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THE CASE

= Key customers did not renew the contract
with the company.

= Hiring a data analyst.

= Presenting the data in an understandable
way.

= Provide ‘On Time’, ‘In Full’ and ‘OTIF %’ for
the orders and with respect to their target.

= Keep the customers and all the metrics in a
matrix visual. Apply conditional formatting
on values based on their gap with respect to
the target.

= Show only LIFR and VOFR for products and
add a sparkline next to it.
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THE NOTES
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THE DATA VISUALIZATION

@ ® OTIF% On Time% In Full% LiFR% VoFR%
Supply Chain FMCG Challenge 2 9 % ! 5 9(y0! 5 3 % ! 6 60/0 9 70/
Target: 65.9% Target: 86.1% Target: 76.5% 0
OTIF% On Time% In Full% LiFR% VoFR% city OTIF% OT% IF% product_name LiFR% VoFR% LiFR% by Month VoFR% by Month customer_name OTIF% OT% IF% LiFR% VoFR%
Ahmedabad 29% € 58% € 54% ¢ AM Biscuits 250 65%  97% — N\ N\ L .
2 9 % ’ 5 9 % : 5 3 % : 6 6 % 9 70/ Surat 30% € 61% € 53% Q AM Biscuits 500 66%  96% T~ _—\_— Acclaimed Stores 59:/° 96%
. . 0
Target: 65.9% Target: 86.1% Target: 76.5% 0 Vadodara  28% ‘ 58% ‘ 52% ‘ AM Biscuits 750 68%  97% —_——" > ~_—" AtlasiSies 75% 96%
Average  29%  59%  53% AMButter 100 67%  97% — N\~ T Chiptec Stores 76% 98%
AM Butter 250  64% 96% — ~— ___—___~ Coolblue 52% 95%
:m guttde; (s)go 23; z% R W Elite Mart 53% 95%
& ur b Tl
75% 97%
OTIF l oT I IF I LiFR I VoFR l AMCurd250  67% 97% — S — ~___ — Expert Mart % o
AM Curd 50 66% 9% S~~~ —— Expression Stores 75% 98%
oT AM Ghee 100 6% 0% S . % Info Stores 53% 95%
9% 5 69% i i ; S g ; ; AM Ghee 150  67% 97% ___~ ——~ ___~— Logic Stores 74% 97%
AM Ghee 250 65% 97% . —~—~—"\__ Lotus Mart 60% 96%
o ' ‘ ‘ AMMIk 100 66% 97% N\ N TN\~ Propel Mart 76% 98%
AMMIilk250  66% 97% < NN T~ Rel Fresh 75%  97%
0% s : : : : . ; 2 m $m|k1zt;o 223’ Z;:f NSt NP om Sorefoz Mart 53% 95%
ea b i e A G &
6 " % % Y
60% e T saaon sg.130, 5274% S0 so21% 57.30% 57:60% i 5924% 5872% sgag 5910% . 59.00% S983% 5960% 5o 04, 50275 S0 sa7em seamw 50.35% AM Tea 250 65% 9% — T~ - S ~—— x!JaykSt;)tres 3:; Z:o//o
i o% AM Tea 500 66% 97% S~— T ~—u IVERSSLOTES “ . - i
W10 W11 W12 Wi3 W14 W15 W16 W17 W18 W19 W20 W21 W22 W23 W24 W25 W26 W27 W28 W29 W30 W31 W32 W33 W34 W35 w36 Total 66% 97% __\_— ——~_— Total 29% 59% 53% 66% 97%
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THE FINDINGS

1. Average OTIF%, OT%, & IF% are
noticeably lower than the target.

Supply Chain FMCG Challenge

OTIF%

On Time%

29% | 59% | 53%

Target: 65.9% Target: 86.1% Target: 76.5%

In Full% iFR% VoFR% city OTIF% OT%  IF%

66% | 97% A0 i Giod ¢

0 O Juewm méwé 26 | 5 VoFR% seems high compared to
LiFR% which would mean that we
are not hitting the order quantity in
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THE FINDINGS

OTIF% On Time% In Full% LiFR% VoFR%
29%: 59%: 53%: 66% 97%
Target: 65.9% Target: 86.1% Target: 76.5%

1. Product table shows that all
product name  LiFR% VoFR% LiFR% by Month VoFR% by Month fcustomer_name OTIF% OT% IF% LiFR% VoFR% pIOdllCtS are haVIng- the same
AM Biscuits 250  65%  97% — N — N — E— R == 1 . h
AM Biscuits 500  66% 96% S T~—— " N\_ — Acclaimed Stores % %

BRI o Eitend 2 of oo [ Sldnedt o EE problem meeting the demand
AM Butter 100 67%  97% — ~__~ T ~__~ Chiptec Stores 76% 98%
AM Butter 250  64%  96% //\/\/ s A Coolblue 52% 95%
AM Butter 500 65%  96% e ; % %
AM Curd 100 61% 9% N A N E'te et 530/ 950/
xpert Mart 75% 97%

m EE:: igo 2;:2 2;:2 X X Expression Stores 75%  98%
AMGhee 100 66% 97% "~ — >\ Info Stores 53% 95% 2 Customer ta.b].e ShOWS tha.t 8.11 the
AMGhee 150  67% 97% __~ ——~ _ -~ Logic Stores 74% 97% o e
AMGhee250  65% 97 — ~— —~\__ Lotus Mart 60%  96% customers are not hitting the
AMMIK100  66% 97% N\ N T~~~ Propel Mart 76% 98%
AM Milk 250 66% 97% ~ N~ — T~ Rel Fresh 75% 97%
AM Milk 500 68% 97% \/\/\ \/\/\ Sorefoz Mart : 53% 95% target, and Some are far aWaY from
AM Tea 100 65% 97% — N ——~_" S 0 z .
AM Tea 250 65% e PR eE——— Vijay Stores 59% 96% lt

- - Viveks Stores 39% 75% 98% "

AM Tea 500 66% 97% oo T T~—1+n
Total 66% 97% __N\_— ————~_— ~Total 29% 59% 53% 66% 97%
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I R T e Ordgr Efficiency l?y customer .
provides a clear view that Acclaimed

{ ORDER EFFICIENCY BY CUSTOMER Stores, Coolblue, and Lotus Mart are
having a bad experience by receiving
late or incomplete orders.

@On Time%
@In Full%
®OTIF%

2. Lotus Mart & Acclaimed Stores are
the top key customers which would
not renew the contract as they have
the highest order% and lowest order
target hit.

Propel Mart Sorefoz  Expert Mart Elite Mart Vijay Stores Rel Fresh Atlas Stores  Chiptec  Info Stores Logic Stores  Viveks Expression Acclaimed Coolblue Lotus Mart
Mart Stores Stores Stores Stores

ORDER% OF CUSTOMER

11.19% 11.06%
7.18% T7.74%

Lotus Mart  Acclaimed Vijay Stores  Rel Fresh Coolblue  Propel Mart
Stores

7.68%

3. Top six customers cover more than

50% of the total orders

524% 5.22% 5.19% 5.18% 5.16% 5.15%

ogic Stores  Info Stores  Expression Sorefoz Mart Expert Mart Atlas Stores  Chiptec Elite Mart Viveks
Stores Stores Stores




ADDITIONAL INSIGHTS

D F A d Dat . .
it Agreed vs. Actual deliverv analvysis

days from_agreed delivery ®-1 80 @1 ®2 @3
——

100%

= The analysis conducted on delivery
delays shows three key customers
illuminates significant insights into the
challenges impacting the contract
renewals.

80%

60%

= Lutos Mart, Acclaimed Stores, and
Coolblue are having more than 70% of
their orders being delivered late on
which more than 50% of them are 2 or 3
days late.

40%

Percentage of delivery days delayed

20%

= This analysis underscores the
commitment to delivering excellence in

every facet of the operations.

0%

Vijay Stores Rel Fresh Lotus Mart | Propel Martl§ Acclaimed Coolblue [ Expert Mart  Expression Elite Mart  Sorefoz Mart Logic Stores  Atlas Stores Chiptec Info Stores  Viveks Stores
Stores Stores

Stores
N
customer_name




RECOMME

NDATIONS FOR ACTION

Improve demand forecasting to increase the IF%, LiIFR% &
maximize VoFR%

Check for ways to improve ¢ Studying the geographical distribution.
e Understanding the load of orders with

the delivery time such as: respect to the number of employees

Allocate specific employees for key customers to improve
the relationship

o



Portfolio Website



https://www.novypro.com/project/supply-chain-fmcg-challenge-codebasics
https://kassoom.github.io/KassemPortfolio.github.io/
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