
Project Objective
To design a strategic roadmap to implement a logistical network and policy  change.

Client 
A subsidiary of the second largest Cement manufacturing company in the world.

Approach
Client interaction helped identify that the right logistics strategy can be leveraged to catapult the client from a 

Service leader to a Cost & Service leader in its market.  

The project outcome was a roadmap from 2005 to 2009 to achieving success through logistical excellence.  
Recommendations ranged from redesigning the network, reducing the number of network nodes, optimizing 
inventory, performance monitoring and setting up an IT infrastructure for direct sales and delivery..  

Benefits
The roadmap was implemented across the entire organization giving clarity to each division's role in the 

improvement process.  The recommendations for improvement ensured complete control over the supply 

chain.

Solution
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Objective

Client

Benefits 

Designing a roadmap 
for implementing a 
logistical network and 
policy change

Subsidiary of one of the 
world's largest cement 
and aggregate supplier

Clarity of role for 
d e p a r t m e n t a l  
respons ib i l i t i es  in  
achieving complete 
control over supply 
chain

Other Case Studies

 

· Direct Delivery to dealers 
· Primary Transportation managed by client 

through 3PL 

· Collaborative Multiple Supplier network 

· Currently both Delivery & Pickups 
· Primary Transportation managed by 

Distributors/dealers 
· Single Supplier network 

Optimized Network 

AS IS TO BE 

· Combination of Push-Pull policy 
· Decentralized inventory management 
· No visibility to stock levels 
· Frequent stock-outs and thin inventory 

buffer 

· Order Fulfillment Cycle (48 hrs) 

Inventory Management 

· Demand Pull policy 
· Centralized inventory management with 

safety stock and ROP calculations 
· Real-time visibility to stock levels 
· Inventory closer to customer ensuring stock 

availability 
· Order Fulfillment Cycle (12 hrs) 

Information Systems 

· Distributors not equipped with Information 
systems 

· Manual ordering process 
· Sales, Planning & Production planning are 

independent 

· OSS equipped with Information systems 
· Ordering through Internet available 
· Integrated end-to-end SC planning 

implemented 

Measurement & Control Mechanisms 

· Channel Partner performance only 
measured using Sales Volumes 

· Transportation Rebate structure encourages 
pickups 

· Distributor/dealer influences end customer 
price 

· Overlapping distributor territories 

· KPIs for customer satisfaction, Order 
fulfillment, SCM costs & asset productivity 
employed 

· Minimum cost transportation for bags 
· Client control over end customer prices 
· Each OSS deals with assigned dealers only 

 

 

Logistics Leveraged 
Opportunities 

§ Reliability 

§ Responsiveness  

§ Tailored Services 

Logistics Leveraged Opportunities 

§ Capacity Utilization 

§ Asset Turn 

§ Collaboration - Integration 

COST STRATEGY 

Commodity Market 
§ Competition 

Cost and 
Service 
Leader 

 
 
 

Cost Leader 
§ Competition 

LOGISTICS 

Service Leader 
§ Client 
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 Optimized Network 

Inventory 
Management 

Information 
Systems 

Control & 
Improvement 
Mechanism 

FOCUS 
AREAS 

Identifying focus areas for translating a Service Leader to a Cost & Service Leader

Recommendations for every focus area to achieve market leadership

S u p p l y  C h a i n  
I m p r o v e m e n t   
S c S i m u l a t o r  :  
Reengineering supply 
chain for agility and cost-
effectiveness

S c h e d u l i n g  a n d  
Optimization: Optimal 
resource scheduling 

Sales and Operations 
Planning: Sales and 
operations planning for 
commodity 
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