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6 ‘ Guest Editorial

Combating Shrinkage In the
Supply Chain

Combating loss in the supply chain is more about processes than technology, says
Mike Davies, UK CEO for international IT and business services company, Enabler.

Mike Davies
UK CEO
Enabler

hot topic for retailers as the scale

of the problem has sunk in and
new strategies for combating it have
emerged. The latest figures from the
Theft Barometer from Centre for
Retail Research show that in the
trading year 2004—2005, the shrink-
age suffered by Europe’s retailers has
fallen dramatically from 1.34% of
turnover (12 months to June 2004) to
an average of 1.25% (12 months to
June 2005). However, retail crime
adds up to £21 billion in the same

| 0ss prevention has become a

period. Worse, this figures translates
to as much as 18% of profit. There is
clearly more that can be done to
reduce the figure by looking at all
forms of loss, through theft, process
errors, wastage, damage and
inefficiency.

Technologies abound for
combating loss, mainly in the store,
but increasingly in the supply chain,
comprising the usual physical
deterrents in the form of CCTV,
security gates and security staff and,
latterly, software that can be set up
to spot anomalies in business and
sales transactions.

However, these solutions can be
little more than paper to cover the
cracks if the retailer’s processes and
procedures are the primary cause of
loss in the first place. For instance,
while a retailer may be looking for
instances of theft in the warehouse,
it may be a bad procedure that is
resulting in the loss, or an error
made by a badly trained employee.

Of course, all this presupposes
that the company is even aware of
the loss. Although loss prevention
has become high profile in the
store, in the supply chain it is often
overlooked — many instances of
loss simply go unnoticed. It also
depends how the company defines
loss. The main focus is currently on
theft, which comprises the greater
part of all shrinkage, but overall loss
is a much broader issue,
encompassing perished or
damaged goods, process errors and
missed opportunities.

For instance, how much money is
the business losing because loads
are not optimized, or there is no
strategy for backloading, or simple
tasks in the DC are not being carried

out efficiently, or highly
experienced staff are not being
used as effectively as part-timers?
And so on. With this perspective,
retailers will start to see a host of
areas where improvements can be
made to cut losses.

Itis critical to identify these areas
and measure the scale of the loss
first, before determining where
technology can be of assistance.
And of course, it may be
technology that is the problem in
the first place — where different
systems are not integrated so that
inefficiency creeps in as one
process finishes and kicks off
another that may be managed
under a different system altogether.

The first task, therefore, is to
identify the areas where loss is
greatest, both financially and in
terms of impact on the business as
awhole. The second task is to
determine the ideal solution, which
may be to implement new
software, but it may be as simple as
redesigning an existing process or
introducing new ones. It may be
about additional training, or even
changing HR policies to attract a
new type of employee and
gradually discouraging those who
are set in the old way of doing
things.

In this environment, where
processes come first, technology
plays a supporting — not a leading
— role and therefore must be
specified, deployed and road-tested
accordingly. Portuguese grocery
retailer, Modelo Continente, has
taken just such an approach, with
the result that it has already found
ways to reduce shrinkage by €25
million during 3 years.
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Successful Sourcing
from China: Source it
Right First Time

The key to successfully manufac-
turing plastic injection mouldings
in China, and to enjoy the massive
cost savings available, is to source the
right manufacturing plant at the first
time of asking. Getting it right first
time will help British companies
establish efficient design and tooling
procedures, avoid unnecessary costs,
set realistic production schedules and
get those all important containers
into the country on time. Choosing
the wrong plant to partner with
causes all sorts of headaches and ulti-
mately leads to relationship break-
down. China First Plastics is a British
based broking service whose sole
purpose is to help British businesses
source the right plant in China and
form an efficient partnership right
from the beginning.

CFP have concentrated their efforts
in working with ISO 9001 registered
factories that can offer design, tool
making, production and assembly if
required. Managing Director David
Walker comments: ““The skill of the
operation is matching the client with
an appropriate plant that is able and
willing to produce in the volumes
that the client requests as not every
factory is best suited to either the high
or the low volumes that are being
offered. This has changed dramati-
cally in the last 3 years. Whereas,
previously, most Chinese factories
would indicate that they are happy

to take on all of a British compa-
nies component manufacture, they
have found often that they have been
unable to fulfil the growth require-
ments laid down by the client leav-
ing behind an unhappy relationship.”

Walker further points out that the
success of CFP very much depends
on the ‘on the ground’ local support
through his Chinese office and whilst
CFP does not undertake to project
manage it assists the client wher-
ever possible as the client contracts
directly with the Chinese manufac-
turer. Walker's team keep a watch-
ing brief to ensure smooth transition
of production from West to East.
Inevitably the brief of CFP has
become much wider as clients can
require a mixture of processes for the
completed product. Whilst injection
moulding is undertaken for 50 to
4000 ton machines they are part-
nering plants in extrusion, blow
moulding, vacuum forming and
mandrell winding, along with asso-
ciated packaging companies where
savings can be made. There are many
cost savings to be achieved through-
out the whole process and British
businesses looking to increase
margins by sourcing from China
would be wise to look at the oppor-
tunities that a broking service can
provide

(Www.chinafirstplastics.com)

Kewill Acquires CSF GmbH

KKEWILL

Kewill Systems plc, provider of
supply chain control software and
solutions, has recently announced
the acquisition of CSF GmbH. CSF
is a privately-owned, leading
provider of freight forwarding and
customs clearance solutions in the
German and Swiss markets. The
company has more than 70 employ-
ees with offices near Frankfurt,
Hamburg, Dusseldorf and Basel in
Switzerland. CSF’s customs prod-
uct, Zabis, and its freight forward-
ing application, B2Logisistik, are
used by over 300 Logistics Services
Providers (LSPs), customs authori-
ties, shippers and airlines.

This announcement further
strengthens Kewill’s geographic
coverage for its international trade
and logistics solutions. Together,
Kewill and CSF solutions can
support shippers and logistics
providers with the end-to-end
management of orders, transporta-
tion, warehousing, forwarding,
customs brokerage, and ultimate
distribution of goods from a single
provider with North American and
European capability. Visibility
throughout the distribution cycle
represents a dramatic step forward
in enabling logistics providers to
accelerate their time to delivery,
minimize costs and maintain control
of the goods throughout the
export/import process.

Following the closing of the acqui-
sition, CSF will become part of
Kewill’s Trade and Logistics busi-
ness and Wolfgang Schwab and
Frank Povolny will remain in place
as joint Managing Director’s of
the German and Swiss operations.
They will join the European
management team of Kewill’s
Global Trade & Logistics busi-
ness. All other CSF management
and staff will remain with the Kewill
Group. "As a result of the
announcement and Kewill’s exten-
sive network, CSF customers can
now have access to a suite of solu-
tions that provide visibility and
control of shipments from order
to delivery around the world,” said
Messrs Schwab and Povolny.

Ron Vollebregt, Managing Director
of Kewill Trade and Logistics
Europe said: “CSF is the market
leader in Germany and Switzerland
whose loyal and experienced
employees have strong domain skills
and will therefore be a good cultural
fit into Kewill’s existing business.”
Paul Nichols, CEO of Kewill
Systems plc, commented: "This
acquisition is part of our stated
strategy to expand our supply chain
execution capabilities into leading
trading communities around the
world. With CSF we also expand
our ability to provide hosted solu-
tions supplied for a monthly fee, a
model often preferred by small and
medium enterprises (SME).”

Top Foothall Clubs Champion Prologic

Two of the most famous football
clubs in the world, Liverpool and
Arsenal, have selected Prologic to
manage their increasingly important
merchandising operations. Prologic
CIMS is being implemented by both
clubs to deliver a new integrated
retail, wholesale, eCommerce and
worldwide mail order system. The
solution will also include warehouse
logistics, planning and product
sourcing. CIMS is currently being
installed at Arsenal's new Emirates
Stadium store, due to open in July

2006, whereas Liverpool plans to
start live operations later in the
summer.

Sam Jackson, managing director of
Prologic commented: ""We are
delighted that Liverpool and Arse-
nal have selected Prologic. e believe
our unique global approach to multi-
channel, selling along with our
emphasis on fashion and lifestyle,
makes CIMS the ideal choice for the
merchandising arm of international
league sports clubs."
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Higher Savings and Reduced Wastage

Henderson Group Ltd, a Northern
Ireland-based food wholesaler and
retailer, has been distributing food
and grocery-related products to the
convenience retail sector for more
than 100 years. Owning the SPAR,
VG and VIVO franchises, Hender-
sons operates over 53 stores and
provides full support service to its
retail partner network of 400 stores.
As it continues to grow its store
count and introduce larger store
formats, Hendersons wanted to
more efficiently and cost effectively
manage 4500 ambient grocery lines,
1100 fresh food lines, 500 frozen
food lines and a large selection of
non-food lines in its three ware-
houses. Additionally, the company
needed to better align decisions with
its retail operations and provide best-
available, exception-based informa-
tion so that buyers could focus on
profit-driving initiatives. To help
achieve these goals, the company

implemented JDA Portfolio
Advanced Warehouse Replenish-
ment (AWR) on IBM’s eServer iSeries
hardware. Using AWR since July
2005 to manage its grocery and non-
food lines, the company has
exceeded its ROI target of reducing
inventory and freeing-up warehouse
space by around 10%.

“We’ve experienced savings as high
as 20% since using AWR,” said
Andrew Logan, group IT director.
“In fact, AWR has enabled us to
reduce our wastage by ten percent
and increase service levels by 1%.
We’ve also seen a 1% increase in
availability of products at the ware-
house level, which has had a positive
effect at the retail level too.”” Since
automating its replenishment process
with AWR, Hendersons’ buyers have
access to current information and
more accurate figures. As a result,
buyers can plan promotions more

effectively, which helps Hendersons’
operations team plan loads more effi-
ciently. This has enabled Hendersons
to reduce in-stocks and overstocks
and improve safety stock levels.

Additionally, Hendersons has
achieved greater productivity across
its organization, improved product
availability in retail locations and
enhanced supply chain visibility from
warehouse to store. “Previously, our
buyers did everything manually.

We have achieved significant time
savings so our buyers have more time
to focus on the profitability of prod-
uct lines,”” Logan said. “It also allows
them to sleep better at night, know-
ing that the technology is ensuring
that the right products are destined
for the right store. AWR is a best-of-
breed replenishment solution and it’s
excellent for both retail and whole-
sale, which complements Hender-
sons’ business model perfectly,” he
added.

£4 Million C

Finning Materials Handling, the sole
national distributor of Cat Lift
Trucks in the UK, has been awarded
preferred supplier status by DSGi
plc, Europe’s leading electrical retail-
ing group, in a new £4 million
contract. The landmark agreement
means that Finning Materials
Handling will supply 165 Cat Lift
Trucks during the next 5 years to

DSGi, as part of a major restructure
of its national distribution network.
The restructure, already well under
way, will provide a world-class deliv-
ery service for customers and DSGi
stores alike.

The first phase of the new contract
involved the delivery of 29 trucks in
April 2006 to a 250,000 sq ft ware-

ontract for

house in Avonmouth, Bristol (UK).
This was recently followed by a
further 38 trucks delivered to a new
1.4 million sq ft national campus
in Newark, Nottinghamshire (UK).
Once completed and fully opera-
tional this summer, the national
campus will be one of the largest and
most effective distribution centres in
Europe. In addition, Finning has also
been awarded the supply of 40 Cat
DP20CNs to DSGi’s Cross Dock
Operations, which handles the local
delivery to some 1200 high street
and out-of-town stores and home
delivery service throughout the UK.
As part of the deal, Finning modi-
fied its reach truck range to include
a separate fifth lever for the open-
ing/closing clamps and the side shift.
The total fleet management solution
that Finning is providing includes an
all-in maintenance contract worth
£1.3 million.

Steve Harris, MHE technical
adviser at DSG international, said:

| |

“It is vital that our distribution
centres deliver a supremely efficient
operation throughout the year, but
particularly during peak trading
that runs from September to Febru-
ary. During the last 3 years, Finning
has become our supplier of choice
for short-term rental equipment
owing to their ability to deliver a
very high quality product at only
24 hours notice. We chose Finning
because of the excellent ongoing
service we have received along with
the reputation and reliability of the
Cat brand.” Tom Fawcett, general
manager of operations at Finning
Materials Handling, said: “DSG
international is the largest electri-
cal retailer in the UK and we are
delighted to be supporting their new
state-of-the-art  distribution
network. The contract was
awarded in the face of strong
competition, signalling another
important milestone in strengthen-
ing Finning’s presence in the ware-
house sector.”

SUPPLY CHAIN EUROPE July/August 2006
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Sizzling Same Day Service

With summer beginning to sizzle
and the barbeque season well under
way, Britain’s biggest supermarket,
Tesco, has teamed up with express
delivery giant TNT to provide an
innovative new nationwide lighten-
ing quick service for customers.
TNT Sameday has been awarded
a £500,000 home delivery contract
to deliver garden furniture and
audio-visual products from Tesco’s
336 ‘Extra’ and ‘Superstores’ direct
to customers homes — within 5
hours of the customer leaving the
store.

Any Tesco customer with an urge
to watch the football on a flatscreen
TV, break out the ‘barbie’ or simply
enjoy the comforts of a range of new
garden furniture, can make a
purchase up to 5 PM each weekday

and have their goods delivered by
10 PM the same evening. Already,
the innovation has been given the
seal of approval by England and
Charlton striker Darren Bent, who
took advantage of the service and
ordered a new garden furniture set
for his home in Cambridgeshire.

TNT Sameday Regional Sales
Manager John Nolan said: “Many
people may not have the room or
the inclination to carry the goods in
their own car and so this takes the
hassle away from them. The fact
that products are ordered and deliv-
ered the same day is a big plus —
it’s only natural that customers want
their new goods as soon as possible
to start enjoying the benefits. Tesco
is such a high profile name, so it is
fitting that they have chosen to

work with a company that prides
itself on delivering the difference.”

The Sameday service now offered
by TNT marks a major expansion
in the partnership between Tesco
and the country’s largest business-

to-business express delivery opera-
tor. The company also operates a
weekend service for Tesco
customers who purchase goods
after 5 PM, delivering to their
homes from 9 AM until 1 PM on
Saturdays.

Cat Provides Logistics Solution for Mitsubishi

Caterpillar Logistics Services, Inc., a
wholly owned subsidiary of Cater-
pillar Inc., has announced an agree-
ment with Mitsubishi Heavy
Industries (MHI) and Shin Cater-
pillar Mitsubishi (SCM) to provide
an integrated logistics solution in
support of their respective service
parts operations in Japan. Cat Logis-
tics will provide warehouse opera-
tions, limited inventory management,
transportation management, pack-
aging and information technology,
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resulting in improved service to MHI
and SCM customers along with
improved distribution efficiency.

Cat Logistics will manage the
construction of a leased state-of-the-
art 50,000 m2 logistics facility to
be located in Sagamihara, Japan,
near Tokyo, with an opening sched-
uled for February 2008. Approxi-
mately 250 Cat Logistics
professionals will provide logistics
services, enabling MHI and SCM to

better serve and provide greater
value to their customers.

This agreement is the result of an
extensive 18 month study
conducted by Cat Logistics to
provide detailed recommenda-
tions to improve MHI’s and SCM’s
Japan-based supply chains to world-
class levels. MHI’s diverse lineup of
products includes industrial and
general machinery, whereas SCM
manufactures and sells construction
equipment such as hydraulic exca-
vators, track-type tractors, wheel
loaders and paving equipment.
“This agreement is the result of a
strong collaboration between MHI,
SCM, and Cat Logistics to deter-
mine the logistics solution required
to provide the greatest benefit to
MHI and SCM customers,” said
Mary Bell, chairman and president,
Caterpillar Logistics Services, Inc.
““This type of partnership approach
is what differentiates Cat Logistics
within the marketplace and has
delivered proven results.”

(5B Logistics
Launches Independent
Consolidation Centre

Four months after Peter Hendy, London's
Transport Commissioner, officially
launched the London Construction
Consolidation Centre (LCCC) CSB
Logistics, a privately owned supply chain
and logistics management company has
announced the launch of the UK's first
independent consolidation centre. The
centre will be supported by CSB Logis-
tics' suite of integrated global freight and
distribution services, which provide end-
to-end supply control and just-in-time site
delivery capabilities.

CSB Logistics' new centre draws on the
company's 15 years of experience in
consolidation and distribution of
construction materials for contractors and
industry suppliers. ""We applaud The
LCCC for its groundbreaking initiative
and continue to offer it our support,"'
commented Clive Barker, Managing
Director and Founder of CSB Logistics.
*"The launch of the centre is part of the
general move to treat warehouse space
less as stationary storage facilities and
more as dynamic centres of supply chain
and logistic activity — where the struc-
tured and efficient flow of goods is the
key focus. lindependent consolidation
centres such as ours and end-to-end
supply management are set to become
industry best practice."
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Hilary Wins CBI First Women Award

Hilary Devey, founder and Manag-
ing Director of Pall-Ex Limited, the
No. 1 Pallet Network, has scooped
the title of First Woman in the Busi-
ness Services category of the presti-
gious First Women Awards run by the
CBI and Real Business Magazine. The
award recognizes the achievements
of the UK’s leading businesswomen.
Hilary Devey founded Pall-Ex in
1996 and has since taken her
company from its modest beginnings

with just 29 hauliers handling 117
pallets on the first night of opera-
tion to a multimillion pound business
with more than 100 depot locations
and 180 staff, regularly distributing
over 8500 pallets every night. The
company operates a 267,000 sq ft
transhipment facility in Ellistown,
Leicestershire (UK) and a network of
100 hauliers. Each night the Pall-Ex
network feeds freight into the
company’s transhipment facility for

sortation and onward distribution
throughout the UK and Europe.

This winning business model achieves
a new level in operational efficiency
increasing next day distribution cover-
age to every postcode, every day,
reducing transportation costs for both
Pall-Ex members and customers and
providing a highly profitable, sustain-
able distribution network. Since 2003,
Pall-Ex has operated from a £12
million  purpose-built  hub,
constructed to the company’s own
specifications, and still unique within
the pallet sector. The hub enables
Pall-Ex to operate in an environ-
mentally optimum way and Hilary
has personally driven the initiatives
to find clean solutions, introducing
a CNG-powered fork lift truck fleet
(compressed natural gas — the
cleanest fuel available) and encour-
aging fuel efficiency and energy
reducing measures.

Hilary is a trailblazer for the indus-
try and is seen as one of the trans-
port and logistics sector’s
personalities. This year will be espe-
cially significant for Hilary as the
company celebrates its tenth year of

successful operation and solid
growth. With 10 years at the top,
Hilary continues to be the driving
force behind Pall-Ex, leading her
team to new successes — particu-
larly in the international arena and
in the introduction of new technol-
ogy advances. In April Hilary was
named as one of four finalists in the
Veuve Clicquot Award for Busi-
nesswoman of the Year 2006.

Commenting on the First Women
Awards, Hilary said: “I feel so
honoured to have won this award
especially in my tenth anniversary
year. This is such a worthwhile and
important showcase for business-
women and | hope it will continue
to encourage women to excel in
all walks of life.” The judges
commented: “In a really tough
uncompromising industry and with
little support structure behind her,
she has courageously built an
outstanding business and is a real
role model.” The judges for the
Business Services category were
Dame Pauline Neville-Jones, former
chairman of Qinetig; Nick Higham,
BBC News correspondent; and Liz
Nelson, founder of Taylor Nelson.

Masternaut and Ringway Pioneer Satellite Asset Mapping

Masternaut has developed a satellite
asset mapping system for gulley
maintenance services operated by
Ringway, the leading highway main-
tenance contractor. The ground-

breaking system uses GPS satellites
and an external vehicle-mounted
keypad to map roadside gulley loca-
tions and collect key asset data. With
live data transmission to the Inter-
net, Ringway and their local author-
ity clients can track the gulley vehicle
fleet and access the asset information
collected during each route.

The development by Masternaut
rapidly provides gulley asset infor-
mation for the maintenance regis-
ter to be collected dynamically
during scheduled maintenance. At
each gulley, the system automatically
pinpoints the location to within one
metre and logs the time and date.
The keypad, conveniently located on
the vehicle's swing arm, has a series
of buttons that operators press to
record additional condition infor-

mation associated with the gulley,
such as cleaned and running, broken
grid, or jammed grid etc. The web-
based system, which replaces paper
records, gives Ringway up-to-date
records and locations that can be
mapped. This comprehensive infor-
mation will allow Ringway to
improve route and maintenance
planning for improved service
performance. Crucially, the infor-
mation will also provide a detailed
and current asset register for the
client; something that is otherwise
difficult to keep accurately up to
date.

""The development by Masternaut is
giving us the detailed information to
improve programming and effi-
ciency. For the first time we have
accurate locations plus up-to-date

information on the condition of
gulleys, catch pits and manholes.
This means we can prioritize main-
tenance work, improve route plan-
ning and improve productivity," said
lan Kilburn, Contract Manager of
Ringway Highway Services Limited.
"Masternaut also provides a big
boost in the service we provide to
our clients. Being web-based, all
parties can access live tracking and
receive reports via e-mail. A big
added bonus is an up-to-date and
accurate asset register for the client
that we are able to provide through
Masternaut as our vehicle-tracking
supplier on all vehicles — without
having to go to a specialist and all
the additional training and costs that
would involve. This Client Service
alone goes a long way to justify using
Masternaut,” continued Kilburn.
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New City, New Airport

By the end of 2007, the new Dubai
World Central Airport and its six
runways will be the world's largest
passenger and cargo hub capable
of handling 120 million passengers
— almost double London
Heathrow's current handling capac-
ity. It will also have the capacity to
handle 12 million tons of cargo
annually, compared with Heathrow's
current 1.3 million tons. Dubai
World Central Airport (JXB) will be
10 times larger than Dubai's exist-
ing airport, Dubai International
Airport (DXB) and Dubai Cargo
Village combined.

But the project will not just be the
world's largest international airport.
It will be an entire 140 square kilo-
metre city (almost twice the size of
Hong Kong Island) that is making
urban planning history with its
multiphase development centred
around the airport. Known as Dubai
World Central (DWC), the self-
sustaining development at Jebel
Ali, some 40 kilometres south of
Dubai city centre, originally had a
working title of Jebel Ali Airport
City. A cluster of specialized zones
(cargo terminals, residential proper-
ties, business and finance facilities, a
golf resort and a technology park)
will be located at DWC — a new city
where some 750,000 people will live
and work — almost that of the
population of Leeds (UK).
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Image provided by The Government of Dubai,

Department of Tourism and Commerce Marketing.

His Highness Sheikh Ahmed Bin
Saeed Al Maktoum, President,
Department of Civil Aviation,
Government of Dubai and Chair-
man of the Emirates Group, Dubai
World Central stated: *'It is geogra-
phy that makes this vision possible
with huge land availability in a prime
location. The long-term benefits of
Dubai World Central to the UAE,
GCC and the wider region are
phenomenal and will place this
emirate firmly in "pole position’ for
regional logistics, tourism and
commerce. Dubai World Central will
not only cater to economic growth
but will be a strong catalyst for our
next wave of development as a truly
global commercial, trade and logis-
tics hub. Dubai World Central will
be a global brand known for its
superb facilities and infrastructure
and for the boost it will give to local
and regional economies and down-
stream to billions of consumers.™

DWC also creates the world's first
truly integrated multi-modal logis-
tics platform with all transportation
modes, logistics and value-added
services, such as product manufac-
turing and assembly in a single-
bonded free zone environment made
up of Dubai Logistics City, Dubai
World Central International Airport
and Jebel Ali Port. Other DWC
components include: Residential City
— a combination of freehold and

leased quality homes; Commercial
City — hundreds of office tower
blocks, a golf course resort, and
Enterprise Park. ""We have to make
history and approach the future with
steady steps, not wait for the future
to come to us,” commented His
Highness  General  Sheikh
Mohammed Bin Rashid Al
Maktoum, Vice President and Prime
Minister of the UAE and Ruler of
Dubai.

The project is the most strategically
important infrastructure develop-
ment launched by the progressive
emirate to date. It is designed to
support Dubai's aviation, tourism,
commercial and logistics require-
ments until 2050 and the infra-
structure costs alone will run to
£17.4 billion. The entire complex
will be served by the latest tech-
nology solutions for security, trans-
port and customer service. An
internal light rail network will
link the whole development that
will also be served by the Dubai
Light Rail Network (Dubai Metro).
"This will be a ‘smart city’ — a
benchmark for future living and
working environments. With our
approach we are demonstrating our
commitment to delivering a lead-
ing-edge proposition which will
further push the urban aviation
development boundaries,”
concluded Sheikh Ahmed.

Eurocopter
Contract for
Servigistics

Eurocopter, the world-leading heli-
copter manufacturer, has selected
Servigistics to enhance its global
Service Parts Management opera-
tions. Servigistics will support Euro-
copter in its drive to maximize
availability and capability for its
extensive civil and defence customer
base whilst continuing to reduce
costs overall. The Servigistics solu-
tion will provide Eurocopter with
global visibility of service parts
providing advanced intelligence into
the management of Performance
Based Logistics (PBL) and Power by
the Hour (PBH) service contracts.

Jean Pierre Dedieu, Support and
Services, explained: “As Eurocopter
advances its service network, the
ability to meet our critical service
level agreements on time is impera-
tive to our reputation as well as
our bottom line. Choosing a system
that provides global visibility was of
paramount importance to us and
supports the EADS 3-i Policy for
Innovation, Internationalization and
Improvement.”

Bernhard Weigl, Eurocopter Senior
Manager Spare parts supply chain,
further added: “After a lengthy
and rigorous evaluation programme,
we concluded that the Servigistics
system had a strong European infra-
structure that could handle high
levels of complex data, increasing
our visibility and efficiency of our
service parts operation.” Kevin
Tingey, Servigistics’ General
Manager EMEA, commented:
“Eurocopter is a world leader in the
helicopter manufacturing industry
and Servigistics is delighted to be
building on its expertise in the aero-
space and defence industries with
such a global business. The system
will enable Eurocopter to retain its
competitive advantage in the market
place and drive even greater returns
from its service business. It is a
relationship between market leaders
that we are very excited about.”



