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Barfoots gives
system Greenlight
Sweetcorn specialist Barfoots of
Botley has completed its two
millionth assessment using
Greenlight technology from Muddy
Boots Software.
Since the implementation of the
system in 2005, more than 1,100
quality assessments have been
completed every day, with
signiﬁcant improvements made.
Before the installation, Barfoots
was faced with increased
requirements from retailers and
organisations to demonstrate
traceability and quality assurance of
certiﬁed produce that was well
beyond the capabilities of a pure
paper-based system.
Muddy Boots identiﬁed areas to
improve yield processes and embed
control points to preserve the
integrity of the product.
Barfoots technical director Justin
Creasy said: “Electronic systems,
like Greenlight from Muddy Boots,
are much easier to police and since
implementing the software we have
witnessed better organisation within

our supply base and a more
empowered workforce. Members of
staff and suppliers are aware that
they are always being monitored
and we can quickly identify the
number of checks that have been
carried out and the accuracy of these
assessments. It is now simple for us
to recognise poor performing
suppliers and because of this our
suppliers are encouraged to take
ownership of their responsibilities.
“This data has enabled us to put
improvement plans in place to
promote continuous development.
Any supplier that is not meeting
their objectives is able to use
Greenlight technology and its
information to establish where the
key problems lie, and put
preventative measures in place for
continuous improvement gains.”
Jonathan Evans, MD at Muddy
Boots, said: “Over the past six
years, Barfoots has demonstrated
their ability to utilise the capabilities
of Greenlight to add efﬁciency and
cost gains.”
■

Fruit farmer changes
tack with accounting
A fruit farmer has switched to a
new accounting system after
claiming his former one was
“incredibly difﬁcult to use”.
Soft- and top-fruit farmer James
Newington, who grows in
Mereworth, Kent, opted for the
Landmark KEY Accounts system
after struggling with Sage.

Newington, pictured (right) with
business partner John Clarke, said:
“I found Sage incredibly difﬁcult
to use. I am sure it is a great
product if you are an accountant
but even though I am computer
literate and relatively familiar with
accounts I struggled with the
rigidity of the program. When I
made a mistake it was really hard
to correct it.”
He added: “The output of KEY
Accounts has given us conﬁdence
as a young business to make
decisions. We can see where our
income is month-on-month, we
can update our projections and
instantly know our creditor
position.”
Newington said the business had
beneﬁtted from intensiﬁed
cropping, extended picking
seasons and better plant buying. ■

Anglia Business
Solutions
David
Hurley
SHARING INTERNAL BUSINESS
DATA WITH CUSTOMERS
Turmoil in global markets continues to shake up business
models in the food supply chain. Some retailers, desperate to
remove costs from their operations, seek to deal directly with
producers in an effort to increase gross margins.
However, stories abound of hiccups experienced by certain
supermarkets as they race to replace supply chain partners with
direct grower relationships. The outcome could be some
appreciation of the value added by so-called middle men in
getting product to market.
A recent exercise carried out by Wal-Mart highlighted some
interesting points regarding business relationships with their
suppliers. The study recognised that the increased complexity
of global supply chains has led to product delays resulting in
higher management costs. Their focus therefore was on
initiatives that enable them to avoid or quickly respond to
supply disruptions as a means of meeting consumer demands.
They concluded that in order to collaborate more efficiently
with their supply partners, Wal-Mart needed more visibility of
the partners’ supply chain operations. While this is a work in
progress at the moment, it will pose some interesting
challenges for some of their suppliers.
Providing the required degree of transparency will mean
sharing relevant business data with customers. For such data to
be useful, it needs to be accurate, up-to-date and available in
an easy to access format. It also needs to be enabled with well
thought through security procedures in place to protect
commercially sensitive information. For those companies with
paper bound systems, this will represent a potential barrier to
working effectively with that retailer. On the other hand, for
those with fully-integrated, secure business management
solutions, it represents a significant growth opportunity.
The Wal-Mart exercise was part of a wider global study of
over 180 enterprises involved in supply chain activities. It
produced some interesting metrics by comparing the
performances of best in class, industry average and laggards
within the respondents. Among the more eye catching were
that the best in class performers had delivered a three per cent
reduction in landed costs compared to the previous year. By
contrast, the laggards experienced a nine per cent increase.
The exercise carried out by Wal-Mart is unlikely to be the only
initiative of this nature undertaken by the UK’s major retailers.
Driven by the need to increase profits, they will seek to control
downstream as well as upstream logistics to reduce costs.
Having an all singing, all dancing, state-of-the-art business
management solution isn’t going to prevent your retailer from
exploring the direct route. However, making it easier to do
business with you by sharing supply chain information may well
make perfect business sense.
■
David Hurley is managing director of Anglia Business Solutions
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