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Asda steps up its
online offer
Asda is to expand its online
operations following signiﬁcant
success in the sector.
The retailer has opened a
round-the-clock, semi-automated
fulﬁlment centre in Enﬁeld
dedicated to its online channel as
the ﬁrst in a series of premises.
The supermarket saw strong
growth in online shopping in
2010 and expects a similar
situation this year, but in some
areas store capacity was
maximised and has been
expanded following a pilot in
Leeds city centre.
Up until 2010, all internet
orders were satisﬁed from the
retailer’s supermarket stores.
Vanderlande Industries was
selected to supply the materials
handling system which was
designed to provide ﬂexibility for
expansion in the future.
Vanderlande has signed a
contract with Asda to provide
help desk support and to service
the system three times per year.

Graeme Douglas, supply chain
director at Asda.com, said: “The
new facility enables Asda to grow
its online market share in a region
where it’s constrained with
normal store capacity.
“Due to the potential size of
online demand our new facility
ﬁrmly establishes our
infrastructure to deliver Asda
price and every day low cost to
more and more potential
customers in the future.
“It also allows Asda to offer a
broader range speciﬁcally to meet
our customers’ needs. The centre
has been designed to meet these
needs, on a large scale, but in an
efﬁcient and customer focused
■
environment.”

Red Tractor launches
new web service
Red Tractor Assurance Fresh
Produce has launched a new
exclusive beneﬁt for its growers
– free online access to the latest
information on approved plant
protection products.
The new service provides Red
Tractor Fresh Produce members
tailored access to Liaison, Fera’s
online approval pesticide
database. The service, which is
usually only accessible through
paid subscription, includes all the
latest information on approved
pesticides straight from DEFRA.
Mark Tatchell, chairman of the
Red Tractor Assurance Fresh
Produce board, said: “This is a
very signiﬁcant beneﬁt for our
members. Up-to-date legislation
on approved pesticides is essential
for all growers and their
businesses.

“As new approvals are granted
and existing approvals revoked
regularly, our previous system of
publishing individual crop
practices in annual appendices
meant that information could
effectively become outdated as
soon as the appendices were
printed.
“Now members will have all
the information they need on best
practice at their ﬁngertips, all year
round and at no added cost.”
The new service is available to
all Red Tractor Fresh Produce
members via the Liaison link in
the member services section of
the new Red Tractor Assurance
website.
A manual is also available on
the website for growers who may
be unfamiliar with how to use the
■
Liaison system.

Anglia Business
Solutions
David
Hurley
ARE VAST DATA VOLUMES
CREATING PROFIT MYOPIA?
The speed and complexity of doing business is increasing. This
is generating huge volumes of data in supply chain businesses.
Much of this data is unstructured as it arrives in various formats.
These include Electronic Data Interchange (EDI), other file
transfers, typed and handwritten paperwork, verbal instructions
and spreadsheets.
Making sense of all of this takes a significant amount of
resource. In many cases, senior management take on the job of
analysing the trends within the business. Unfortunately, this data
quickly becomes outdated, which diminishes the value of
scenario planning. Apart from turning expensive management
resources into highly paid administrators, it can result in flawed
business planning which will damage the organisation.
But one of the most concerning aspects of this is a serious
lack of visibility of profitability across business lines. Questions
such as: which of my products generate most profit, which is my
most profitable customer, which grower yields the best return
– quickly fall into the “too difficult” category. After a period of
intense activity, the task of gathering, checking and analysing
the data becomes too onerous. Thereafter, the business hopes
that the figures work out at month end.
In the good old days, gross margins within the food sector
provided a buffer against nasty financial surprises. These are
now pared to the bone as supermarkets battle for market share
using price cutting and promotions as tools. In such a scenario,
the lack of visibility where profits are concerned is becoming
vital. Some years back, this lesson was brought home to us in a
brutal way which has long resonated within the business.
The company in question had an old business management
system, the replacement of which was long overdue. The
business decided to invest in a replacement solution to provide
them with the degree of visibility they needed to expand and
compete. The project was successful with the system becoming
fully operational within timescale and budget. However, it
highlighted serious financial reporting differences between the
new and old system. On investigation, it transpired that they
had historically substantially overstated their profits. Let’s just
say that the discussion with the bank was interesting.
The reality is that once businesses get to a certain size, gut
feel no longer works effectively as a management strategy.
Without systems that link strategic, financial and operational
planning to profitability and cost management, businesses will
struggle to thrive in an increasingly competitive world.
Fortunately, such systems have evolved in recent years to
become more useable and affordable. They help by turning
vast data volumes into useful business information by removing
profit myopia. The transparency provided can make the
difference between success and failure.
■
David Hurley is managing director of Anglia Business Solutions
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