Sales & product Questions 

As we have not achieved our targets

Are there any reasons for this

We will later analyse the best selling products and the products that we think should be best sellers

Are  the products too expensive compared to the available competition

Do they match the competition feature for feature

Do they offer and major benefits over the competition

Do our customers know about the products

Is the web site effective

Do we have any customer relation issues

Do we need more face to face meetings with customers.

Is our range complete or do we need extra products 

Logistics of a product delivery

The Objective for the next 20 minutes is for you to take the role as running the company with respect to one product.

I have chosen the Tom Thumb for no other reason than it incorporates all the main company logistic problems.

Before we start we have several factors to contend with

We have to 

1. keep stock

2. manufacture

3. procure parts 

Here are the sales figures over the last 10 years.

The current average is xx per month and sales are rising by x% per year

What is your  prediction for 2012 based on these figures.

What factors need to be taken into account?

Are sales consistent on a monthly basis +/- 5% or 10%

Are sales growing at a constant rate?

Are we expanding the customer base e.g. new hospitals or new distributors, or new countries

Is there any new legislation?

Do we get any advance warning?

If not why not? 

Projects do not happen overnight. 

In the UK they are usually procured at least 6 months ahead although the time scale can drastically change in either direction

Export distributors buy one or two before the large order. 

Do we get continuous feed back on the products response

How many should we keep in stock  

Assume the stock value is £300 per unit

It costs us 5%- 6% interest p.a.

If we carry 50 in stock it costs us £900 p.a. or £75 per month.

What about a large order. 

What about a large repeat order and I want it yesterday for a very good customer

Manufacturing time. 

Do we sacrifice some good small consistently ordering customers for the big one-off or 

do we make them wait I.e. extend our delivery times

If we carry parts we have a  physical manufacturing time.

Should the manufacture jump the queue?

Then we have the procurement time

Gauges 3 months  and need to order 200 minimum

Other parts from 6 weeks to 8 weeks with a minimum order or 100

So if we average that out over 12 months it can be equivalent to 50 units

Cost £250    £750 p.a   or £62.5 per month 

How do we solve this conundrum

Bearing in mind this is not the only product. 

All of them need stock and all have time scales where we have a financial burden.

Is it not possible to predict the possible sales pattern with a probability factor

Based on monthly sales history

Advance knowledge of customer requirements

Knowledge of distributor relationship with the product.
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