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Rebuilding relations for growth

For many s, the Ly clenbyi
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strain on thew extended supply chaing, writes James

anicinduced myopla during the recession

has left many a company-suppier

relationship in fatters. In survival mode,
many companles took the view “our horizon
i now, snd well worry sbout tomomow when
it comes®. Ignoring agreements and abusing
relationships, some abandoned suppliers to their
own fate.
Now tomomow 15 here - and customers ane
dermanding more fand more quickly) - these

they need from a disgruntled supply chain, The
actions people took mean lots of supply chaing
are now dry; they'ne not lean, but drained. No
matter how efficient your own company, without
& healthy extended supply chain, you're godng o
have difficulties. There will always be unplanned
events, which without supplier co-operation, will

prevent you from being truly ‘business-affective’,
And [t opens the window to competition.

Often, it's not first-ther suppliers, but second- or
third-tler suppliers, which are causing the kswes.
But companies are failing to look beyond the first
point of contact and recognise the importance of
the extended supply chain. Companies are trying
to ‘beat up’ their firsttier suppliers in the hope
that this will get passed on, rather than tackling
the true cause of the problem.

C 1 s ey to resolving the supply
«chain issues many organisations are now facing.

Firms need to form parinerships further bacdk
along the supply chain. They need to talk to end
cormvene with people they would never have
previously considensd meeting. That i not an easy
task as the vast majority of companies have never
really had true visibfity of thelr extended supply

chain, because when things were refatively stable;
thiene wasn't any real need for it

Many companies operate on the assumption
that history is reflected in thefs future, which
during times of stability, will work, to a degree,
Yer, the recession has changed all this It's
created an atypical situation, where history has
almost been wiped cut - the fulure no longes
regresents the past and vice versa, Without better
communication and better information  flow
betwoen the links in the supply chain, it will take a
wery long time for history to again become a good
basis of information for the future.

Treasury Wine Estates, part of the Foster’s
group untll 10th May X101, and now one of the
werld's largest publically owned wine companies,
experienced the impartance of communication
in the supply chain, hiving incurred write-downi
of surplus wing In the past worth hundreds ol
millions of doflars. “We work to long lead times
and often stast to source against the demand
profile a long way oul” says anhm ﬂrulm.
directer
mhmwwmwmmn‘
we know abaut therm early, but if there's any leg in
commurication to our supply side, we can casily
find we're sourding for an out-of-date demand
profite”

and  develogpi

reuunnm then, B fundamental to the
restoratian of 2 healthy supply chain. But before
you can begin 1o do this, you need 1o galn contrel
of your own business. You need to be able to
provide credible, reflable information before you
can emablith partneshigs. if your information
keeps changing, no-one will believe it, there will
be ne wrust and you'll have no basis for building
refationships. Trust can uﬂrthenmtedwhm
people 1o e The
greater the collaboration lllruwhth AUMDers,
the Batver the relationships and, hence, plans.
I the case of Treasury Wine Estates, the
of integrated business planning
Mhasddmndmﬂahhyhhnunﬂun-d
by integrating its business processes, 1BF has
given the managoment team an accurate view of
Its organisation as a whale. Only nine months into
Nmam the wine producer experienced
financial benefits. “We were able 1o gpot a
unplyihnn‘l'ﬂhsﬂd\epmdm which, if mot
acted upon, could have been costly,” says Anders,
“Before iBF, this may not have been identified at
all, and certainly not as quickly. As a result, we

Are you being over-charged for

Graphic Design work 7 7

Whether it be press adveriising, web
1 banner advertising, brochures, signage
or the host of other promational
Iterns required in a fast-maving
business, it is vital that you
maintain a fresh look. BTTB can
now provide graphic design
services for its clients ata
fraction of the usual market
rate.
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were sble to plug the shartfall with 20,000 cases,
with o combined gross margin of over $500,000.

Flexibdity 15 a requirement of a supply chain,
depending on the way the business and its supply
chain intend to meet customner service levels,
and 2ls0 on the cost-to-serve. Supply chaing
should be optimised to deliver customer and
cost expectations for service ete, and products
should be segmented into supply chain bundles
to meet that approach, The attention to detail
needs to appty to any business process in pursuit
of excellence In performance. More and more,
tha “runners” in a supply chain can be left 1o
asutomated processes, & bong as the anganisation
has the maturity of process to deal with this -
a5 opposed 1o just seeing this a5 automation
of current processes. This means people in the
organtsation can focus on the products whene
there s higher varlablity and uncertainty. This is a
oy feature of the |BP process.

So while they couldr't sidestep the recession,
those companies with good processes and in
control of planning before the downturm could
continue to dive improvement through the
difficult times, and they are now in s better position
to meet the resurgence of demand. But, a3 we've

seen, having control over your own business in
this day and age, Is only the first step 1o success
irrespective of the sccuracy of the Information
you provide, wider communication Is essential if
suppliers are to be geared up to respond to il

A business needs suppliers to be In control of
their own businesses, and simply telling them
to get control of it just isnt good enough, You
have to bulld a partnership and understand what
suppliers need 1o mprove, Jist demanding ‘mane,
mote, more' bn't going to provide your supplier
with the bandwidih 1o actually get in control and
Improve.

Ar Ofiver Wight, we ace secing an increasing
demand fram businesses fo us to work directly
with their first-, second- and, in some cases, even
their third-ter suppliers. 5o, a5 wed as helping
clients gain control over their own organisations,
we can also help them to develop profitable
relatiomships. throughaut the extended supply
chain.

As recovery continues and demand Increases,
It Is critical organisations optimise the effcency
of their entire supply chain if they are to keep the
comgpetition at bay.

Meeting the challenge
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Marketing aims for
growth. Procurement
targets efficiencies.

We bring them together.
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