il n’y a aucun
avantage. Le consommateur n’est pas présent pour payer plus cher. Ils veulent bien payer un peu plus, mais pas
autant que besoin. Nous, on essaye de compenser ¢a par la vente directe et moins par le retail. C’est pour ¢a qu’on
a décidé de faire des produits premium. Méme si tu utilises moins de matiéres premiéres et moins de matiéres
différentes, ca reste compliqué. Tu compliques tout, donc ¢a cotte plus cher.[...]. Mais ce n’est pas la faute du
consommateur. La responsabilité elle n’est pas chez le consommateur, elle est chez le producteur. Il faut que le
gouvernement impose des choses aux producteurs. [...]. Il y a aussi beaucoup trop de greenwashing et les gens
sont un peu perdus. [...] Malgré tout le secteur a quand méme fort changé entre il y a quelques années et
maintenant, et de maniére positive. Il y a de plus en plus de gens qui y pensent. [...]

Nous par exemple pour faire la toile 3D, c’est deux bouteilles d’eau qu’on recycle. Parce que le recyclage de textile
pour refaire du textile c’est quasi impossible parce que le probleme c’est que les fibres sont trop courtes alors
qu’avec du plastique d’une bouteille, tu peux avoir des fibres plus longues. Il y a 0,01 % du textile qui est recyclé
en textile. Il n’y a rien qui se fait. Et ¢’est 1a que tu te poses des questions et que tu veux proposer des choses. [...].
Les gens sont plus conscients de I’environnement mais n’agissent en réalité pas, parce que c’est compliqué et
qu’on n’a pas les bonnes informations.

GG : Pour résumer, dans un projet d’éco-conception, quels sont les éléments sur lesquels le fournisseur a un
impact ?

AB : [...] Il a un énorme impact sur la faisabilité parce que tu as des contraintes de matiéres, de techniques de
fabrication, etc. Cela permet aussi de trouver le juste milieu entre la réalité économique et ton éco-conception. La,
le fournisseur a un impact important. [...] A notre niveau cependant, on ne change pas les techniques de fabrication.
Il y a un peu d’adaptation, mais pas trop. [...].

GG : Est-ce que tu penses que certains fournisseurs accepteraient de travailler avec vous juste pour améliorer leur
propre image ?

AB : Je pense que oui, aprés vu qu’on est petit, I’effet n’est pas énorme mais quand méme. Pour les semelles, ¢a
joue un peu mais pour I’assemblage pas trop parce que les entreprises ne sont pas forcément trés attachées a leur
image.[...].

GG : [Conclusion et remerciements]
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11 Appendix 3 : Interview J’aime mes dents

Date : 15/04

Gauthier Grenson : GG

Thomas Jeanvret : TJ

GG : [Présentation du sujet du mémoire]

GG : Pouvez-vous vous présenter vous et votre entreprise ?

TJ : Je suis Thomas Jeanvret, j’ai co-fondé la marque « J’aime mes dents » et I’entreprise Altode. J’aime mes dents
a été créée en 2017, on est 3 associés en tout. [...]. L’idée de départ était de proposer des brosses a dents naturelles
vendues par abonnement. Afin d’avoir les fonds nécessaires, on a démarré avec une campagne participative sur
Ulule. [...]. On vendait des brosses a dents en bambou par abonnement avec comme objectif de répondre a deux
problématiques. I1'y a beaucoup trop de plastique dans 1’univers de la salle de bain et deuxiémement le fait qu’il y
a un gros deéficit de changement de brosse & dents. On devrait consommer 4 brosses & dents tous les ans, et en
réalité on est plus a deux. Du coup, abonnement plus brosse a dents naturelle, on tenait un concept qui répondait a
deux problématiques. Au total on a récolté 7500 euros sur Ulule. [...]. Par la suite, on a été approché par certaines
épiceries vrac qui voulaient revendre des brosses a dents en bambou et ¢’est comme ¢a qu’on a commencé a
revendre & des professionnels. Aujourd’hui on travaille avec 800 revendeurs en Belgique, en France, en Suisse et
au Luxembourg. [...]. Pendant tout ce temps on a élargi la gamme en proposant du dentifrice solide, & croquer et
des brosses a cheveux. En termes de brosse a dents, on importe plus du tout de brosse a dent en bambou parce que
tout le bambou vient de Chine. En septembre on s’est mis a vendre des brosses a dents fabriquées en bois de hétre,
fabriquées en Suisse en partie. Et la brosse a dent avec téte interchangeable est fabriquée en France, pres de chez
nous. [...]. Actuellement il y a 9 employés dans I’entreprise.

GG : Qu’est-ce qui vous a motivés a vous lancer dans 1’éco-conception ?

TJ: Au tout début, il y a une envie d’entreprendre avec deux collégues de travail et de revisiter un objet du
quotidien qui n’avait pas été revisité depuis un certain moment et en y mettant cette dimension éco-
responsable.[...].

GG : Quelles ont été les barriéres et freins a cette démarche ?

TJ: Le sourcing n’était pas facile car on n’y connaissait rien du tout. On n’a pas eu de gros freins sauf qu’a
I’époque on voulait produire en France et le seul producteur de brosse a dents en France ne faisait que des brosses
en plastique. [...] Depuis il en fait.

GG : Pourriez-vous me donner un exemple de produit et m’expliquer quels ont été les impacts diminués et les
étapes du cycle de vie impactées ? Comment avez-vous mesuré cette diminution d’impact ?

TJ: Aujourd’hui on ne sait pas le mesurer car on n’a pas les compétences pour cela, pour mesurer des bilans
carbones, des rejets de Co2 et faire une LCA. On a envie de le faire mais on n’a pas le staff, mais cela nous intéresse
beaucoup. Nous on fait plutot ¢a par bon sens. C’est évident d’avoir moins d’impact en produisant des brosses a
dents en bois de hétre avec du bois qui vient de foréts francaises, transformé dans des scieries frangaises qui sont
juste a c6té du menuisier et ce menuisier étant & moins de 500 km de chez nous. Il n’y a pas besoin de faire une
analyse complexe pour comprendre. C’est d’office mieux que de sourcer a 1’étranger. [...]. Aujourd’hui notre
démarche, elle, est surtout basée sur du bon sens mais on souhaite aller plus loin et avoir des mesures qui soient
tangibles et indiscutables. C’est ce vers quoi on veut aller. [...].

GG : En dehors du sourcing, est-ce que d’autres étapes du cycle de vie sont moins impactées ?

TJ: [...]. En termes d’usage non, I’'usage est le méme. Pour les dentifrices solides, la consommation d’eau est
diminuée et ils sont rechargeables. C’est donc en quelque sorte une diminution d’impact. [...]. On a aussi réduit la
partie plastique au minimum et donc le manche est en bois et la téte en plastique est interchangeable. On ne change
que ce qui s’use. Pour la téte, on propose un service de collecte dans I’ensemble des points de vente qui s’appelle
« Souriez, vous recyclez » et donc ¢’est une boite qui permet au client de déposer ses déchets dentaires en magasin.
Une fois la boite pleine, le magasin nous renvoie la boite et nous on travaille avec Teracycle qui est un organisme
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qui fait du recyclage. [...]. Cette téte interchangeable, elle est en plastique vierge mais on est en train de travailler
pour proposer une téte en plastique recyclée ou biosourcée. [...]

GG : Quels sont selon vous les avantages de 1’éco-conception ?

TJ: Au-dela de I’impact, nous on est convaincu que c¢’est le sens de 1’histoire. Mettre sur le marché un produit
dont on ne sera pas responsable de sa fin de vie dans les 5 a 10 ans a venir, ¢a sera impossible. 1l y aura une loi
contre cela car il y a beaucoup trop de déchets. Ca va responsabiliser les industriels a mettre en place une filiére
de recyclage et de collecte des déchets usagés qui sortiront de leur usine. Et inciter le consommateur aussi via des
incitations. Donc nous on a I’avantage de s’inscrire dans une démarche qui est iné¢luctable et par laquelle on devra
d’office passer. [...]. A notre stade, ce sont aussi des ¢léments de communication qui nous permettent de prendre
un avantage concurrentiel face a nos concurrents ne proposant pas ce type de produits.[...].

GG : Depuis le lancement avez-vous vu une amélioration des considérations écologique des clients ?

TJ: [...] Depuis le covid, ¢a s’est encore accéléré. Ce n’est pas forcément 1’éco-conception mais surtout la
recherche d’une consommation locale et de savoir ce qu’on consomme. Savoir dans quelle matiére il est fait, d’ou
vient cette matiére, est- ce que I’entreprise est responsable dans la maniére de produire, etc. Les jeunes sont surtout
en recherche de ¢a. [...]

GG : Sur base de quels critéres avez-vous sélectionné vos fournisseurs ?

TJ:[...] Le premier critére c’est I’aspect local des fournisseurs. On recherche la compétence et le savoir-faire qui
est le plus proche de nous, a 1’échelle départementale, régionale puis nationale et internationale. La question
environnementale arrive trés trés rapidement. Quand on a sourcé notre partenaire pour le packaging, dés la réunion
de présentation, on lui a demandé comment il pouvait nous accompagner sur une démarche d’éco-conception par
rapport au besoin dont on va vous parler tout au long de ’année : flyers, packaging, etc. L’ imprimeur n’avait donc
pas le choix que de nous exposer tous ses gestes environnementaux. L’ imprimerie par exemple a des compresseurs
et ils utilisent la chaleur émise par ceux-ci pour chauffer son batiment. Ce sont des choses de bon sens mais cela
montre que I’entreprise a conscience des enjeux. |[...].

GG : Est-ce que vous regardez aussi aux certifications de vos fournisseurs ?

TJ: Oui bien sdr, ¢a rentre dans la réflexion. Nous-mémes, on va recruter une personne sur tout ce qui va étre
RSE, pour nous-mémes obtenir une certification. [...]

GG : Est-ce que vous avez déja changé un fournisseur en vous rendant compte que certains points n’étaient pas
respectés ?

TJ :[...].Pour des raisons de greenwashing, non ce n’est jamais arrivé. Aprés il y a ce que va afficher le fournisseur,
ses labels, ses certificats, sa démarche et puis il y a un moment la réalité soit économique, soit du terrain qui
rattrape la chose. Parfois il n’y a juste pas moyen de faire autrement que comme ¢a et ce comme ¢a n’est pas hyper
vertueux et peut polluer. Il y a des réalités économiques et si on veut avancer on n’a pas le choix. [...]

GG : [...]. Vous n’avez donc pas de systéme de mesure de la performance de vos fournisseurs ?

TJ : [...] Non, on a pas du tout ¢a mais ce sont des choses qu’on souhaite mettre en place. Cela rentre dans des
critéres d’évaluation, des normes de qualités comme la 9001 peut-étre. [...]

GG :[...] Est-ce qu’eux au contraire ont acces a des mesures de performance de votre entreprise et qu’ils pourraient
donner leur avis dessus ? [...]

TJ:[...] Non pas du tout. [...]

GG : Au niveau de la collaboration, est-ce qu’ils sont lors du développement du produit fortement impliqués dans
le développement et présents pour donner leur avis ?

TJ:[...] On essaye systématiquement dés le départ de faire comprendre au fournisseur notre mission, et pourquoi
on fait cela. Pour qu’ils comprennent au-dela du fait qu’on va leur demander de faire une certaine piéce, qui on
est, ce qu’on fait, quelles valeurs on porte pour que dans nos échanges cela ne soit pas une surprise pour eux. Que
ca soit évident pour eux. [...]. Si on a un fournisseur qui nous écoute a moitié par rapport a ¢a, la relation ne nous
intéresse pas. [...]
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Aujourd’hui, on a des partenaires qui comprennent trés bien nos enjeux et on les embarque dans notre projet. Dans
notre société il n’y a aucun des associés qui est du monde industriel ou du monde de la brosse a dents. On est plus
dans le commerce. On a donc un grand besoin d’écouter nos partenaires sur leur expertise métier technique que
nous n’avons pas du tout. C’est le match entre notre connaissance du marché et les connaissances techniques des
fournisseurs qui va permettre la création d’un produit adapté, techniquement faisable et économiquement
profitable. Si un produit n'est pas techniquement faisable ou trop cher au codt de revient, on va voir avec le
fournisseur ce qu’on peut améliorer pour arriver a un produit techniguement faisable et économiquement viable.

[...]

On va pousser notre partenaire dans ses retranchements, on va I’inviter a chercher avec son bureau d’étude des
solutions. C’est 1a qu’on sait si on a affaire a des gens qui ont I’envie de faire bien les choses. Parfois on arrive un
peu aux limites d’un fournisseur mais c’est notre manicre de faire et on ne veut pas faire de concession sur des
choses qui pourraient aller a I’opposé de nos valeurs.

GG : Donc, votre but c’est d’un c6té d’obtenir ce que vous voulez mais en méme temps d’impliquer votre
fournisseur et que lui change son activité aussi ?

TJ: Oui bien sir. De toute fagon s’il ne le fait pas pour nous, ¢a sera un autre client qui lui demandera, c’est
comme ¢a de nos jours, il faut considérer cela. Rares sont les clients qui s’en moquent. Bient6t, dans tous les cas
ils ne pourront plus le faire a cause des lois. Il y a par exemple I’exemple de I’interdiction des pailles et cotons
tiges en plastique. [...]. Donc I’entreprise, soit elle est morte, soit elle s’était repositionnée avant.

GG : Estimez-vous que I’éco-conception peut faire gagner de I’argent ?

TJ : [...] Nous, on est une petite boite mais on est convaincu que 1’éco-conception peut rapporter pas mal. [...].
Sinon on ne le ferait, parce que nous, on est plus des businessmans.

GG : [...] Avez-vous rencontré des difficultés au niveau de la relation avec vos fournisseurs ?

TJ: [...] Parfois on sent que c’est un peu pris a la 1égére mais a force de revenir a la charge sur des certificats et
des questions sur d’ou viennent leurs matiéres, ils nous donnent ces informations. Mais parfois ¢a reste un peu
long. [...]

GG : Est-ce que vous pensez que grice a 1’éco-conception vous avez créé une relation plus forte avec vos
fournisseurs ?

TJ : C’est slir que ¢a crée une relation un peu différente, parce que on va plus loin qu’une simple relation acheteur,
fournisseurs. Comme on le pousse dans ses retranchements, lui-méme a investi du temps pour nous et donc il
espere que son retour sur investissement va venir de la pérennité de notre relation. On a des relations privilégiées.

[...]

GG : Est-ce que les rencontres avec le fournisseur c’est uniquement pour parler business ou vous allez
réguliérement voir sur place dans les usines ?

TJ: Oui ¢a on y va souvent. On y va avant que la relation existe pour voir comment est son activité. On cherche
des partenaires qui vont étre transparents sur la maniére dont c¢’est produit etc. On avait un fournisseur italien a qui
on avait demand¢ de visiter I’usine de peignes. Le fournisseur n’a pas voulu pour cause de secret de fabrication.
Cela ne donne pas envie de travailler avec lui car nous on veut voir clairement comment ¢a se passe. C’est la
derniére fois qu’on lui a acheté de la marchandise. Cela met méme le doute sur le fait que ¢a soit fabriqué chez
eux. L aspect local est peut-étre perdu. [...]

GG : Donc la tous vos fournisseurs sont en Europe ?
TJ : Oui effectivement. Si on prend la gamme, 70% est fabriqué en France et le reste en Europe. [...]
GG : Pour résumer un peu, sur quels points le fournisseur peut étre un élément clé du projet d’éco-conception ?

TJ[...]: Sionsent qu’il a envie de se lancer avec nous et de faire des efforts dans le développement de nouveaux
produits. On a par exemple un menuisier qui depuis quelques temps fait de nombreux efforts pour nous proposer
des prototypes et qui est trés ouvert. Il a trés envie de travailler avec nous et donc il fait des efforts. Et ¢a c’est
clés ! C’est quand la relation devient une réelle collaboration que ¢a devient bénéfique.
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GG [...] : Qu’est-ce que vous conseilleriez a une entreprise qui veut se lancer la-dedans ?

TJ: [...] Se faire accompagner par une structure externe pour faire des analyses du produit etc. Se faire
accompagner est un bon moyen. [...] Pour une boite qui se lance, la question ne se pose méme pas. De nos jours
c’est obligatoire.

GG : [...]. Est-ce que vous vous étes passés par une structure externe ou est-ce que tout s’est passé en interne ?

TJ :[...]. Déja c’était ancré dans nos valeurs personnelles. On fait attention quotidiennement. On a donc développé
¢a avec du bon sens. [...]. On aimerait bien que ce bon sens soit traduit par des mesures sur lesquelles on puisse
communiquer sur I’impact, etc. La on est enclin a avoir un prestataire extérieur qui nous accompagne. [...] On ne
I’a pas fait par manque d’argent et de temps. [...]. La on mene un nouveau projet dans lequel on a acheté une
machine pour fabriquer nous-mémes. On va acheter un entrepdt etc. Dans ce cadre-la on cherche quelqu’un qui
nous accompagne en interne sur la RSE, pour nos certifications et labellisations.

GG : Est-ce que vous vous avez d’autres améliorations environnementales en plus des produits ?

TJ: [...]. Cest ce qu’on est en train de faire car on a acheté un batiment et on travaille avec I’ADEME pour
réfléchir a la réutilisation de la chaleur des machines pour chauffer le batiment, du photovoltaique. [...]. L’autre
partie c’est qu’on va étre beaucoup sur du réemploi. On va faire en sorte que, par exemple sur la partie bureau, on
va travailler avec des associations qui permettent de réutiliser des matériaux qui viennent de la démolition de
structures publiques telles que des écoles, mairies, etc. On va récupérer leurs matériaux. On est en lien avec une
de ces associations. [...].

GG : [Conclusion et remerciements]
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12 Appendix 4 : Interview Gobilab

Date: 27/04/2022

Gauthier Grenson : GG

Alexis Lambert : AL

GG : [Présentation du sujet du mémoire]

GG : Est-ce que tu peux te présenter brievement toi et I’entreprise pour laquelle tu travailles_?

AL : Donc du coup moi c’est Alexis Lambert, je travaille chez Gobi depuis 4 mois. Pour parler de ma formation
j’ai fait une école d’ingénieur en mécanique, ’'UTC a Compiégne, puis pendant 3 ans en apprentissage dans un
bureau d’étude, dans la conception, mais j’étais un peu en manque de créativité du coup j’ai fait un master en
design a Paris, pour découvrir un peu plus le monde du dessin, les formes, les matiéres, les couleurs. C’est ¢a qui
m’a permis de faire mon stage de fin d’année a la coopérative MU. Cette coopérative c’est une agence d’éco-
conception justement. Ils travaillent pour de nombreuses entreprises et les entreprises viennent vers eux quand ils
ont des projets d’éco-conception. La coopérative les accompagne dans 1’évaluation environnementale du produit
et ensuite dans son design. Gobi était un des clients de cette agence a ce moment-la. Je travaillais sur un projet,
pour étre un peu plus précis ¢’était un bouchon, et il fallait savoir que si on faisait un bouchon a partir de nos
déchets plastiques, il perd ce contact alimentaire et donc il fallait réfléchir a comment transformer ce bouchon pour
qu’il ait ce contact alimentaire validé en gros. Suite a mon stage j’ai postulé chez Gobi et maintenant ils m’ont
accepté en tant que chargé de développement produit. Jusqu’a aujourd’hui Gobi travaille beaucoup avec des
éléments externes, que ¢a soit des designeurs ou des fournisseurs. Tout le développement a été fait de fagon
externe, ¢’était beaucoup de gestion de projet en interne pour s’assurer que tout est bien coordonné et moi
j’interviens pour internaliser tout ¢a, ce qui est design, conception, industrialisation et recherche matiére. Ca fait
4 mois que je suis la et j’essaye un peu de travailler sur tout ca. [...]. Le fait d’internaliser ¢a permet a tous les
départements commerciaux, marketing, etc. de mieux de mieux comprendre les étapes de conception, pour arriver
d’une idée a un produit fini, et toutes contraintes et problémes qu’on peut rencontrer. [...]

Pour parler de la marque, la marque a été fondée par 3 co-fondateurs. Une des personnes fondatrices travaillait
dans I’industrie de 1’eau, pour la marque Evian je pense, et elle a été étonné de la quantité de palettes d’eau qui
étaient dehors, qui stagnaient, et surtout la quantité d’eau qui était envoyée a I’autre bout du monde, juste pour 3-
4 gorgées. Elle s’est demandé pourquoi pas ne pas trouver un élément pour remplacer ces produits jetables. [...].
Comment remplacer I’eau jetable par du réutilisable et dés le début il y avait cette vision d’éco-conception. Certes
on veut remplacer du jetable mais donc autant faire un produit qui est éco-congu et donc plus respectueux pour la
planéte dés le début. Ca fait 12 ans qu’ils ont commencé ce projet et a cette époque-la I’éco-conception ¢’était
vraiment le tout début et il y avait trés peu de sociétés ou d’experts dans ce milieu-1a. C’était justement aussi la
création de la coopérative MU, ’agence ou j’ai fait mon stage. Donc oui ils ont initié¢ ce projet a deux. Ils ont
commencé avec un premier produit, je ne sais pas si tu as regardé un peu notre site ?

GG : Oui oui j’ai regardé vos différents produits.

AL : C’est la gourde transparente avec 1’étiquette personnalisée au centre [...]. La coopérative MU les a
accompagneés sur ce premier produit pour 1I’évaluation environnementale de leur produit, pour en faire un produit
éco-congu et réalisable surtout aussi. Ce produit-la a 10 ans maintenant. lls ont étoffé leur panel de produits avec
deux gourdes supplémentaires [...]. On étend aussi notre panel a d’autres produits, comme des couverts qu’on a
déja commercialisés et on développe une lunch box pour vraiment avoir un panel de produits qui remplacent tous
les jetables au sein d’une entreprise. Donc au départ le but ¢’était de remplacer du jetable par du réutilisable mais
ces dernieres années, on s’attaque a d’autres problématiques parce que certes on propose du réutilisable pour
remplacer du jetable mais on essaye aussi d’accompagner les gens a consommer de 1’eau du robinet. [...] On
essaye de rendre I’eau du robinet plus sexy, ¢’est un peu notre cheval de bataille. Outre les produits, on intervient
dans des conférences, au sein des écoles. [...] On a aussi fait un webinaire sur I’ACV, en partenariat avec la
coopérative MU. [...]

GG : Est-ce que tu sais quels ont été les plus gros obstacles a faire de 1’éco-conception pour la marque ?
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AL : [...] Si on parle de PME c’est surtout le colit parce que c’est siir que pour faire de 1I’éco-conception ¢a
nécessite, ce n’est pas obligé, une ACV, une analyse de cycle de vie, et ¢a demande de I’expertise. Ca demande
du temps de développement. [...]. Mais donc le plus gros frein je dirais le cott. [...]. Aussi au sein d’une entreprise
il y a peut-étre un seul gars qui veut faire de 1’éco-conception et il faut réussir a faire changer la mentalité de tout
le monde. Ca je pense ¢a peut étre un frein.

GG : Est-ce que selon toi le manque de connaissance dans ce domaine-la c¢’est un frein ou alors tu n’as pas le
choix et tu passes par une agence externe ?

AL : Pour moi tout le monde peut faire de 1’éco-conception parce que c’est du bon sens mais aprés pour réussir a
évaluer ton produit en termes d’impact c’est plus compliqué. La il faut se rapprocher d’experts mais pour moi oui,
pour initier I’éco-conception ¢’est beaucoup de bon sens. Tu sais que si on faisait notre gourde avec du plastique
qui vient de Chine ou avec du plastique qui vient de France on sait directement qu’on a un impact beaucoup plus
faible donc c’est beaucoup du bon sens. [...] Pour étre aupres des clients je pense que ¢’est mieux vu d’avoir une
connaissance parce qu’il faut défendre son sujet. Il y a beaucoup de personnes qui ne sont pas sensibilisées a I’éco-
conception et qui je vais dire s’en foutent de la planéte. Donc avoir une expertise la-dedans c’est mieux pour
défendre son produit et avoir réponse a tout. [...]. L’éco-conception ¢’est aussi une compétence dans le sens que
I’une des difficultés c’est d’avoir le bon réseau. [...] Par exemple moi je développe des produits et c’est, faut de
la motivation pour trouver le bon fournisseur. Nous on fait du made in France mais quand tu fais de 1’¢co-
conception faut chercher au plus proche souvent. Faut vraiment avoir I’envie de sonder plusieurs personnes, les
challenger, et ne pas garder une voie mais vraiment des centaines, enfin pas des centaines, sur plusieurs voies et
vraiment les comparer a chaque fois.

GG : Est-ce que tu pourrais me donner 1I’exemple d’un de vos produits que tu connais le plus et me dire quels
¢léments ont été changés, comment, et qu’est-ce que cela a eu comme réduction d’impact ?

AL : Ce qui va étre compliqué c’est que nous on a fait de 1’éco-conception préventive. On n’est pas parti d’un
produit a améliorer, on est parti d’un produit optimisé dés le début. [...] Pour pouvoir faire un produit éco-congu
je t’ai dit ils ont travaillé avec la coopérative MU et ils sont partiS d’une référence. Ils ont étudié comment, vu
qu’on travaillait pour des entreprises, comment les gens au sein des entreprises consomment de 1’eau. Ils ont dit
ok les personnes boivent a peu prés 20cl d’eau. Comment ils boivent cette eau ? 1ls boivent cette eau avec des
bouteilles jetables, des gobelets, ou bien je ne sais plus il y avait une troisiéme mais je ne sais plus. [...]. Donc ils
sont partis de 1’existant. Aujourd’hui les consommateurs boivent comme ¢a de ’eau et lors de 1’étude du
développement, de 1’éco-conception, ils se sont toujours basés sur cette référence et tous les choix qui ont été faits
ont chaque fois été comparés avec cette référence pour vraiment s’assurer lors de I’ACV que pour nos indicateurs
d’impact on est toujours en dessous. C’est important de toujours comparer son produit avec ’existant. [...]
Aujourd’hui pour définir la matiére premicre on s’est rapproché d’un laboratoire parce que ce qui est compliqué
¢’est que nous 0n fait un produit apte au contact alimentaire, donc on ne peut pas utiliser n’importe quoi. On doit
s’assurer qu’il n’y a pas de migration de particules et toutes sortes de choses comme ¢a. Avec la coopérative et un
laboratoire matériaux on s’est dit ok quelle matiére on peut utiliser. Bien siir on avait plusieurs choix. Aprés c’est
la coopérative MU, encore une fois en comparant les matiéres qui s’est dit que celle-1a était plus avantageuse pour
nous d’un niveau environnemental. Pour la Fabrication nous c’est compliqué parce qu’il y a toujours des fabricants
qui, suivant la consommation d’énergie, sont mieux que d’autres mais nous on a toujours travaillé principalement
avec les mémes. [...]. On a un partenaire depuis toujours, ce n’est méme pas un partenaire, ¢’est comme s’il
travaillait dans nos bureaux. [...]. On travaille souvent ensemble et donc on n’est pas parti sur un fournisseur le
moins impactant, on est parti sur un fournisseur qu’on connaissait, avec qui on travaille au mieux, on sait que ¢a
Se passe au mieux, mais par contre on les a challengés sur plusieurs choses et aujourd’hui ils nous accompagnent
pour réduire justement leur impact environnemental. Hier ils utilisaient des machines qui nécessitaient je ne sais
plus quelle énergie et aujourd’hui ils sont passés sur des presses injecteuses électriques, ce qui fait que déja ils ont
réduit leur impact. [...]. Le fait qu’on veuille utiliser des matiéres « mieux-disantes », on appelle ¢a des matieres
« mieux-disantes », ¢a leur a ouvert les yeux et je sais qu’aujourd’hui ils proposent d’autres matiéres a leurs clients.
Donc ils apprennent de nous, nous on apprend d’eux et cela se répercute avec des autres projets qu’ils ont avec
d’autres clients. [...]. Je sais qu’aujourd’hui ils ont aussi une nouvelle usine parce qu’ils ont grandi et ont été
obligés de se déplacer. Je sais que pour tous leurs choix, enfin la plupart de leurs choix, le critére environnemental
est inclus dans les choix qu’ils prennent, des panneaux solaires, 1’énergie qu’ils utiliseront, elle sera verte. Je pense
que si on n’avait pas commencé avec eux il y a 10 ans ils auraient moins fait ces choix aujourd’hui.

GG : Donc en plus d’étre bénéfique pour vous entre guillemets ¢a a été bénéfique pour eux aussi ?
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AL : Oui, c’est ¢a qui est intéressant avec eux. |Is nous apportent beaucoup car c’est eux les experts en injection
plastique par exemple, c’est eux qui nous conseillent. Mais nous par contre on leur apporte aussi parce que sur des
questions environnementales on les challenge et aprés eux ¢’est plus intéressant pour leurs clients.

GG : En termes de développement de produit de maniére globale, est-ce que tu pourrais résumer les différentes
étapes entre le premier croquis et le produit final ?

AL :[...] Tout d’abord pour commencer il faut identifier un besoin, ¢a ¢’est moi, soit c¢’est avec 1’équipe marketing,
soit avec 1’équipe communication, on identifie un besoin. Je prends 1’exemple de la lunch box qu’on est en train
de développer. On se dit 0k il y a un besoin, mais avant de se lancer dans un projet, il y a une phase d’avant-projet.
Est-ce qu’on a les capacités pour, en termes de ressources et de temps ? On fait du made in France, est-ce que c’est
possible de faire ce genre de choses en made in France ? [...]. Est-ce qu’il y a des matiéres pas chéres qui peuvent
faire qu’on puisse faire ce produit ? On prend tout ce qui peut rentrer en compte, pour vraiment dire ok on peut se
lancer la-dedans et on peut lancer un produit dans un délai convaincant et a un prix abordable. Une fois qu’on a ce
go, on peut partir dans le projet en tant que tel. La suite c’est ’analyse de 1’existant. C’est un peu comme tout,
quand on lance un projet, on s’inspire de ’existant. Il est trés rare qu’on ne parte de rien. On prend le meilleur
chez les autres et aprés on en fait un truc mieux. Donc on analyse I’existant, puis on fait une analyse budgétaire.
Savoir quels colts ¢a peut engendrer. [...]. Ensuite moi comme je suis plus dans le design, j’aime bien partir sur
une séance créative. C’est dans le sens oU, lorsqu’on a fait I’analyse concurrentielle, on analyse aussi 1’usage des
personnes. Donc si on fait une lunch box, on regarde comment les gens consomment une lunch box. [...]. On en
ressort des enjeux d’usage, environnementaux, des enjeux fonctionnels. A travers ces enjeux, moi je crée une
séance créative. C’est rassembler plusieurs personnes autour de la table et leur dire ok, nous on veut une lunch box
qui soit transportable, je veux qu’elle soit transparente, je veux qu’elle soit ronde, je veux qu’elle soit
personnalisable. A travers ces discussions, tu sors plusieurs idées qui fait qu’on pose des problématiques. Comment
on peut transporter facilement une lunch box, tout le monde sort des idées. Apres, avec ces idées, je sors trois
concepts. [...]. Moi j’aime bien partir de plusieurs idées et de faire un V en fait. Au fur et a mesure du
développement, tu écartes des concepts pour arriver a un produit performant. Avec ces 3 concepts j’essaye
d’avancer un peu et développer un visuel avec les matiéres et comment ¢a va étre fait. Ensuite avec une discussion
de cofts, délais, capacité, on se positionne sur un concept. C’est 1a que les fournisseurs et les personnes externes
elles arrivent. Donc par exemple, on fait une évaluation environnementale préventive. [...]. On regarde comment
on peut optimiser encore plus le produit d’un point de vue environnemental. On vient challenger les fabricants en
leur disant ok, nous on aimerait faire ce genre de produits. Est-ce que c’est fabricable d’une part ? A quel codt ?
Vraiment avoir tous leurs insights, toutes leurs contraintes, pour vraiment comprendre si ce produit est réalisable.
[...]. La c’est vraiment une discussion avec toutes les personnes compétentes que nous on n’a pas au sein de Gobi.
Les fournisseurs, I’agence d’éco-conception, les designers. Moi je fais le lien entre tout ¢a. Une fois qu’on a un
produit réalisable non impactant, moins impactant d’un point de vue environnemental, industrialisable, on lance
un prototype. Donc 13, on sort du dessin et on va vers un produit palpable. On fait un prototype, on évalue ce
prototype, on régle ce qui ne va pas, on refait un prototype, etc. [...]. La, on travaille vraiment avec le fournisseur
qui fait nos produits.]...]

GG : Quand tu parles d’amélioration des prototypes, ce sont des améliorations de design ou est-ce que c’est aussi
que vous vous rendez compte qu’il y a encore moyen d’aller plus loin sur certains éléments pour diminuer leur
impact ?

AL : C’est surtout fonctionnel. [...]. Entre le fonctionnel et I’environnemental, si tu sais que si tu fais le méme
produit au sein d’une autre entreprise, qui est moins impactante environnementalement, tu sais que tu as un gain
mais tu auras le méme produit. Donc tu ne vas pas engager des codts pour refaire ton prototype. [...] Des
changements peuvent étre faits mais dans une petite structure comme la ndtre, on ne va pas engager de codts pour
refaire un prototype. La par exemple, pour te donner une idée, on redéveloppe un bouchon pour nos gourdes et on
a fait un prototype et ce sont des milliers d’euros, c’est 10000 euros. Donc si a chaque fois, on devait refaire un
moule, ¢’est beaucoup d’argent. Donc ¢’est principalement fonctionnel. Si on sait qu’on part sur d’autres matieres
mais qu’elles ont le méme comportement, que c’est un plastique équivalent par exemple, on ne va pas refaire le

prototype. [...]

GG : Est-ce que le fournisseur, au moment du développement du produit, il est juste 1a pour dire si ¢’est faisable
ou pas ou est-ce qu’il pourrait suggérer des idées autres que 1’agence d’éco-conception, sur des points qui
pourraient étre améliorés environnementalement parlant aussi ?
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AL : La j’ai envie de dire que c’est au bon vouloir du fournisseur. [...]. Moi je suis confronté a ca. Je prends
I’exemple de la lunch box ou on a challengé deux fournisseurs. On leur a proposé deux solutions et il y a un des
fournisseurs qui a dit « attendez les gars, il y a peut-étre cette solution-13, et celle-Ia ». Donc il a vraiment ouvert
le champ du possible. Il nous a proposé beaucoup plus de solutions que I’autre fournisseur qu’on a challengg. [...].
Aprés je n’ai jamais été confronté a un fournisseur qui est sir a 100 % que ce qu’il te propose est mieux pour
I’environnement, mais il te fait une proposition de solution et c’est a toi de regarder son impact. [...]. Aujourd’hui
je ne pense pas qu’ils sont assez formés sur le sujet pour étre strs que ce produit, parce que souvent ils parlent
matiéres, ¢’est souvent des matiéres ou eux ils savent qu’il y a un gain environnemental. Mais par contre, sur ce
qui est forme, distribution, je ne pense pas qu’ils vont innover. 1ls sont force de proposition sur différentes solutions
mais aprés c’est a nous de juger de la performance environnementale.

GG : J’ai vu aussi que niveau impact écologique, vous vous basiez sur 13 indicateurs différents. Tu sais pourquoi
ces indicateurs-1a et pas d’autres ?

AL : C’est justement pendant 1’étude de la coopérative MU pour 1’éco-conception. Ils regardent toujours & 16
indicateurs. Ils font une premiére évaluation avec 16 indicateurs possibles et c’est suivant ces indicateurs qu’apres
ils se basent sur 13 indicateurs. Leur critére ¢’est que si un des indicateurs ne dépasse pas 5% de ’impact global
du produit, il est écarté. Parce que si a chaque fois on devait se baser sur tous les indicateurs, ¢a ferait beaucoup
de données a traiter. [...]. C’est un des piliers de I’éco-conception, de prendre tous les impacts en compte pour étre
sr que si tu fais une amélioration sur le carbone, il ne faut pas que ¢a se répercute sur un autre impact. [...]

GG : Maintenant on va passer a I’aspect plus 1ié¢ aux fournisseurs. Sur base de quels critéres vous sélectionnez
vos fournisseurs ?

AL : Nous de toute fagon a chaque développement on challenge toujours beaucoup de fournisseurs, on ne part
jamais téte baissée sur un seul. Comme je t’ai dit, on a un partenaire avec lequel on travaille vraiment depuis
longtemps et a chaque fois qu’on fait un développement on les challenge eux mais on challenge aussi deux-trois
autres fournisseurs. Et aprés ¢’est pendant I’avancée du projet qu’ils vont nous donner des tarifs, des délais, de la
qualité de produit et ¢’est 1a qu’on peut juger sur qui on va partir. Je sais que pour le bouchon coloré, au début on
voulait le réaliser avec notre partenaire historique mais ils n’étaient pas réactifs sur le développement de nos
produits donc le choix qui a été fait, c¢’était de travailler avec un autre fournisseur. Donc juste un aspect délais fait
qu’on est parti chez des autres, mais aujourd’hui on est retourné vers eux. Donc les critéres coits, qualités, délais
sont les critéres principaux.

Apres, si on parle environnementalement parlant, chaque fois qu’on travaille avec la coopérative MU, il y a une
évaluation environnementale de nos produits et eux en retour ils nous donnent un plan d’action et ils ne nous
dirigent pas vers des entreprises mais vers des critéres que I’entreprise devrait avoir pour s’assurer que 1’impact
est le moins élevé possible. Nous c’est siir qu’on prend en compte mais ce n’est pas forcément ¢a qui va étre mis
en avant dans la recherche. Une entreprise il faut que ¢a soit pérenne et donc c’est surtout I’impact codt-délais qui
joue.

GG : Et est-ce que vous regardez a des certifications externes du fournisseur ?

AL : La je ne saurais pas trop te répondre parce que ce n’est pas moi qui ai regardé a cela mais si c’est une
certification qu’il faut pour que le produit soit vendable, S’il faut qu’elle soit certifiée pour s’assurer que le produit
soit apte au contact alimentaire par exemple, c’est siir qu’on n’aura pas le choix et que ¢a sera un critére important.
Mais je sais que chez Gobi, tout ce qui est juge de qualité externe, ce n’est pas forcément ce qu’on prend en compte.
Aprés c’est siir que si deux fournisseurs ont le méme délai et le méme colit mais qu’il y en a un qui a une meilleure
image sur ces certifications, c’est sir qu’on va partir chez eux. Mais ¢a ne rentre pas d’office dans les critéres.

GG : Donc pour le processus de sélection en lui-méme vous vous allez directement vers plusieurs fournisseurs et
vous regardez lequel peut vous proposer la meilleure chose et est le plus a fond dans le projet ?

AL : Oui c’est ¢a. Et comme je te disais tout a [’heure, tu demandais s’ils nous proposaient d’autres solutions a
celles qu’on avait initialement. C’est siir que si on va vers un fournisseur et qu’il est super enthousiaste dans notre
projet et qu’il veut aller de I’avant et faire le meilleur produit possible en proposant plein d’alternatives, nous ¢a
nous intéresse parce qu’outre avoir un produit de qualité et pas cher, nous c’est vraiment une communauté qu’on
veut créer. Si I’échange se passe bien et qu’on va aller de ’avant avec cette entreprise 1a, ¢a nous motive a aller
vers eux. Je te dis ¢a parce que justement avec notre lunch box on a challengé notre fournisseur et le gars est
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vachement cool avec nous, il est super engagé et il veut faire au mieux et du coup on sait qu’on aura le meilleur
produit possible.

GG : Selon toi quels sont les plus gros points positifs d’une bonne sélection de fournisseurs ? Quels sont les plus
gros impacts que la sélection du fournisseur peut avoir ? Est-ce que c’est déja arrivé aussi que vous vous trompiez
et qu’aprés un moment vous vous dites que ce fournisseur-la n’est pas adapté et qu’il faudrait changer ?

AL : Dé¢ja si un produit est sur le marché, ce n’est jamais arrivé qu’il y ait un probléme et qu’a tout prix on veuille
changer. Si on s’engage sur un produit qui est en production, c’est sir que le produit est performant et qu’il est
industrialisable et vendable. [...]. Bien sir au fur et a mesure qu’un produit vit, on arrive a le confronter a d’autres
solutions et donc se rendre compte que oui il y a des autres solutions plus avantageuses a gauche ou a droite et
c’est 1a qu’on peut faire des choix. Mais & aucun moment, on a fait un choix qui fait qu’il y a eu un gros probléme
avec un de nos fournisseurs.]...].

GG : Maintenant une fois que le fournisseur est sélectionné et que vous commencez a travailler avec lui, est-ce
que vous avez un systéme de mesure de performance a lui dans son activité quotidienne ? Est-ce que vous avez
acces a des données de consommation d’eau, de consommation d’électricité, etc. ?

AL :[...] Non je t’avoue qu’on n’est pas aussi performant que ¢a. Disons qu’on ne s’est pas engagé sur des produits
qui doivent avoir cette exigence-la, avec un produit qui doit avoir autant de consommation d’énergie etc. Nous en
commencant le projet, on sait leur consommation d’électricité par machine, donc on a une idée et de toute fagon
c’est nécessaire dans I’¢tude environnementale du produit mais on n’a pas de suivi. Nous, comme je t’ai dit on a
une relation de communauté. On est des partenaires et on avance ensemble donc si on doit jouer les flics avec nos
fournisseurs, ¢a peut étre mal vu. C’est un peu une relation de confiance. Par contre, je sais que les produits qu’on
a sur le marché, ils sont voués a étre réévalués. Ca veut dire que si on réévalue environnementalement parlant, on
doit récupérer des données. Donc la ¢’est slir que tu as une idée entre le point A et le point B de comment a évolué
I’entreprise. [...].

GG : Au niveau du fournisseur, est-ce qu’il est principalement 1a pour fournir des matiéres premiéres ou est-ce
que, en plus de la matiere premiére, tu estimes que ses connaissances a lui sont super importantes pour le
développement du produit ?

AL : Pour nous elles sont essentielles dans le sens ou, comme tu disais, on n’a aucune expertise au sein de notre
équipe donc niveau développement produit, moi je suis le seul avec le co-fondateur a travailler sur ce sujet. Mais
mMoi, je ne suis pas injecteur, je ne suis pas expert en conception plastique et tout cela, donc on compte vachement
sur leur expertise. On a une idée du produit qu’on souhaite faire d’un point de vue environnemental, design, usage
et tout ¢a et apres on les challenge sur la conception du produit. C’est eux qui sont responsables de la conception.
Ils sont aussi force de proposition sur les matieres et des choses comme ¢a donc c’est essentiel d’avoir leur
expertise. Nous on est incapable et on ne pourrait pas avoir un produit performant si on allait vers eux avec notre
produit en disant « voila on veut ¢a ». C’est une discussion de longue haleine. Donc 13 par exemple, on fait juste
une amélioration de produit mais chaque lundi, on a un point hebdomadaire avec nos fournisseurs et on évoque
les avancements de notre coté et de leur coté, les difficultés qu’on a pu avoir, et on les résout ensemble. On est
force de proposition des deux cotés sur des sujets abordés. Je me déplace aussi de fagon réguliere au sein de leurs
locaux. [...]. Disons que chacun a ses expertises et on travaille ensemble pour avoir un produit plus performant.

GG : Est-ce que tu penses que le fait de travailler ensemble fortement en collaboration avec eux ¢a améliore la
relation sur du long terme et ¢a pourrait vous donner une place de client privilégié par rapport a d’autres
entreprises qui n’iraient pas aussi loin dans la collaboration avec eux ?

AL : Moi je me référe toujours a notre fournisseur historique avec qui on travaille depuis le début qui s’appelle
Microplast et qui est situé en Ile de France. Je n’ai aucune idée s’ils ont la méme relation avec d’autres clients mais
je sais que nous on a travaillé depuis le début avec eux et ils sont toujours, comme je viens de te dire, ¢’est vraiment
une communauté, on travaille ensemble. Mais C’est sir que comme ¢a fait 10 ans qu’on travaille avec, ils
interviennent sur 4 produits. Je sais qu’une année on a été aussi le client qui leur rapportait le plus. Mais je pense
qu’ils sont pareils avec tous, je ne vois pas pourquoi ¢a serait différent. Mais je ne suis pas siir, et je n’ai pas envie
de dire des bétises.
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GG : Pour toi au sein d’une relation fournisseur-client quels sont les obstacles et difficultés ? Est-ce que c’est
facile de communiquer avec eux, est-ce qu’ils sont préts a vous donner les informations nécessaires ou est -ce
que parfois ils gardent certains éléments secrets ?

AL : [...] Ca ne m’est jamais arrivé qu’ils ne veuillent pas nous fournir les informations demandées, peut-étre
parce qu’on posait des questions pertinentes je ne sais pas.

GG : C’est peut-€tre un critére que vous considérez déja au moment de la sélection. Si le fournisseur ne veut pas
étre transparent sur tous les aspects de sa production, on ne veut pas forcément travailler avec lui.

AL : Oui c’est slir que c’est un critére. C’est slir que nous si on doit faire une évaluation environnementale de la
société et qu’ils ne veulent pas nous divulguer les informations et qu’on est incapable d’évaluer la performance
environnementale de la société, c’est sir que c’est un critére. Parce que si déja ils ne sont pas en phase avec nous
pour faire un produit le plus performant, ¢a veut dire que ¢a va bloquer au bout d’un moment. [...].

GG : Donc pour cléturer un peu, je sais que beaucoup de PME ont peur de se lancer dans 1’éco-conception par une
faute de moyen ou de connaissances. Est-ce que toi tu considéres que c’est une plus-value pour I’entreprise ? Quels
sont selon toi les plus gros avantages de 1’éco-conception ?

AL : De toute fagon, moi je n’ai pas été formé sur 1’éco-conception. Je suis encore jeune mais j’ai commencé dans
la métallurgie pure et dure et aprés je me suis lancé dans 1’éco-conception et j’ai vu les avantages que ce concept
peut avoir. On peut diviser selon moi les avantages en 2. Tout d’abord il y a une notion de cott. Aujourd’hui le
fait de juger la performance sur I’ensemble du cycle de vie, ¢a te permet de voir vraiment les points bloquants, les
points impactant, et d’avoir une idée. Tu récoltes des données sur I’ensemble du cycle de vie. Du coup tu as une
idée vraiment de toutes les étapes de ton produit. Et connaitre toutes les étapes de ton produit te permet d’avoir
une vision globale et d’agir sur les points les plus bloquants. Cela permet de performer sur tous les aspects du
cycle de vie. [...] Globalement I’éco-conception ¢a permet aussi de réduire la matiére, d’optimiser un maximum la
distribution, donc tu gagnes en cofits alors qu’au final tu ne cherches pas a réduire tes cofits, juste a réduire I’impact
de ton produit. Ca permet aussi, en dehors des co(ts de catalyser sur un capital humain. Chez Gobi par exemple tu
emmeénes ’ensemble des collaborateurs vers une démarche vertueuse pour les sensibiliser sur ces choses-la. Il y a
vraiment une motivation au sein de 1’équipe d’engrainer tout le monde dans cette aventure.

GG : Est-ce que tu penses que ca attire des nouveaux clients et que la mentalité des gens a changé ?

AL : Je pense qu’avec tout ce qu’on peut voir aujourd’hui oui. [...]. Aujourd’hui je pense que tout le monde est
conscient qu’il faut mieux consommer. [...]. Ca permet aussi de se différencier. Le simple fait d’avoir des produits
éco-congu ¢a permet de se différencier de ses concurrents. Ca apporte aussi de ’innovation, de la recherche et
développement. [...]

GG : [Conclusion et remerciements]
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13 Appendix 5: Interview Arcadie

Date : 28/04/2022

Gauthier Grenson: GG

Ludivine Evreux : LE

GG : [Présentation du sujet de mémoire]

GG : Tout d’abord, peux-tu te présenter bri¢vement toi et I’entreprise pour laquelle tu travailles ?

LE: Donc du coup moi c’est Ludivine Evreux, j’occupe le poste de responsable marketing et produits, depuis
octobre 2021 donc en effet je ne vais pas étre la responsable achat, fournisseur, pour te donner vraiment toutes les
réponses mais rien que le mode de fonctionnement je vais pouvoir te le transmettre et rien que ¢a, ¢a va te servir
pour voir qu’il y a beaucoup de choses qui sont possibles mais c’est juste que ¢a n’est pas ancré dans la culture
d’entreprise de beaucoup. [...]. Arcadie c’est une entreprise qui a été créée a la base par deux agriculteurs, les
fondateurs, un couple, et au début ils étaient fort sur les plantes médicinales et donc ils ont créé leur petite
entreprise. Par apres, ¢a a été un peu incrémental, de mois en mois, ils ont saisi différentes opportunités a gauche
et a droite. Ils n’avaient rien prévu, ils n’avaient rien construit en termes de business model. [...]. Un jour, ils
avaient un ami qu’il leur a dit « moi je suis dans les huiles essentielles, j’ai un container 8 Madagascar, mais qui
n’est pas assez rempli pour que ¢a soir rentable. Est-ce que vous ne voudriez pas vous lancer dans autre chose que
des plantes médicinales, il y a plein d’épices a Madagascar ». C’est comme ¢a qu’on approvisionnait notre
premicre matiére épice venant de Madagascar et qu’on a lancé les épices a Arcadie. [...] Initialement il n’y a donc
pas une passion pour les épices et pour le business, mais donc plus une passion du social et du bio, de la terre.
C’est un engagement profond avant d’étre une entreprise.

GG : Et donc est-ce que 1’éco-conception était présente dés le départ ou est-ce que c’est arrivé par aprés ?

LE: En fait I’éco-conception est intrinséque a I’entreprise. C’est-a-dire que I’entreprise n’a pas été créée pour faire
de 1’éco-conception. L’entreprise elle a été créé pour aider des producteurs. C’est la démarche d’aller au contact
de producteurs et de faire en sorte qu’ils vivent décemment, qu’on puisse promouvoir leurs produits a travers la
France et d’autres pays. C’était plus pour ce qu’on appelle ce lien social et ces relations sociales. Et pour innover
dans le social. Mais derriére le social, il y a plein d’autres choses. Tu peux mettre le social des Arcadiens, donc
des salariés, des producteurs, mais aussi de la société via nos consommateurs. L’engagement bio veut dire aussi
énormément de choses. Il y a I’environnement, il y a la santé, etc.

GG : Actuellement combien de personnes travaillent pour Arcadie ?

LE: On est 120 personnes. [...]. Et ¢’est peut-étre un détail mais comme c¢a tu sais, I’entreprise fonctionne en
holacratie, donc I’autorité elle est répartie quasiment de maniére horizontale a tous les salariés...].

GG : Quels sont selon toi les barriéres et les éléments compliqués dans un projet comme le vétre ?

LE: Déja il faut savoir que I’entreprise n’a pas été créée pour faire du chiffre, mais plus pour le lien avec les
producteurs. Du coup, ils ne se sont jamais posé la question de faire tel ou tel choix qui pourrait créer tel déficit.
Et le succes forcément, il a été bien accueilli parce que sur le marché des épices, Cook est leader et avait le
monopole et herbier de France est aussi leader avec aussi une trés trés grande part de marché. Ce succés la il n’a
pas été calculé, on 1’a accueilli avec plaisir mais ¢a nous a aussi permis de ne pas se poser de question sur est-ce
qu’on a les moyens de faire tel ou tel choix. [...]. Donc pendant le lancement, on n’a jamais eu de soucis financiers,
on a vécu que des croissances a deux chiffres et donc c’est ¢ca qui nous a permis de ne pas devoir faire de choix
entre il faut faire ¢a parce que c’est plus vertueux ou il faut faire ¢a parce qu’on est en danger financie¢rement. Pour
étre honnéte, on se pose ces questions-la depuis juillet 2021 ou je ne sais pas si tu es au courant mais il y a une
décroissance sur le marché Bio et donc tous les acteurs sont impactés par une décroissance. Et donc on se pose des
questions. Ce n’est pas dire qu’on a bloqué nos projets mais on s’est réellement posé des questions de quelles sont
les priorités. On devait choisir nos projets plutdt que tous les faire. Par exemple le projet du voilier pour
approvisionner nos matieres de Madagascatr, il est toujours en cours, 1’extension de nos batiments aussi, mais on a
un peu moins de sérénité.
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GG : Du coup pour passer plus sur I’aspect fournisseur, sur base de quels critéres vous sélectionnez vos
fournisseurs ?

LE: Tout d’abord, ce sont des fournisseurs Bio, ¢a c’est certain mais le critére numéro deux c’est équitable. On
n’a pas de fournisseur matiére premicre avec qui on n’entretient pas de relation équitable. Je ne sais pas si tu
connais le label Biopartenaires. C’est un organisme qui regroupe les entreprises de la bio, et qui nous certifie, ¢a
nous fait des labels équitables. [...]. On certifie nos filiéres équitables et donc par la suite on peut certifier nos
produits équitables. Cette certification elle est extrémement lourde de par les engagements que doivent prendre le
producteur, de par aussi les démarches que nous on doit faire en interne, le financement des audits, etc. Donc
parfois, on ne peut pas toujours labelliser, mais nous notre engagement c’est de pratiquer exactement les mémes
choses méme si on n’est pas labellisé. [...]. Donc les engagements c¢’est tout d’abord une réservation pluriannuelle,
donc sur trois ans, réservation de volume, une juste rémunération, il y a aussi une aide au développement. Par
exemple pour les filiéres frangaises, on reverse chaque année 1% du chiffre d’affaires qu’on fait, pour les aider a
se développer, et pour I’international ¢’est 5%. Donc ¢a ¢a va servir par exemple a s’ils ont besoin d’investir dans
une machine de traitement post récolte, s’ils ont besoin de faire une route, etc.[...] A Madagascar par exemple, on
a un projet pour que tous nos producteurs aient sur leurs terres des rizieres et comme ¢a ils produisent le riz pour
manger et ils ne sont pas dépendant du marché du riz pour manger. [...]

GG : Mais au moment ou vous sélectionnez vos fournisseurs, j’ai vu sur votre site que vous aviez une grille
d’évaluation. En quoi consiste-elle ?

LE: On a une charte en effet ou on va étudier différents points. On va leur demander quels sont leurs co(ts de
production, calculer leurs colts de production. [...]. On va évaluer aussi leurs pratiques sociales sur les terres, qui
ils embauchent, combien ils les payent, quelles sont les conditions de travail ? On va aussi bien str évaluer tout
I’engagement bio. Ok ils sont certifiés bio mais quelles sont leurs pratiques, est-ce qu’ils ont des terres en
conventionnel, est-ce qu’elles sont juste a c6té ? [...]. Il y a aussi des questions sur la RSE. Est-ce qu’ils ont déja
produit d’autres matiéres. C’est aussi important s’ils nous proposent telle matiére, de comprendre dans quel
contexte c’est. Est-ce que ¢’est parce qu’il y a une forte demande, est-ce qu’ils ont un savoir-faire depuis 20 ans ?
Pour comprendre si c’est historique ou opportuniste et s’ils pourraient changer du jour au lendemain. La
problématique de 1’agriculture c¢’est qu’une fois que ta récolte est faite, tu peux mettre autre chose sur tes terres.
Donc si tu n’essayes pas d’avoir une relation historique avec eux, ils peuvent trés facilement passer sur une autre
matiere.

GG : J’ai vu que vous aviez aussi des emballages éco-congu et par rapport a ces fournisseurs I, sur quels criteres
vous vous basez pour leur sélection ?

LE: Sur les emballages il y a différentes choses. 1l y a bien évidemment les engagements réels. Si je te donne
I’exemple de I’emballage qu’on a actuellement, on a un emballage qui aujourd’hui est un premier pas. Ce n’est
pas la solution parfaite et c’est une solution qui existe chez beaucoup de fournisseurs donc on ne peut pas
sélectionner notre fournisseur en disant « il propose cet emballage donc on le prend ». C’est plutdt « ok vous avez
cet emballage mais qu’est-ce que vous faites pour avancer ? Qu’est-ce que vous faites d’autre pour avoir une
solution plus, plus vertueuse ». Aprés les fournisseurs autres que les producteurs, on a a Arcadie une réelle
conscience du prix et que ce n’est pas parce que ¢’est moins cher que ¢’est mieux. [...] Nos fournisseurs de machine
par exemple, a la maintenance, on prend toujours le mieux du mieux, pas parce qu’on veut étre premium, mais
parce qu’on a mesuré que c’était plus durable et qu’il valait mieux payer cher une fois que de le changer tous les
ans. On met en place aussi des relations durables avec les personnes. C’est-a-dire que, les produits, soit des petits
flacons soit des sachets, ils sont présentés dans les magasins dans des présentoirs. Ces meubles ils sont fabriqués
par un ESAT, c’est un centre de travail pour les handicapés, et ce centre de travail il est a moins de Skm. Et donc
tu as toute cette cohérence la ou, forcément on ne va pas aller acheter un emballage s’il nous fait exploser le cot
du produit et qu’il n’est plus vendable au consommateur. Mais tu vois 1a on est en train de travailler avec un
fournisseur avec un papier hyper innovant qui va étre plus cher que notre filme actuel, mais on a aucun blocage
la-dessus. Mais on ne va pas aller prendre le plus cher, juste parce que c’est le plus cher.

GG : Etdonc hors agriculture toujours, vos emballages et fournitures vous les achetez a des fournisseurs mais c’est
un produit qu’eux-mémes ont congu ou est-ce que vous avez travaillé avec le fournisseur pour concevoir ce
produit-la ?
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LE: Il y a plein d’exemples différents. [...]. On a nos produits qui sont les plus vendus par mois, et ¢a on a des trés
gros volumes d’emballage et donc pour ceux-la on travaille avec un fournisseur pour développer nos propres
emballages. Quand, par contre on a de tout petits volumes, on ne peut pas, et ils ne vont pas nous vendre un truc
spécifique pour nous. Du coup on est obligé d’étre dans la distribution pure. On a un cahier des charges et on
regarde qu’est ce qui peut convenir mais ils ne peuvent pas faire un truc sur-mesure. [...]. Aussi nous, on est
totalement dans le partenariat pour concevoir ensemble des innovations mais on est pas du tout dans 1’exclusivité
parce qu’on considére justement que la concurrence ce n’est pas ¢a. [...]. On a aucun intérét a mettre sous cloche
une innovation emballage qui est plus vertueuse. Parce que notre engagement il est profond sur le systeme, le bio
et les consommateurs. Donc si on n’encourage pas des concurrents a se positionner la-dessus, on condamne la
société a avoir du plastique dégueulasse de partout juste parce que nous on voulait étre les premiers. On est plus
dans de la collaboration que dans de la concurrence. [...]. Donc nous on autorise gaiement le partage de cette
innovation a des concurrents a nous. [...]. Aujourd’hui on est dans un monde complexe, il n’y a jamais une solution
parfaite et il y a plein de ramifications et de réflexion a avoir. Une entité seule ne peut avoir toute seule la solution,
du coup la clé c’est I’écosystéme. Arriver a construire un écosystéme qui correspond a notre besoin personnel mais
au besoin aussi général, a I’intérét général. Aujourd’hui par exemple un fournisseur de camion, il a envie que ses
camions polluent moins parce que ¢’est quand méme une grosse source de pollution mais demain, méme s’il va
faire des petites améliorations de ses camions, ses camions pollueront toujours plus qu’un train ou qu’un bateau.
La seule fagon qu’il a pour lui d’avoir une action positive c’est de réduire son nombre de camions sur les routes,
et ¢a ce n’est pas possible. La seule fagon ¢’est donc de créer un écosystéme avec d’autres personnes. [...].

GG : Comme tu parles de transport, est-ce que vous avez des analyses de cycle de vie pour avoir I’impact réel de
vos produits ?

LE: Oui, nous en fait on travaille au quotidien avec I’ACV pour nos choix d’emballage, et pour les produits c’est
un petit peu plus particulier. Quand c’est des produits de France, on favorise le maritime et le ferroviaire, méme
s’il y a aussi des camions. Et actuellement on travaille sur un projet pour limiter les camions et faire exclusivement
du ferroviaire et du maritime. Mais quand tu as des épices qui viennent de 1’autre bout du monde, c’est beaucoup
plus complexe. Et aujourd’hui notre ACV elle explose a cause du transport. Bien siir on pourrait choisir de
supprimer nos épices qui viennent de loin, mais si on les supprime, le consommateur il ira voir Ducros, donc ¢a
ne changera rien. Il faut donc trouver un juste milieu et ¢’est pour ¢a qu’aujourd’hui on a des projets de voiliers.
Le voilier ¢’est une vraie preuve de 1’engagement profond. On va mettre plusieurs millions d’euros dans ce projet
sans aucun retour financier. On ne va pas plus vendre parce qu’on utilise un voilier. Par contre, hous on va se sentir
plus serein parce qu’on n’aura pas éclaté I’impact carbone. [...]. Nous on utilise beaucoup I’ACV sur le cycle de
vie de notre produit vendu mais en dehors de ¢a on a un impact carbone aussi qui est énorme avec nos prestataires,
nous les salariés quand on vient au travail. On a donc un énorme projet en cours pour le bilan carbone, pour qu’on
arrive a chiffrer ca. Méme si on a déja beaucoup de croyances et de connaissances la-dessus, on a besoin de données
chiffrées. Et pour compléter et avoir la vision produit, consommateur et cycle complet, la on fait des ACV.

GG : Une fois que vos fournisseurs sont sélectionnés et que le partenariat est lancé, est-ce que vous avez un systéme
d’évaluation de la performance de vos fournisseurs ? Est-ce que vous avez acces a des chiffres de consommation
d’eau par exemple ?

LE: On n’a pas accés a ces données-la au quotidien. En revanche, comme pour tout fournisseur on peut faire des
audits et c’est dans ces audits-1a qu’on peut dire « voila vous aviez tel engagement, on vous avait choisi un peu
pour ¢a, ou est-ce que vous en étes ? », pour un peu les challenger. Et ¢’est & ¢a que servent les visites fournisseurs
aussi, mais on en fait pas plus qu’une par an. Et si tu en faisais plus, ¢a voudrait dire que tu évalues sur une plus
petite période, alors que nous on veut voir pour plus long, et quand on arrive 1a on récapitule pour toute I’année
qui a précédé, voir ce qu’ils ont fait. [...]. Et c’est 1a ou c’est hyper intéressant parce que ce n’est pas du contrdle
chiffré, c’est plus une relation et on comprend. « Vous avez fait ¢a et pourquoi, dans quel cadre, vous avez besoin
de quoi ? Peut-étre que notre demande elle n’est pas adapté a votre production, peut-étre qu’on peut adapter notre
demande ». C’est la ou la communication et I’humain c’est la clé. [...].

GG : Est-ce que le fournisseur en lui-méme vous as déja suggéré des améliorations de produit, des améliorations
d’emballages etc. ?

LE: Sur les emballages oui parce que c’est le principe d’un fournisseur emballage, qu’il nous fasse des suggestions
de ses innovations et qu’on puisse tester. Sur les producteurs agricoles ils sont en permanence en train de nous dire
qu’une certaine variété résisterait mieux, donc peut-étre que ¢a pourrait étre intéressant, donc oui on suit ¢a. Sur
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d’autres fournisseurs, €lectricité, maintenance, je pense que oui parce qu’on arrive rarement avec un cahier des
charges en disant c’est ¢a et pas autre chose. C’est plus qu’on a besoin de ¢a, trouvez-nous la solution. On n’arrive
pas avec une solution toute faite, on est vachement a 1’écoute de ce qu’ils ont a nous proposer et apres on discute
vraiment de maniére détaillée pour étre stir que leur solution corresponde a notre besoin. Et si on n’a pas de besoin,
ils peuvent quand méme nous solliciter

GG : Tu dis que la collaboration est super importante, est-ce que tu penses que le fait d’autant collaborer ¢a vous
donne une place de choix comme client, en termes d’accés aux produits, de livraison et d’innovation ?

LE: Moi je ne pense pas que les entreprises, parce qu’on a cette relation humaine avec eux ils nous mettent au-
dessus de la pile volontairement mais pour moi c’est la relation humaine. C’est inconscient mais tu es en retard
sur ta prod, tu as deux clients devant toi, un qui te fais chier et I’autres avec qui tu collabores bien et donc les
relations sont meilleures. Forcément tu vas choisir le deuxiéme. Mais ¢a ne veut pas dire que si on fait une
demande, notre demande passe au-dessus tout le temps. Donc je pense qu’on est favorisé de ce point de vue-la
mais de maniére inconsciente. [...]. L’important dans une entreprise ce n’est pas ce que 1’on produit mais ce que
I’on est et donc qui va forcément transparaitre aprés sur les produits. C’est pour ¢a que I’humain est super
important. Si tu ne parles pas avec les gens, tu auras beau mettre sur ton carton « fait avec amour », ¢a sera juste
un message vu comme du marketing alors que si tu le fais transparaitre par des relations, cela n’a pas de prix.

GG : Dans cette collaboration, qu’elles ont été les obstacles et difficultés que vous avez rencontrés ? Est-ce que
c’est déja arrivé que vous ne soyez pas sur la méme ligne d’entente ?

LE: On a pu avoir des relations un peu plus conflictuelles avec des fournisseurs, ¢a existe. Tout n’est pas toujours
tout rose parce que notamment on a un engagement a Arcadie que tous les lots agricoles qu’on regoit, sont analysés
pesticides. Aujourd’hui tu peux avoir un champ qui est bio mais il suffit que juste avant la récolte, il y a ton voisin
qui n’est pas en bio qui ait fait un arrosage de pesticide, ce n’est pas la responsabilité de ton producteur mais il y
a un risque que notre produit n’est pas sans pesticide. [...]. Cette technique de faire des analyses a chaque lot, tout
le temps, on a eu un fournisseur qui en a eu marre. Il disait qu’on mettait en doute ses pratiques, alors que non, on
ne met pas en doute ses pratiques mais nous notre engagement c’est de n’avoir pas de pesticide donc on est obligé
de faire ca et ¢a peut en effet étre mal vu. [...] Aussi a Arcadie on a besoin de beaucoup d’agilité, c¢’est-a-dire que
quand on décide quelque chose, ¢a va trés vite et on a besoin de réactivité. Un jour on a demandé a un fournisseur
d’étiqueteuse de nous faire un devis pour rapidement commander et il nous a donné un devis avec 6 mois de délai.
Cela s’est trés mal passé parce que le fournisseur a dit « on est un fournisseur historique et vous ne nous faites pas
passer avant tout le monde ? ». Oui mais nous on a besoin de flexibilité et 1a ¢a ne fonctionne pas quoi. Et on s’en
est mordu les doigts parce que la machine qu’on avait achetée qui était arrivée plus vite n’était pas aussi
performante. Nous on a reconnu qu’ils étaient meilleurs et eux ont reconnu que nous on avait besoin de plus de
flexibilité. Donc la on arrive a construire quelque chose qui va convenir aux deux.

GG : Donc pour résumer un peu la relation fournisseur selon toi quels sont les points les plus importants sur
lesquels les fournisseurs ont un impact et ou il apporte une plus-value ? Des points que vous ne pourriez pas
forcément faire vous-méme.

LE: Pour moi c’est tout. On aura beau avoir des super valeurs, si toutes les parties prenantes qu’on fait agir ils
n’ont pas de bonnes valeurs, ¢’est-a-dire que nous on est que des beaux parleurs. On ne peut rien faire sans nos
producteurs agricoles, on ne peut rien faire sans nos prestataires, on ne peut rien faire sans nos fournisseurs
d’emballage. L’impact des fournisseurs, il est essentiel, c’est un peu le principe que je t’ai dit tantot d’écosystéme.
Tout seul on ne fait rien et il suffit d’avoir deux-trois maillons de la chaine un peu pourris pour détruire la chaine.
[...]. Les fournisseurs de maniére globale sont la clé et ¢’est en les choisissant au mieux et en ayant compris leurs
besoins et en ayant bien ciblé leurs besoins et nos besoins qu’on arrive a construire quelque chose.

GG : Est-ce que tu penses que faire de 1’éco-conception revient plus cher que faire de la conception entre
guillemets normale ?

LE: Alors pour moi ¢a colite plus cher a I’instant T mais ¢a colite moins cher a long terme. A I’instant T, quelqu’un
qui n’est pas engagg, il ne va jamais aller vers I’éco-conception parce que justement c’est plus cher. Ces personnes
ne visualisent pas le bénéfice a long terme. A long terme tu ne recontactes pas 5 fois pour une maintenance. Par
exemple le voilier c’est des millions d’euros, mais a long terme on va diviser par 2 notre temps
d’approvisionnement. [...]. Un cargo au fuel va faire plusieurs étapes alors que nous on va aller en direct. [...].
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GG : J’avais encore une autre question. Est-ce que tu penses que les gens sont de plus en plus préts a mettre I’argent
qu’il faut pour avoir des produits qui sont plus respectucux de 1’environnement ou est-ce que tu penses que c’est
encore trés minime ?

LE:[...] Avant I’inflation que nous vivons actuellement, les consommateurs étaient préts a payer plus. Dans toutes
les études qui sortaient, ils disaient que oui. Maintenant qu’il y a ’inflation, moi je suis beaucoup prudente avec
cette information 1a parce que méme s’ils sont préts a payer plus, il faut bien qu’ils se nourrissent et donc le prix
va énormément jouer. [...]. Aprées, aujourd’hui si le marché du bio il décroit ¢’est en effet qu’il y a I’inflation, mais
il y aussi qu’il y a certains consommateurs historiques de la bio qui se sont sentis un peu trahis que tout le monde
reprenne les mémes arguments, que ¢a soit en GMS, Carrefour et compagnie avec un Biocop hyper engagé. Les
mots qui sont repris sont les mémes donc en fait le consommateur historique de la Bio il se dit qu’il se fait berner
et donc autant aller a Carrefour. [...]. Il s’est senti trahi. Ces consommateurs 1 ils sont toujours préts a payer plus
cher mais il faut qu’on leur prouve, 1a on est dans une période ot il faut qu’on réaffirme ce qu’est la bio et ce que
sont les engagements liés a la bio pour rassurer le consommateur. [...]. Moi je suis persuadée que le consommateur
il est prét a payer plus pour les engagements mais sauf qu’aujourd’hui on clame beaucoup trop d’engagements sur
les emballages et donc le consommateur il a une confusion des labels, il a une confusion des messages. Je ne sais
plus ce qui est bien et pas bien. [...]. Il ne sait pas faire la différence entre sans pesticide et Bio, et ¢a c’est notre
faute, c’est la faute des industriels. [...]. Moi je reste persuadée qu’ils sont préts a payer mais avant de payer il faut
qu’on fasse de la pédagogie pour leur rappeler ce qu’est, enfin a quoi ¢a correspond nos engagements et en quoi
on est différent. [...]

GG : [Conclusion et remerciements]
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14 Appendix 6 : Interview SuperZéro

Date : 29/04/2022

Gauthier Grenson : GG

Olivier Potvin : OP

GG : [Présentation du sujet du mémoire]

GG : Peux-tu te présenter toi et I’entreprise ?

OP :[...] Donc moi je suis ingénieur de gestion de formation, comme toi, j’ai fait aussi I’option Supply Chain, puis
j’ai fait 4 ans de consultance. J’ai travaillé 2 ans dans une boite qui fait de la maintenance d’avion a Zaventem qui
s’appelle Aerospace. [...]. Jai quitté ce job 1a pour lancer SuperZéro. J’ai commencé d’abord en part-time en avril
2019 et on a créé la boite en octobre 2019 et donc on existe depuis ce moment-Ia. Officiellement on existe depuis
octobre 2019. [...]. La problématique qu’on essaye d’adresser c’est une problématique que tout le monde connait
bien, c’est les déchets plastiques, et tout ce qui est packaging a usage unique en particulier pour les produits liquides
parce que les produits liquides la distribution zéro-déchets ¢’est beaucoup plus complexe. Ce n’est pas comme des
produits solides ou tu peux juste prendre un Tupperware ou un bocal. [...]. Il y a un aspect visqueux, un aspect
moussant. Et donc on a développé une solution qui permet au client final de consommer des produits liquides, en
I’occurrence des détergents, tout ce qui est produits pour la lessive, vaisselle, de maniére 100% zéro-déchet.
Comment ¢a fonctionne ? [...]. Nous on va installer en magasin les distributeurs, qui sont des machines, c’est
grand comme un frigo, ¢’est des machines qu’on a développées entiérement nous-mémes en interne et a travers
ces machines le client va pouvoir acheter son premier flacon s’il n’en a pas encore, le remplir pour la premiére fois
pour avoir son contenu et puis venir reremplir du contenu en fait a chaque fois que son flacon est vide.

GG : La actuellement il y a combien d’employés dans I’entreprise ?

OP : On est je dirais 4 employés temps pleins et puis on a des stagiaires qui nous aident. 11y a un roulement je
dirais assez fréquent.

GG : En termes de développement de produit, tu m’as dit que la machine avait été développée en interne, mais
est-ce que vous avez fait des analyses de cycle de vie pour avoir une idée de la réduction d’impact qu’a apporté
votre produit ?

OP : Oui tout a fait. Ca c’est une analyse qu’on a fait en amont, donc dés le début pour savoir si ce qu’on cherchait
a développer avait réellement un impact sur ce qu’on cherchait a aborder comme probléme. Et donc en fait quand
on comparait un flacon traditionnel linéaire, donc dans un modele actuel ou il y a un certain pourcentage qui est
recyclé et un certain pourcentage qui est en fait juste brulé, parce que c’est la réalité des faits aujourd’hui, versus
notre modéle a nous en prenant comme hypothése qu’une bouteille pouvait étre utilisée 25 fois. Dans les faits une
bouteille peut étre utilisé plus de 25 fois, 100 fois méme plus que 100 fois si la personne qui la posséde en prend
soin. On a pris I’hypothése de 25 parce qu’il y a slirement des gens qui ne vont pas en prendre soin et donc la jeter
beaucoup plus rapidement. Sur base de cette hypothése-1a, on remarquait que le modeéle, d’un point de vue Co2 je
pense qu’on était a 10 fois moins d’émissions de CO2, en termes de consommation d’eau on était a 4 fois moins
de consommation d’eau et alors en termes de consommation de plastique, enfin non de pétrole parce qu’il faut du
pétrole pour le plastique, je pense que c’était 16 fois moins de pétrole. [...]. On a effectivement fait une analyse
de cycle de vie. Alors ce n’est peut-étre pas une LCA qui est selon les régles de I’art en termes de faire dans des
centres de recherches et tout ¢a, c’est une analyse que nous on a fait sur base de nos connaissances et sur base
d’hypothéses qu’on peut faire. Mais bon les hypothéses on les as challengées et honnétement elles font sens donc
voila.

GG : Donc tout a été fait en interne ?
OP : Oui oui, tout a fait.

GG : Ok. En termes de processus de développement du produit est-ce que tu pourrais me résumer les étapes clés
de I’idée a la commercialisation ?
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OP : La premicére chose c’était d’abord de valider I’idée et donc aller vers des clients, aller vers des consommateurs.
Quand je parle de client, je parle plus de magasin en tant que tel parce que notre client direct ¢’est le magasin, le
consommateur lui ¢’est notre client mais indirectement. Aller parler avec ces gens-la et valider. Est-ce qu’il y aun
intérét et une demande pour cette solution-1a ou bien quel sont leurs « pains point » ? [...]. Ca c’est la premiére
étape. Deuxiéme étape c’est de dire, ok par rapport a ces « pain points » qu’on a pu capturer, quels sont les solutions
qui permettent d’adresser ces « pain points ». Sur cette base-1a c’est se dire, ok conceptualiser une solution et se
challenger pour développer une solution. [...]. Dés qu’on a conceptualisé la solution, en fait j’ai oublié¢ une étape,
une des premiéres étapes que j’ai faites avant, ¢’était juste se demander s’il y avait un business potentiel a créer.

Bon, comme on est ingénieur de gestion, on a aussi une vision plus business la ou parfois I'ingénieur il peut
directement se mettre en besogne sur une solution mais avant-méme de penser s’il y a un business. Donc avant
méme de me lancer dans l'idée, j'ai d'abord juste pris c'est quoi les grandes hypothéses. Quel serait mon prix de
vente ? Et si je regarde aux produits concurrents, c'est quoi le prix de vente auquel c’est vendu aujourd'hui ? J’ai
contacté des boites qui vendaient des produits « off the Shelf », produit blanc, marque blanche sur ce marché. C'est
quoi mon prix d'achat ? Quelle est la taille du marché ? Quelle taille potentielle je pourrais prendre au niveau du
marché ? Et du coup, est-ce qu'il y a un réel business a aller chercher ? Donc ¢a, c'est vraiment un premier check.
Sur un coin de table entre guillemets, c'est quoi les grands chiffres ? Est-ce qu'il y a un business a faire ? Ca ¢’était
vraiment I'étape 0. Puis je te dis il faut valider les « pain points », conceptualiser une solution, et puis ben OK mais
comment est-ce qu'on va mettre en place cette solution ? Et donc 13, ¢a a été vraiment aller vers des sociétés
d’ingénieurs ou de conception de machines. On dit OK, voila, voila un peu mon cahier des charges, voila ce que
je cherche & developper. Voila, voila I'expérience client que je voudrais développer. Donc du coup, voila la
machine & quoi elle ressemble, et I'ergonomie tout ¢a. Est-ce que vous savez le développer pour nous ? [...]. Ce
que j'ai trés vite réalisé c’est que ¢a colite excessivement cher de faire appel a des boites comme ¢a parce que c'est
beaucoup, beaucoup de temps. C'est un ingénieur, ¢a cofite trés cher a I'heure. Enfin, je veux dire ce n’est pas, ce
n’est pas anodin. [...]. Pour finir nous ce qui s’est passé, alors je ne recommande pas forcément ¢a a tout le monde,
mais ce qui s'est passé, c'est que les offres qu'on recevait pour conceptualiser vraiment créer, mettre en place le
prototype de solution, elles étaient tellement élevées que pour finir le choix a été de se dire, en fait, on va le faire
nous-mémes. Et donc bah ouais, c'est un peu autodidacte, & racheter, racheter des bouquins, apprendre a
programmer une machine, faire des recherches sur quel type de pompe il faut et tout ¢a. [...]. J'ai dG me replonger
la-dedans, a apprendre, apprendre a programmer et a coder, a jouer avec de la programmation de machines,
d'équipements et tout ¢a. Donc, au final, on s’est retrouvé a développer ¢a nous-mémes. Pour arriver a un prototype,
la phase prototypage du coup on I’a vraiment gérée en interne et puis entre le passage du prototype, je dirais au
MVP donc qui était vraiment capable, enfin qu'on pouvait vraiment installer en magasin, la on s'est fait aider du
coup. [...]. Il y a une phase de je dirais, de pré-industrialisation de la machine pour vraiment passer d'un proto qui
fonctionnait dans ma cave mais qui n’était pas installable dans un magasin et aller justement vers quelque chose
d’installable dans un magasin. Donc la 90% du développement on I’a géré en interne et puis 10% sur I’aspect
ordinateur de bord dans les machines, ¢a on s'est fait du coup aider par des ingénieurs et par un bureau d'ingénieurs
avec des subsides pour supporter ces coits. Et donc ¢a, c'était avant la phase de prototypage jusqu’au MVP. Et
puis c'est la commercialisation quoi, tester sur le marché le plus t6t possible, le plus t6t possible et avec, les
« features » les plus simples possibles. Parce que ¢a ne sert a rien d'attendre de construire la machine parfaite. Il
faut étre sur le marché plus vite possible et apprendre du marché, voir ce qu’est les feedback et intégrer les
feedbacks. On s’est rendu compte qu'il fallait aussi qu'on vende nos propres produits, ce qui n’était pas du tout
notre focus a la base. Nous on espérait vendre des marques préétablies. Ca n'a pas marché parce qu'en fait comme
on n’avait pas encore de machines sur le marché ils avaient peur de mettre a risque leur marque. C'était tres
compliqué. Du coup, on a dii sourcer les produits sur le marché. Ensuite on a appris du marché que les produits
étaient bien, mais il y avait ¢a et ¢a a améliorer. Et donc c’est par aprés qu'on a établi un cahier des charges pour
les produits et qu'on a trouvé un partenaire pour produire les produits liquides. Ce n’est pas parce qu’on avait
développé un concept sur papier qu'il faut forcément que le concept sur papier soit directement 100% mis en place
pour lancer le business. Parfois ¢a ne sert a rien si on se rend compte sur le business qu’il n’y a pas d’intérét alors
cane sertarien d'aller commencer a investir significativement des choses qui sont peut-étre du coup pas relevantes.
Je prends un exemple. Nous on a un systeme ou le client lui il remplit son flacon, mais nous, en amont des
distributeurs, dans le distributeur, il y a des gros bidons de 201. C’est gros bidons de 20 L, nous pour garantir au
client final que toute notre distribution est vraiment 0 déchet, ces bidons nous on les récupére des qu'ils sont vides,
on les lave et on les remplit. Ca on ne l'avait pas testé avant. Mais j’avais eu des discussions avec des partenaires
qui nettoient les bidons pour savoir si c'était possible pour eux de le faire. Je n’ai pas commencé a acheter 100
bidons et tester, Non. [...]. On a d'abord créé le modele, commencé & vendre, et le jour ou j'ai 100 bidons sales que
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j'ai récupéré de mes clients, a ce moment-Ia, je vais mettre en place ce partenariat avec ce fournisseur. J’ai fait une
validation technique, mais ce n’est pas pour autant que je dois faire un « roll out » opérationnel de I’ensemble de
la chaine dés le début parce que ¢a peut vite codter trés cher et beaucoup de ressources. La ou ce qu'il faut au final,
c'est, le but n'est pas de créer quelque chose de techniquement intéressant. Le but, c'est de créer quelque chose
d’économiquement viable.

GG : A quelle étape de ce processus-la, donc que ce soit pour la machine ou pour le produit en lui-méme, le
fournisseur est intervenu ? Est-ce qu’au moment du développement du produit tout s'est passé en interne et vous
avez proposé le prototype au fabricant ?

OP : Cest clair qu'il y a beaucoup de discussions en amont parce que quand on se retrouve a devoir développer
nous-mémes le distributeur, tout n’est pas « customer » pour le distributeur. Dans notre distributeur, il y a plein de
piéces qui viennent en fait d'industries totalement différentes et qui ne sont initialement pas faites pour étre
intégrées dans un distributeur de liquide. Mais ce n’est pas grave. [...]. Donc par exemple si je prends 1'exemple
de mes pompes qu'on met dans le distributeur, j'ai eu beaucoup de discussions avec des fournisseurs de pompes.
Des fournisseurs chinois, des fournisseurs belges, etc. On a acheté des pompes belges, enfin des pompes
Allemandes via un distributeur belge qui nous a aiguillés & ce moment-la. Ces pompes allemandes elles ne
répondaient pas bien a notre type de produit et du coup on a di toutes les bazarder. Du coup j'ai di aller a Milan
et j'ai trouvé la-bas un fournisseur et on a eu une discussion avec une marques de pompes a Milan. 1ls nous ont dit
que pour tel type de produit quel type de pompe il faudrait. C'est la qu'il y a énormément de valeur a créer. C'est
tous ces gens-la qui vendent tous ces types de composants, ils ont déja une expérience énorme par rapport a leurs
produits parce que c'est eux qui l'ont congu, qu'ils I’ont développé et qu'ils le commercialisent. Il y a énormément
a discuter du concept parce que c’est eux qui vont permettre de challenger et apporter beaucoup de valeur a
comment est-ce qu'on va affiner le concept en tant que tel. Il y a beaucoup de gens qui ont trés tres peur de discuter
de leurs projets, qui ont peur que les gens les copient. Aujourd'hui, tout le monde, les gens ont tous un boulot, ils
sont tous occupés et ils n’ont pas le temps. [...]. Donc honnétement il y a beaucoup plus de valeur a créer dans
'échange et le partage et le challenge de ses propres idées qu’a avoir peur de discuter avec des personnes qui
pourraient étre potentiellement des concurrents, mais honnétement il y a trés peu de chance.

GG : Est-ce qu’il y a des fournisseurs qui ont di créer un type de piéce, par exemple juste pour vous, ou est-Ce
que C'est tous les produits qu’ils vendaient déja de base ?

OP : Non, tous nos produits sont des produits qui sont standards, sauf des produits qu'on a nous-mémes congus par
exemple, ou bien des produits qui était par définition « custom ». Par exemple I'ordinateur qu’il y a dans la machine
¢’est un ordinateur qui est custom pour nous parce qu'il a déja intégré les leds qui permettent de communiquer aux
clients si sa bouteille est bien installée. [...]. Ces leds-13, ils doivent étre a des endroit spécifiques de la machine et
donc tout l'ordinateur il est vraiment custom pour nous parce que, par définition, c'est quelque chose qui doit étre
custom. Donc c'est logique. Mais par exemple y'a des choses ot nous, dans le distributeur, on a tout le temps utilisé
des produits standards, on n’a rien adapté nous-mémes. Sauf pour les piéces par définition « custom ». Pour les
tétes de remplissage, ce sont des piéces qu'on a nous-mémes modélisées en 3D. Et puis on fait imprimer en 3D et
donc elles sont produites en 3D, mais donc c'est des piéces « custom » pour nous, mais qui sont développées par
nous aussi. Donc tout ce qui est « custom » on le développe nous-mémes et tout ce qui est standard, on prend sur
le marché. Si je prends une autre exception, par exemple le fabricant de pompes, ses pompes ont une entrée et une
sortie qui sont des calibres particuliers et normalement ils les vendent avec des embouts définis et nous on a
demandé des embouts plus larges, donc ils mettent juste des embouts qu’ils vissent dessus, d'autres tailles, mais
qui ne sont pas standards pour eux. Mais c’est un truc qu’ils ont quand méme en interne donc ¢a ne change pas
grand-chose.

Mais c'est vrai que dans l'aspect conception et tout ¢a, dévier de produits standards, c'est trés compliqué. La ol
pour nous ce qui est intéressant, c'est qu’ils arrivent a nous produire, a nous fournir des pieces qui sont trés peu
cheéres, qui sont produites a grande échelle. Dés qu'on va dans du « custom », ¢a co(te vite trés, enfin énormément
cher et donc on perd en fait cet avantage-la. Il faut vraiment soi-méme toujours étre l'avocat du diable par rapport
a jusqu’ou est ce que je veux me faciliter la vie versus ou est-ce que je veux avoir le prix moins cher parce que
« outsourcer » toute la « custom » ¢a colte énormément d'argent. Alors oui ¢a me facilite la vie parce que ce n’est
pas moi qui dois le faire, mais c'est impayable. C’est un « tradeoff » entre customisation et argent que ¢a codte. A
notre échelle, comme on est encore trés petit, est-ce que ce n’est pas la peine que la customisation ¢a soit nous qui
I’internons. Toute cette customisation est prise en interne aujourd’hui.
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GG : Et pour le produit détergent en lui-méme 1a c’est une solution que le fournisseur vous propose de base ou
que vous avez développé avec lui ?

OP : Non ¢a on I’a vraiment développé avec lui. Nous on a fait pas mal de recherches pour définir un cahier des
charges et puis eux ont un département chimie en interne chez eux. Sur base du cahier des charges défini, le
chimiste a développé une formule qui répondait a ce cahier des charges-la puis il nous a donné des échantillons,
on a un peu affiné. On a aussi eu entre temps 1’écolabel, donc par rapport a I’écolabel, comme 1’écolabel intégre
une dimension de performance, sur base de tests de performances on a parfois di réajuster la formule du produit
pour étre sdr que la performance soit au rendez-vous. C’est bien beau d’avoir des produits écologiques, et on a un
cahier des charges qui est hyper poussé sur ’aspect écologique mais si au final ¢a ne lave pas, ¢a n’a pas de sens.
La par contre, il y a vraiment eu une réelle collaboration avec le fournisseur malgré que ca soit un trés gros
fournisseur qui fournit en marque blanche des Lidl, Delhaize et Carrefour. [...]. On a vraiment pu bénéficier
d’énormément de soutien et méme encore aujourd’hui c’est vraiment un trés fort partenaire chez nous. [...]. La
chance qu’on a eu c¢’est qu’au moment ou on a entamé les discussions avec eux, il y avait un tout nouveau CEO
qui venait de rejoindre 1’entreprise et lui avait vraiment une volonté d’insuffler un renouveau écologique. C’est
vrai que la détergence qu’eux font aujourd’hui c’est de la détergence classique avec des crasses dedans et ils
voulaient vraiment insuffler une nouvelle vision écologique. [...]

GG : De maniere genérale sur base de quels criteres vous sélectionnez vos fournisseurs ? Uniquement des critéres
financiers et de livraison ou alors pour assurer I’impact de vos produits vous regardez a des certifications ou a des
aspects de leur activité liés a I’écologie ?

OP : [...]. Ce qui est compliqué c’est qu’a notre échelle il est compliqué d’aller influencer un grand groupe, d’aller
commencer a faire une démarche d’un point de vue écologique. La ou par contre on peut directement avoir un
impact, ¢’est de se dire & quelle échelle géographique on veut travailler. Est-ce qu’on veut tout sourcer en Chine
ou est-ce qu’on veut idéalement tout sourcer en Belgique. Si on veut sourcer en Belgique ¢’est nous-mémes qui
faisons le choix de faire un « sourcing » local et que donc I’impact environnemental est le plus faible. On a un vrai
levier sur le choix que nous on porte sans devoir influencer nos partenaires qui sont souvent largement plus gros
que nous. Nous en tant que petit poisson, ¢’est hyper compliqué de faire évoluer ces groupes-la. Nous par exemple,
dans le « sourcing » de nos produits, I’aspect local est hyper important. Les ordinateurs qui sont dans nos machines
par exemple, on pourrait les sourcer en Chine, ¢a nous codterait sGrement 10 fois moins cher mais aujourd’hui on
les fait fabriquer en Belgique, c’est un choix. [...]. C’est notre choix. Il faut d’abord savoir sur quoi nous on a un
contrdle puis apres on peut travailler sur les choses sur lesquelles nous on n’a pas de contréle, comment est-ce
qu’on peut influencer.

Deuxiémement le fait qu’on ait pu travailler avec 1’atelier Jean Regniers pour la fabrication des produits liquides,
sur la conception de nouvelles formules et venir avec un cahier des charges strict. On a aussi discuté avec eux en
disant « vous savez quoi les gars, plutét que nous on vous paye des milliers d’euros pour le développement du
produit et tout ¢a, pourquoi on ne fait pas un partenariat ou le produit vous nous garantissez que sa conception
auquel vous nous le vendez il n’y a que nous qui pouvons 1’acheter comme ¢a avec le parfum qu’il y a dedans, la
couleur du produit, la densité du produit et sa concentration. Par contre, nous on est tout a fait ouvert a ce que vous
réutilisiez cette formule-1a pour d’autres clients parce que si vous les vendez a d’autres clients, ¢a veut dire qu’il
y aura un impact aussi plus large d’un point de vue environnemental ». [...]. Ca veut dire que beaucoup plus de
personnes consommeront des produits d’entretien plus écologiques. Ca c¢’est clair que c’est le genre de démarche
qu’on peut avoir avec eux et quand on les questionne, on essaye aussi de comprendre leur démarche en interne
d’un point de vue environnemental. Il n’y a pas encore beaucoup de labellisation d’un point de vue écologique. 11
y a quelques normes 1SO, il y a B corp mais c’est encore trés a la marge. Il y a trés peu de boites qui sont dans le
B corp. [...]. Etre trop exigeant a ce niveau-ci, c’est aussi se tirer une balle dans le pied pour un projet qui est de
par sa nature écologique.

GG : OK, et une fois que vous avez sélectionné vos fournisseurs, est-ce que c’est déja arrivé que vous vous
rendiez compte que le fournisseur n’était pas adapté ou alors qu’un autre fournisseur propose autre chose
maintenant qu’il ne proposait pas au départ et qui pourrait améliorer votre produit ?

OP : Alors oui on a eu des discussions sur certaines piéces qu’on commandait et on les recevait toutes pré-
emballées individuellement. Moi j’ai dit non vous arrétez ¢a. Quand vous nous les livrez, je ne les veux pas
emballées, je les veux en vrac comme ¢a dans une boite c¢’est tout. La-dessus, on peut avoir quelques effets. On a
dd changer de fournisseurs parce que ¢a ne répondait pas au cahier des charges aussi. Quand on est passé de



104.

produits standards a des produits pour lesquels on a fortement contribué a la conception, on a aussi changé de
fournisseurs. Parce qu’au final, le fournisseur initial de produits standards il ne voulait pas nous offrir de la
transparence par rapport a ce que contiennent ses produits. Il me disait « oui ils sont éco-labellisés » mais je ne
sais pas ce qu’il y a derriére. Mes clients, comme je suis dans un milieu et dans un marché hyper fort axé sur la
transparence. On leur a demandgé, ils n’ont pas voulu nous le dire, alors on a changé.

Mais il faut se rendre compte qu’on n’a pas toujours ce levier et on a méme trés peu ce levier-la parce que nos
quantités de commandes sont toujours trés faibles. [...]. Cependant, ce qu’on voit par exemple avec notre
fournisseur de produits liquides, c’est lui qui remplit directement les bidons et du coup eux n’étaient pas du tout
habitués a travailler avec des bidons qu’on leur renvoyait. Ils sont habitués a travailler avec des bidons neufs mais
donc on a eu cette discussion avec eux pour voir comment on allait s’arranger pour qu’on leur renvoie les bidons
qui ont déja été utilisés, qui ont été lavés et qu’eux remplissent. Ce n’est pas un grand changement mais ¢a a posé
des questions parce que quand on a commencé avec eux, ¢’est eux qui achetaient les bidons neufs. Donc en fait
quand ils nous facturaient le produit, ils nous facturaient le liquide plus les bidons. [...]. Mais je leur ai dit «
attendez, ces bidons vous n’allez pas me les facturer alors que je vous envoie mes propres bidons ». On a eu des
échanges pour voir comment on allait s’organiser en termes de facturation.

GG : Et donc en termes de retour de bidon, le procédé il se passe comment ?

OP : Donc nous on fait tout en direct, donc on livre les magasins en direct de nouveaux produits, donc de nouveaux
bidons pleins ou de flacons consommateurs et quand on livre des bidons pleins, on récupere des bidons vides. Ces
bidons vides, on les récupére, on les stock chez nous et puis dés qu’on a un stock suffisamment important, la
derni¢re fois que j’ai envoy¢ ¢a, on avait genre 12 palettes et une palette c’est environ 48 bidons. Dés qu’on a
suffisamment de bidons, on fait venir un camion. Le camion va chez notre partenaire qui les nettoie, il les nettoie
et puis dés qu’il les a nettoyés, ils envoient directement au remplissage chez notre fabricant.

GG : Et I’entreprise qui fait le nettoyage vous 1’avez sélectionnée pour des critéres purement financiers ou est-ce
que c’est une entreprise qui a par exemple un systéme de nettoyage qui consomme moins d’eau ?

OP : Honnétement on n’a pas su aller jusque-la parce que fondamentalement ,il n’y a quasi aucune boite en
Belgique qui fait ¢a. J’ai cherché et puis quand j’ai trouvé cette boite-1a, je me suis dit « ok super j’ai au moins
trouvé un partenaire ». Je n’en connais pas d’autres et a ce jour-ci j’ai encore trouvé personne d’autre. Donc je
n’ai juste pas d’alternative. Comme mon ¢élément primordial ¢’est 1’aspect local parce que comme ¢a je réduis
mon empreinte en termes de transport, ben oui je pourrais aller chercher au Pays-Bas ou en France mais du coup
je vais aller influencer cette dimension locale.

GG : Une fois que vous avez sélectionné vos fournisseurs, je sais que c’est rare pour des PMEs mais est-ce que
vous avez un systéme d’évaluation de leur activité a eux sur base de données d’utilisation d’eau, d’énergie ? Ou
alors ¢a se résume a un cahier des charges respectés ?

OP: Il n’y a rien du tout d’autre qui rentre en compte. On ne fait pas d’évaluation du tout, zéro. On fait une
évaluation des produits qu’ils nous envoient par contre pour voir s’ils répondent a nos critéres et s’il n’y a pas de
problémes de qualités Au-dela de ¢a sur des considérations internes chez eux, a savoir s’ils ont des panneaux
solaires, s’ils réduisent bien 1’eau et tout ¢a, il n’y a aucun effort parce qu’honnétement c’est une question de
priorité et aujourd’hui ce n’est pas la priorité. Aujourd’hui on a tellement de choses a développer que ce n’est pas
la priorité.

GG : Tu dis que vous vérifiez leurs produits, vous faites ¢ca de maniére récurrente ?

OP : De toute fagon on a aussi des retours de clients qui nous aident forcément a ca mais en amont par exemple
on a eu le cas ou les bidons regus n’étaient pas dans le bon format. Ce sont des checks visuels beaucoup. On n’a
pas de laboratoire interne donc on ne fait pas de tests chimiques de la composition des produits pour voir si ¢’est
bon mais j’ai eu des produits ou le produit était envoyé mais avait une couleur différente. Donc tout ce qui est test
visuel ¢a on fait, test intrinséque dans le produit ¢a on ne fait pas. Mais par exemple pour les tests des cartes des
mini-ordinateurs, dés qu’on regoit des cartes on les teste toutes et on voit si elles fonctionnent correctement. [...].

GG : Est-ce que vous faites souvent des visites chez vos fournisseurs pour voir concrétement comment ¢a se
passe ?
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OP : On le fait. On en a encore fait une récemment pour voir un peu comment ¢a se passe et filmer. On voulait en
plus établir de la transparence parce qu’en termes de communication c’est intéressant. [...]. On ne le fait pas avec
tous parce que par exemple pour le partenaire qui fait le nettoyage des bidons, je pense que leur processus, comme
c’est une boite comme il n’y en a aucune autre en Belgique qui fait ¢a, je pense que du coup ils ont développé un
processus qui est vachement unique et donc c’est interdit d’aller chez eux. Donc ils n’ouvrent pas leurs portes. Ca
nous embéte un peu parce que on ne peut pas filmer quoi. Apres j’ai été quand méme chez eux, j’ai été visiter
avant qu’on travaille avec eux, j’ai été voir comment ¢a se passait pour tester, voir pour les bidons et tout ¢ca. Donc
oui ¢a j’ai vu mais on ne sait pas non plus établir beaucoup de transparence par rapport a comment c’est fait partout.

GG : Est-ce que tu penses que de maniére générale faire de 1’éco-conception actuellement ¢a permet d’attirer de
nouveaux clients ou est-ce que tu penses que le client n’est pas encore assez impacté par 1’écologie ?

OP : [...]. Il y a différents facteurs a la prise de décision et I’écologie n’est certainement pas le premier. Ce qu’on
observe c’est que le plus important ¢a va étre la « convenience » pour le client. Par exemple si je parle pour un
magasin, notre démarche il y a des magasins qui I’aime bien mais la majorité ne 1’aime pas parce que c’est moins
« convenient » pour eux. Le personnel en magasin dans la grande distribution ce n’est pas un personnel qui est
forcément le plus éduqué ou le plus motivé au monde, il y a un turnover qui est assez important et donc le fait
d’amener une nouvelle machine implique une nouvelle maniére de travailler, implique en termes de gestion du
personnel de la complexité, ce qui va du coup étre un frein méme s’il y a cette dimension-la écologique hyper
poussée. 1l faut donc bien tout d’abord comprendre les critéres de décisions clés de son consommateur ou de son
client. Le fait de venir avec une dimension plus écologique va aider mais que si on répond déja aux priorités
numéro 1,2 ou 3. [...]. Il faut que ¢a ne soit pas trop cher, que ca soit de bonne qualité et apres si c’est écologique
¢’est encore mieux. [...].

GG : Vos distributeurs sont présents dans combien de magasins en Belgique ?
OP : Au total on a une quarantaine de magasins installés dont trois au Luxembourg. [...].
GG : Et ¢’est vous qui sélectionnez ces magasins ?

OP : Oui nous on démarche. [...]. Mais ce qu’on a appris c’est que la grande distribution traditionnelle ¢a ne
marche pas notre concept actuel parce que les consommateurs ne sont pas préts pour ce genre d’initiatives la. [...].
On ne démarche presque exclusivement que des magasins Bio ou vrac. [...].

GG : En termes de prix, est-ce que tu penses que faire de 1’éco-conception revient forcément toujours plus cher ?

OP : Ca va dépendre du secteur pour moi. Il n’y a pas vraiment de réponse. [...]. C’est clair que notre mod¢le pour
distribuer est trés trés avancé d’un point de vue écologique et qu’il est beaucoup plus cofiteux. Si ¢’était moins
cher, 1a ou moi je vends un litre de produit, Procter & Gamble ils en vendent 1 million. Donc si moi je pouvais
faire 1 cent d’économie par litre, I’économie chez eux elle serait colossale. Donc ils I’auraient déja fait. Le fait est
que quand on part dans de 1’éco-conception, c’est souvent plus cher, en tout cas au début, parce que souvent on va
commencer sur des plus petites séries, ¢’est quelque chose qui va étre nouveau. [...]. Par exemple ’offre de
plastique recyclé est encore assez limitée, et donc le colit unitaire va étre plus élevé. [...]. Je ne dis pas que le
modéle éco-congu n’est pas d’office plus cher. Pour moi il peut étre aussi cher voir méme moins cher mais a partir
du moment ou on arrive a le tirer a une échelle suffisamment grande. [...]. Souvent parce qu’on est encore au
début, ce sont des modéles ot on est encore relativement & une petite échelle et qui donc de par leur échelle
relativement réduite, sont plus chers. [...].

GG : Maintenant que tu viens de parler de recyclage. Est-ce que vos bidons sont en plastique ordinaire ou en
plastique recyclés ?

OP : Au niveau des bidons de 201, quand nous on les a achetés ¢’était du plastique vierge maintenant on les réutilise
donc on a un ensemble de bidons qui tournent. Pourquoi est-ce qu’on a choisi ces bidons-1a ? Parce que a cette
époque-la on n’avait pas trouvé de fournisseur Belge qui avait des bidons en plastique recyclé. Ils sont 100%
recyclables ca c’est siir mais il n’y avait pas de bidons en plastiques recyclés. [...]. Deuxiéme élément, d’un point
de vue flacon consommateur, 1a on a voulu aussi passer en plastique recyclé mais on n’a pas trouvé de partenaire
qui était capable de nous le fournir a ce moment-la pour honnétement un prix qui restait correct et pour les quantités
de commandes. La problématique pour le packaging c’est vraiment les quantités de commandes. Les MOQ sont
énormément élevés en packaging et donc oui on aurait pu avoir des bouteilles recyclées mais il fallait commander
directement 30000 bouteilles, ce qui pour commencer était impossible. [...].
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Nous on a toujours mis beaucoup d’efforts sur I’aspect impact de nos packagings et effectivement nos packagings
ils sont en plastique et on a fait le choix de ¢a par rapport au verre, par rapport a I’aluminium. Méme si dans la téte
des gens parfois le plastique & mauvaise presse et que le verre peut-étre plus écologique, ce n’est pas forcément
vrai. Si on réutilise du plastique, le plastique est plus écologique que du verre par exemple, parce que le verre il
faut le chauffer a des températures gigantesques pour le créer donc ¢a demande énormément d’énergie. [...].

GG : Du coup pour résumer un peu tout, pour toi, en tout cas dans votre entreprise, sur quels points les
fournisseurs ont été le plus importants et ont permis votre projet ?

OP : La ou je pense que le fournisseur a le plus un réle c’est de nous challenger sur nos hypothéses initiales. Nous
on vient avec une vue, mais moi je ne suis pas ingénieur, enfin si je suis un faux ingénieur comme tu le seras
bient6t, mais on n’a pas des backgrounds hyper techniques. [...]. Donc avec ma casquette de faux ingénieur je n’ai
pas I’expérience qu’eux ont. Eux leurs produits et applications ont déja été utilisés dans plein d’applications
différentes, par plein de clients différents et donc il faut absolument qu’ils nous challengent. Se faire challenger
par ses fournisseurs c’est vraiment la grosse grosse valeur ajoutée. Il faut vraiment construire des partenariats avec
des fournisseurs pour nous aider dans le développement a petite échelle. C’est eux qui vont nous challenger en
disant « écoutez les gars vous étes bien beaux mais vous étes petits aujourd’hui donc si vous étes petits et que vous
voulez garder des colts qui sont cohérents, il faut faire des choix ». C’est eux qui peuvent nous challenger en
disant « écoutez, j’entends ce que vous voulez. Vous voulez aller sur la lune, c¢’est top, mais peut-étre que pour
commencer, commencez déja par envoyer un truc en I’air quoi et on verra aprés pour la lune ». IIs vont dire « oui
on peut faire un truc qui va sur la lune mais ¢a va vous codter les yeux de la téte et qui vous dit que quand vous
aurez soi-disant développé le truc qui va sur la lune, en fait en démarrant vous allez vous rendre compte en le
démarrant qu’en fait non ¢a ne marche juste pas. Donc faites ¢a étape par étape ».

GG : Donc au final ¢’est un réel réle de conseil ?

OP : De conseil oui et de challenge. Challenge du concept, challenge de I’idée. Et de vrai partenaire de
développement aussi. Par exemple notre fournisseur de liquide c¢’est vraiment avec lui qu’on a codéveloppé les
formules, donc c’est des vrais partenariats de développement.

GG : Est-ce que tu penses que ce travail de développement avec eux ¢a vous a donné une place de client
particulier ?

OP : C’est évident parce que si je compare le chiffre d’affaires qu’on représente dans le chiffre d’affaires global
du fournisseur on est dérisoire. Néanmoins ce que je constate c’est que le partenariat il est hyper fort. JI’appelle
maintenant le chimiste, il me répond. Je 1’ai appelé il y a deux semaines pour un produit, la semaine passée j’ai
déja regu un échantillon d’un produit potentiel alors que par rapport au chiffre d’affaires qu’on représente c’est
dingue. Moi j’aime bien construire vraiment des partenariats parce qu’on sort vraiment d’une discussion
transactionnelle. On vient dans une collaboration et c’est 1a qu’il y a vraiment une vraie valeur ajoutée surtout pour
des entreprises comme les noétres qui n’ont pas la taille suffisante et qui ne peuvent pas jouer de I’importance
qu’elles représentent dans le chiffre d’affaires d’une entreprise que pour pouvoir négocier et exiger une flexibilité.
Pour des start-ups comme nous, créer de vrais partenariats c’est ¢a qui permet plein de choses au final.

GG : [Conclusion et remerciements]
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Company Norm Jaime mes dents Gobilab
Sector of activity -Shoes Industry -Bathroom products Reusable bottle and lunch items
Barriers -Search of appropriate suppliers -Search of appropriate suppliers -Cost to evaluate and develop products.

-Difficulty to enter the market.

Supplier Selection

-Location criteria: Optimization of transport
by having all suppliers in the same place +
reduced impact of products.
-Certifications: Allows to have a certified
view of the supplier’s activity to verify its
impact.

-Transparency criteria: Ensures the activity
of suppliers and useful to communicate to
customers.

-Financial criteria: Not the main criteria,
preference for quality.

-Engagement of the supplier to propose
alternatives and improvements.

-Location criteria: Reduced impact and local
aspect of the products.

-Transparency criteria: Ensures the activity of
suppliers and useful to communicate to
customers.

- Willingness to develop new eco-friendly
products for the company.

- Financial criteria: important to ensure the
profit of the company.

-Location criteria: Reduced impact , local aspect
and easy to implement.

- Environmental criteria to ensure the impact of
the products.

- Look for long-term partnership.

- Source of proposal of solutions and alternatives.
- Transparency criteria: Verify activity +
communication to customers.

-Certification: not especially environmental ones
but more for legal reasons of health.

Supplier Evaluation

-No accurate evaluation system due to the

size of the company.
-Supplier visit to check the activity but no
data collected.

-No accurate evaluation system due to the
size of the company.

- Supplier visit but no data collected and not
frequently.

- No evaluation system because it’s contrary to the
desire to build a community of partners, no role of
control.

- Re-evaluation of products allows to see the
evolution between the first LCA and the LCA at
the moment of re-evaluation.

Supplier Collaboration

-Supplier knowledge to complement the

knowledge of the founders.

- Suggestion on improvements to ensure the
feasibility.

-Challenge of the supplier to obtain more
adapted products and make supplier’s
activity greener

-Supplier knowledge very important because
the SME as no technical skills at all.
-Challenge of the supplier to obtain more
adapted products and make supplier’s activity
greener.

- Privileged relation that allows some
advantages.

-Supplier knowledge very important because the
SME as no technical skills at all.

-Challenge of the supplier to obtain more adapted
products and make supplier’s activity greener.
-Privileged relation that allows some advantages.




Company Arcadie SuperZéro
Sector of activity -Organic spices, tea and herbs. -Distributor of zero-waste detergent products. e
Barriers -No specific difficulties and great growth since the beginning - Financial difficulties to develop the distributors and detergents.

-Search of appropriate suppliers.
- Difficulty to convince customers.

Supplier Selection

- Organic and fairtrade producers

- Suppliers must respect certain criteria for Arcadie to be
certified.

- Charter of selection: Different social, technical and
environmental aspects are evaluated to make sure de product is
adapted.

- Source of proposal of improvements and alternatives.

-Location criteria: Reduced impact , local aspect and easy to implement.

-Suppliers who are willing to change their business and offer new products to
reduce environmental impact.

- Source of proposal for development of the liquid detergents.

- Price is important: choice of suppliers of standard parts for the distributor.

- Supplier of liquid must respect certain criteria for the product to be certified.

-Special partnership that reduces development costs but allows the supplier to
sell the developed product to other customers. Willingness to change the
industry globally.

- Transparency criteria: Verify activity + communication to customers.

- Not interested in external certification, too demanding.

Supplier Evaluation

-No evaluation system and no access to supplier’s data.

- Audit carried out by external companies to check the
supplier's activity but not on a recurrent basis as it is costly.
-Visit suppliers once a year to see the evolution throughout the
year. Not a numerical evaluation but more a discussion of things
to improve.

-Evaluation of each batch of product for traces of pesticides.

-No evaluation system and no access to supplier’s data because it’s not a
priority for the company that is in development.

-Evaluation of the products themselves to ensure quality.

- Supplier visit but no data collected and not frequently.

Supplier Collaboration

-Willingness to create an ecosystem of committed suppliers.
-_Supplier knowledge to complement the knowledge of the
founders + challenge.

-Source of proposal for new products and packaging.

- Willingness to allows other customers of the supplier to use the
packaging developed by Arcadie and its supplier, in order to
change the industry globally.

- Privileged relationship, although unconscious, thanks to a strong
collaboration that allows the SME certain advantages.

- Supplier can challenge the ideas of the SME and propose alternatives of
more adapted solutions.

-Development partner who brings skills that the SME does not have internally.

- Privileged relationship that gives advantages and allows for more flexibility.




Abstract :

Environmental considerations in today's society are increasingly pushing companies to try to
reduce the ecological impact of their activities. Some companies therefore choose to engage
in ecodesign in order to offer products that have a lower environmental impact. Yet, it is still
quite complicated for SMEs to develop ecodesigned products due to a lack of knowledge and
financial means. This thesis therefore aims to understand how supplier relationship
management activities enable SMEs to overcome the barriers encountered in their ecodesign
process. In order to answer this question, the choice was made to carry out a multiple-case
study analysis of five SMEs evolving in different sectors of activity. Once these five cases
were analyzed, they were compared to develop propositions of answers to the research
question. It emerges from these propositions that environmental criteria are not the first
supplier selection criteria used by SMEs involved in ecodesign. It also appears that it is
complicated to set up a concrete supplier evaluation system but that other means more adapted
to SMEs still allow to verify the supplier's activity. Finally, this thesis reflects well how the
supplier can remedy the lack of knowledge of the SME thanks to a strong collaboration. The
propositions of answers are only hypotheses and would need to be verified by further analysis.
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