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The ten supply chain 
commandments for retailers

n  Have you checked the supply routes  
of each product for optimisation?

n  Have you identified those products which 
should or could be channelled through 
your DC?

Ask yourself these questions

By Peter Auld

Once again we remind retailers and 
manufacturers of basic tenets of a successful 

supply chain strategy.

1. Keep it as SHORT as possible
Keeping the Supply Chain as short as possible 
may seem obvious at first, but many products 
are unnecessarily recycled through depots and 
staging posts, adding to the delays (lead times) and 
damages. Supply Chain ‘mapping’ is recommended 
tracing the path a product or group of products 
take from production to the Distribution Centre, 
exposing opportunities to bring the factory gate 
‘closer’ to the DC.

2. TOUCH the product as little as possible
Every time product is touched or handled there 
is a cost. Someone or something has to do the 
touching. It also increases the risk of damage, theft 
and increased and variable lead times.

A streamlined supply chain eliminates 
the need for so-called ‘back up’ storage 
in supermarkets which are unnecessary 
and a waste of valuable and costly real 
estate.



We bring your Point of Sale into the future

Take control of your Point of Sales transaccons through 
POS management. Palladium’s Point Of Sale module is a
comprehensive system with advanced features. 
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3. MANAGE it as widely as possible
Remember that suppliers also have suppliers of 
raw materials, packaging etc. It is worth learning 
how suppliers manage hiccups in their supply line, 
and how the retailer can perhaps help. Labour 
disruptions are problematical for suppliers and 

manufacturers, and retailers should take a stock 
position in their DC’s ahead of production 
disruptions which can take several weeks. The 
approach is a collaborative one where all those 
involved in the supply chain can learn about 
processes, problems and opportunities.

4. RECOGNISE it as consisting of INFORMATION, 
STOCK and CASH FLOWS
These three ‘flows’ occur simultaneously and 
in harmony. The information flow starts at 
the checkout and is used in the derivation of 
replenishment orders. This demand translates into 
a flow of product. Timeous and efficient flow is the 
objective for obvious reasons and for all partners. 

Seriously powerful enablers are required given the 
number of SKU’s and stores and suppliers involved, 
to enable the replenishment operators to ‘fly the 
jumbo’ effortlessly.
Get that right and the cash flow takes care of 

itself.

5. Remember that DATA INTEGRITY  
lubricates the Supply Chain
Many factors can impact the Supply Chain some of 
which cannot be controlled such as ‘Acts of God’.  
However, there is no reason why controllable data 
should not be shared and accurate, be it prices, 
pallet configurations, packs sizes, pack dimensions, 
product dimensions etc. 

https://dynamic-ms.net/palladium-pos/
tel:+27128802520
mailto:info@dynamic-ms.net


would be order fill, lead times, lead time variability, 
packaging and palletisation, truck turnaround 
times,  and invoice matching, which should form 
the basis of the agenda.
Importantly, this cannot be done on a confronta-

tional basis.

10. Acknowledge that the Supply Chain is 
DYNAMIC and tomorrow it can be IMPROVED
Trading success will eventually be decided by 
competing supply chains. It will not so much be 
supplier ‘A’ competing with supplier ‘B’ or retailer 
‘X’ competing with retailer ‘Y’ but the relative 
performance and profitability of their respective 
competing supply chains. The greatest hindrance to 
this is a confrontational and adversarial approach 
between partners.
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6. Ensure that DATA is clean, accurate and 
matched across all partners
Inaccurate data and data conflict will impact 
the three ‘flows’ above at considerable cost 
to the supply chain. The importance of 
data integrity cannot be over emphasised. 
The costs incurred resulting from poor 
or unmatched data are seldom, if ever 
measured.

7. PURCHASE and REPLENISH effectively, 
efficiently and continuously
Continuous replenishment is only possible 
with the aid of a sophisticated forecast and 
order determination (FOD) system which 
should also provide the economic order 
interval and the ability to set practical buying 
multiples at case, layer, pallet and truck levels.
Promotional orders can be problematical 

especially if they are ‘one time’ orders. Ideally 
promotions should be of duration, minimum one 
week, and should be driven using the promotional 
forecast facility in the FOD system.

8. Ensure that PALLETISATION and PACKAGING 
is cost effective and efficient
Damages arise from inadequate packaging and 
poor palletisation. Packaging departments are 
eternally trying to save on packaging, but often the 
savings are totally outweighed by damages brought 
about because of flimsy packaging. Packaging 
officers must be drawn into the supply chain 
discussion.

Transporters are very keen to maximise the load 
on pallets for obvious reasons, resulting in weights 
in excess of one ton and product ‘overhang’ causing 
damages and injury.
One ton with zero overhang is not negotiable as 

a pallet standard.

9. COLLABORATE with partners and eliminate 
conflict
Collaboration is poorly practised (if at all) in South 
Africa. Critical partners in the supply chain seldom 
meet and inefficiencies are ingrained, entrenched 
and become ‘business as usual’. It is essential that 
the retail Supply Chain operators convene monthly 
review meetings with manufacturers, suppliers 
and distributors, where key performance indicators 
(KPI’s) are agreed, set and reviewed. Typical KPI’s SR




