Special offers and other
promotions obviously create a
significant demand spike, which
can also require the creation of
new SKUs (stock keeping units) to
track special packs in order to
measure their success as a
promotional tool. Often,
promotions need to be tracked and
handled in a different way. Hence,
a warehouse function may need
additional support to facilitate a
'BOGOF' campaign, when in
practice they are often the last to
know when the sales team
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launches a major promotion.
"Another trend that food
manufacturers are having to
engage with is the move towards
smaller order sizes. As retailers
demand more choice and less
stock, so the use of regional
consolidation centres (RCCs) is
now commonplace. The greater
adoption of cross-docking activities
throws up specific issues from a
manufacturers' point of view,

especially in terms of the
frequency of deliveries and the
implications this has for picking
and packing activities.

"Sell by date is of course a
critical issue for the food and drink
sector where all products, not just
the chilled variety, have a shelf life
of some sort. This issue has a
direct impact on issues such as
wastage and rotation of stock as
well as batching of stock. T]
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systems with-automated ones that
can improve accuracy, supply chain
visibility and reduce costs.
However, integrating these systems
to create a genuinely joined-up
supply chain can often be
problematic. Should you run
automated technologies alongside
existing ERP systems, or opt for a
best of breed bolt-on solution?
This question has big implications
for IT and supply chain strategies
and can cause major internal
pressures if not properly planned
and executed.”



