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Supply Chain Audit Description  

The Science of Business working together with Emrys provide strategic and systematic support in 
supply chain integration issues for distribution companies. Our distinctive expertise in this market is 
founded on five of pillars:  

1. We specialize in both the specific issues of supply chain integration and the alterations of 
behavior within the organization necessary to contribute value to bottom line results.    

a. By using the Emrys’ software (“VivaCadena”) we visualize the realistic and achieved 
results in the entire supply chain;  

b. We utilize our extensive experience in the transfer of knowledge. We supply 
knowledge transfer with workshops for the involved employees of the company;  

c. We are experienced in the support of change processes and offer project management 
that will be the foundation for these changes.  

2. We always work with previously agreed fees and/or result-dependent payment. We only want 
to be paid for performances delivered, preferably on the basis of positive effects achieved.  

3. We build on more than 10 years business experience in wholesale and retail.  
4. Our close and unique co-operation with Dr. Eliyahu Goldratt (originator of the Theory of 

Constraints, and the world's best selling management author, whose titles include ‘The Goal’) 
gives us world-wide access to the most innovative knowledge in the field of logic and 
management.  

5. We combine knowledge about supply chain integration with technology knowledge on the 
basis of which we create innovative solutions. This combination of areas of knowledge has 
enabled us to develop a process audit by which we can map out for a wholesaler or retailer, in 
a very short space of time, the opportunities for process optimization internally between 
purchase and sales, and externally in relation to their suppliers.  

 
Process management focuses on the following conflict: 

 

Most attempts to break this conflict (with or without the aid of information technology) focus on 
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developing ever more advanced aids to predict the demand for a given product at a given moment. 
However, practice shows the predictability of a given product in a given place at a given time is 
inaccurate. In principle, increasing the amount of statistical aids will do nothing to alter this. An end 
user reacts differently in May to fine weather than in August, and the third day of fine weather in May 
produces yet a different effect than the first, and so on. In short, at the level of the product, there are 
too many factors influencing demand at any given moment to enable a truly reliable prediction of that 
demand.  
 

There are, however, two fundamental methods to increase the predictability of demand as a whole, 
namely:  

1. Aggregation of data  
National demand for a specific product presents a more predictable picture than local demand. I 
n particular with products with low sales (slow movers) it is therefore sensible (contrary to usual 
practice) not to place these products as close as possible to the customer, but as a far away as 
possible from them, and subsequently with the aid of rush orders to quickly have them at the 
place of destination when actual demand arises. In our process audit we make it transparent 
which product at which level in the supply chain (only at the supplier’s, in their own central stock 
and/or at the customer’s) should best be kept in stock.  

2. Reduction of the planning horizon  
The predictability of tomorrow’s demand is greater than demand in a year’s time. Shorter lead 
times in the primary process are an important method to increase the reliability of the process 
progress. A more reliable process with fewer unforeseen interruptions requires a lower stock 
level, as a buffer to take care of these interruptions. We see in practice that a reduction in the lead 
time of, for example, 20% leads to a stock reduction of more than 20%. Our audit demonstrates 
for which suppliers and product groups’ reduction in lead times has the greatest effect on the 
required stock.  

Our process audit aims to provide a clear insight into the potential value of process optimization on 
two levels:

 
1. Insight in customer behavior  

In practice, companies with professional customers (wholesale) have substantial data per client 
at their disposal. Based on these data we supply valuable information about the sales potential of 
the existing customers. A detailed analysis of the sales compilation provides a good picture of the 
turnover potential of the unfaithful customers of your company. At the same time we make visible 
which turnover increase could be realized for which customers and with what assortment, in 
broad outlines operating within the normal budget. We also point out if some slow movers could 
possibly change into fast moving products. 
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2. Internal harmonization of purchasing and sales.  
Many trading companies make strict distinctions between purchasing and sales responsibilities. 
Purchase moments and quantities are primarily driven by impetus on the supply side, such as 
quantity discounts, campaigns, and the availability of scarce products and predictions of demand. 
Sales are largely driven by the actual demand, which may of course be influenced, within certain 
limits, by marketing, advertising and discounts.  

In order to achieve optimal harmonization of the stock in the whole supply chain, with the goal 
always being to ensure the availability of a product at the moment that it is actually required, it is 
necessary to find solutions for this lack of harmonization. At the same time there must remain 
room for the spontaneity of day-to-day trade, and the opportunities which flow from it.  

Science of Business and Emrys have a wealth of experience in implementing such solutions, 
and our audit enables us to determine beforehand the potential value of this kind of change 
process both in terms of stock reduction and increased turnover through improvement of the 
direct availability of the products in demand.  

Such insight is the product of a detailed analysis of all sales transactions within a relevant period 
(for example the last twelve months). On the basis of this analysis, all products within the 
assortment of the company concerned are classified on the basis of their statistical characteristic 
(Fast, Seasonal, Promotional, Slow and Non-Movers). Based on this classification, using the 
delivery times applicable at the time, an optimal stock from suppliers is determined, which 
combines maximum direct availability with minimal capital tied up in stock. A calculation is also 
made how high the service level of this stock methodology would be. 

 
3. An external optimization of delivery times of suppliers to the company itself.  

Subsequently, with this established standard stock as starting point, a simulation is made for 
which products from which suppliers a reduction in lead times would have maximum effects on 
the required stock. Our experience teaches us that, in most cases, the greater part of potential 
stock reduction can be achieved with a very limited number of parties. Making this insight 
concrete for a specific company means that the complexity involved in a necessary process of 
change can be strictly limited.  

The following print is an example of one of the outputs of an audit. (Many drill down functions and 
other screens will give you a more detailed insight in the quantitative potential of supply chain 
integration for your company):  
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On the basis of the seasonal pattern, made visible from the transaction analysis, a standard stock is 
determined for each period. This produces a clear picture of the liquidity needs for the whole year.  
On the basis of this information, the management of a wholesale or retail company can establish 
clear priorities in respect of the following issues:  

1. Which clients/groups merit more attention?  
2. Which products can be removed from our assortment?  
3. Which products merit extra attention?  
4. For which suppliers should we devote more attention to reducing delivery times and 

cutting order quantities?  
5. What are the potential effects of increasing order frequency within existing lead times?  
6. How will our warehousing change if we start to accept smaller and more frequent 

deliveries?  
7. What is the total potential capital reduction which is achievable through this process 

optimization, and what priorities should we establish in a change process?  
 
We require a lead time of at least two weeks for carrying out the audit from the moment the data are 
delivered by the client. During these two weeks, two separate contact mornings/afternoons with the 
client are necessary at management level: one half-day is an initial starting session for the project 
and one half-day for reporting the findings.  
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