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n the U .S  A. there has in the pa at been a swing 

*w a y  f rom the reusable plast ic wooden i rate,  but 

late ly  the reusable crate  ha* become po>Hilar sgstn

The plast ic crate  has the added advantage that it 

prov ides  protect ion for  the bott les in transit

A typical  plast ic  crate would cost * R4.Q0.

Cardboard  and Shr inkwrap P a c k «

Non-re turnab l e  containers a re  usual ly p*< k« «l in 

cardboard  o r  shrir.kwrap packs l a t e l y  there  has 

been a cons iderable  swing to shrinkw rapplr.g o f  * 1 1  

containers  This  is because the shrmVwra pp< d pa« k

is ♦  ̂ the pr ice  of  a corrugated cardbe.srd p«f»>

(7 - 8 c. per  pa k compared  to Me per  

pack ©i 24 car.*

In te r lo ck in g  p laatic  crimes . e r r * ‘.e *  w h i * h  \*»* *  

v wes »•»«»*< tip*** «***
?h*: *r,a“-*iard fo r ®  ©: pack f i e  *>**r .«-•<» * 1  r 'f  

•h- .• *•* w : r l i  T>* « •- - I f . - f  < .•'*/ • « «

b««en tjBfw 'ar ♦S-j¥*r to ;5£'*» i* W*^A Ain**
*<3 W n » l « w  v i a * * * to c i r a W *  ‘ * *  * » • * *
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2. 8 . 3. Handl ing Case

Most  products a re  stacked in eases  in patterns of  

and 1 /. (6 x 4 o r  4 x 3). T h e r e  s ee ms  to be no 

apparent  l og ica l  reason for  this bes ides  the old 

m eas ur em en t  o f  the standard dozen bott les.

Typ ica l  cases  weigh f rom 8 kg. to 25kg.

2. 8 . 4. The Pa l l e t  Load

With the need to move  such high vo lumes  the b e v e r ­

age industry (and to a l e s se r  extent, the mi lk  indus­

t r y )  goon became  aware  of  the advantages of  the 

unit load concept.  The pal let is ing o f  products b e ­

came standard in South A f r i c a  in the 1960's. H o w ­

ev e r ,  at that stage l i t t le  attention was paid to the 

design o f  the shape o f  the pal let and the c o r r e s p o n ­

ding shape o f  the trucks Pa l l e t s  o f  any shape 

ranging f rom sixes o f  0 ,9m x lm  to 2m x 2m are 

thus used in the industry.

2. 8 . 5 The P e r f e c t  S i t ed  P a l l e t

Appendix 3 shows the author 's  recommendat ion  for  

the per f ec t  pal let ( 1 ,0 m  x 1,2m in s i ze ) .  This  

pal let  conforms to the ISO standards ( re f .  13), and 

it fit® i dea l l y  with the transport  standards a l l owed 

by the Roads Ordinance Act  ( re f .  18).

/ 1 4
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The co rr espond ing case s i z e  for  the " p e r f e c t "  

pal let  is a lso  discussed in appendix 3. Genera l l y  

40 - 50 cases a r e  s t a c k t i  on a pal let.  The  a v e r ­

age m ass  o f  a beve rage  pal let  is thu6 1 0 0 0  to 

1300kg.

Pa l l e t s  are  in most  cases handled by forkl i f t  t rucke 

inside the warehouse  and production f ac i l i t i es  and 

by A - f r a m e  trucks (Bee fig- 2. R. 5 . )  en route to the 

consume r .

/1 5
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C H A P T E R  3.

M A T E R I A L S  M O V E M E N T  AND C O N T R O L  W I T H IN  THE P R O D U C ­

T I O N  A N D  PROCESS ING  F U N C T I O N .

3. 1. T H E BASIC P R O D U C T I O N  UNITS.

Fig:  3 1. shows a v e r y  modern  high speed product ion 

unit for  beverage  manufacture

Di r t y  bott les a r e  brought f rom the warehouse  in 

pal let  f o rm and loaded on the depa l l e t i s e r  ( 1 ).

The individual  cases a r e  then sent to the d e - c a s e r  (2) 

where  the bott les a r e  r emoved  lrorn the i r  cases.

Each bottle is then sent to '.he washer  (4) ,  via a 

de - cappe r  (3), washed in a caust ic detergent  and 

then sent to the f i l l e r  ( 8 ) via an automat ic  i n s p e c ­

tor  (5). F ro m  the f i l l e r  the f i l l ed bottleE are  

capped and label l ed ^9), put back in the i r  cases  ( 1 1 ) 

and replaced on a pallet.  -

A modern  high speed l ine (160 va lve  f i l l e r )  can o p ­

e ra te  at 80C l i t r es  o r  1500 x 300 m l  bott les/min.

Such a l ine should be able to f i l l  + 8 mi l l i on  cases 

per  annum on a single shift basis and the mach ine ry  

involved would cost R l , 3  mi l l i on  ( exc luding s e r ­

v i c es  such as a i r ,  steam and e l e c t r i c i t y ) .

1 5.

i
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FIG : 3.1

A MODERN HIGH SPEED BOTTLING LINE
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3.2. E F F I C I E N C Y

A product ion l ine such as the one shown in Fig-  3. 1. 

should be able to keep up a product iv i ty  e f f i c i en cy  of  

o v e r  7 5%, depending on the number  o f  f l avours  and 

s ixes  done on the l ine.

3.3. M A T E R I A L S  C O N T R O L

Because o f  this high movement  of  m a t e r i a l s  within 

the factory ,  it has become necessa ry  to imp l ement  

some method o f  moni to r ing  products and raw m a t ­

e r i a l s  within the production faci l i ty ,  and l ink this 

m a te r i a l s  control  with the f low o f  raw mat e r i a l s  and 

product in the warehouse.

3. 3. 1. D i m ens i o ns .

A typical  ‘ oft drink manufacturer  producing 20 m i l l ­

ion cases per  annum wi l l  need to control  i o m e >

3 3 1 1  2 3  rni l l ion kg of  sugar p. a (value R3, 5m)

3 . 3 .1 .2 .  170 m i l l i on  l i t r es  of  wat er

3.3.  1.3. 3 , 8  m i l l i on  kg. o f  C 0 2

3 3 1 4 200 000 kg o f  caustic (NaOH)

3 3 1 5  1 1 2 m i l l i on  kg o f  concentrates ( f l avour ing )

3.3. 1.6. 340 m i l l i on  bott les (68 mi l l i on  - value R i 4m - doing

an av e r ag e  of  5 t r ips )

3 3 1 7 20 m i l l i on  crates (4m at > t r ips - value R13, 5m)

3 3 1 8  140 rni l l ion seals (value R2, 5 m i l l i on '

3 3 1 9 200 mi l l i on  crowns (value R l . O  m i l l i on )

/17
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3 .3.1.  10. 3 m i l l i on  broken bott les (at a value Rfc20 000)

3 . 3 . 1 . 1  1. 500 KVa e l e c t r i c i t y  (value R20 000 p a. )

Bes ides  these ma te r i a l s ,  the production e f f i c i ency  

needs to be care ful ly  moni tored  as a 1 % loss in 

e t f i c i ency  wi l l  mean a loss of  seme 2 00  0 00  cases 

per  annum

Labour  use and control  is a lso  v e r y  important.  A 

product ion l ine such as this wi l l  need +_ 15 persons 

to run it and another 1 0  - 15 persons to run the 

s e r v i c e  equipment and manufacture and mix  the 

n ec es sa r y  raw ingredients  Besides this, three to 

four forkl i f t  t rucks (with d r i v e r s )  wi l l  be needed for  

each production l ine to br ing the empt i es  and return 

the full products to the warehouse.  Thus making a 

total  o f  ± 30 persons per l ine.

3 4. THE D A I L Y  O P E R A T I O N A L  R E T U R N

The Dai ly  Operat ional  Return (DOR)  is a sys tem o f  

contro l l ing and measur ing  al l  the mate r i a l s  f low w i th ­

in the production function. The pr inciple  behind the 

Dai l y  Operat ional  Return is to keep a continuous 

mon i t o r  on al l  the production in the factory.

This  includes moni tor ing- -

A l l  ma te r i a l s  used

E f f i c i ency  o f  the use of  ma te r i a l s

/18
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P roduc t i v i t y  o f  machines 

P roduct i v i t y  o f  personnel  

Ma te r i a l s  loss

Movement  o f  product to stores

The DOR operates  by compar ing  the theore t i ca l  use-  

age of  ma te r i a l  ( or  theoret i ca l  running speed of  the 

machines )  to the actual usage o f  mater ia !  ( or  actual 

number  ot cases produced) .

3. 4 1. M a t e r iaIs__Uwed

The actual  physical  amount of  ma te r i a l s  used is 

s imply  calculated by subtract ing the opening stock 

f r om the clos ing stock. This can then be d i re c t l y  

compared to the theoret i ca l  usage and the d i f f e rence  

can then be expressed  as a percentage loss

A m in imum target  loss can then be set and the dai ly 

loss  com pared to this each day. Should the loss be 

too high immediat e  action can be taken.

Fu r th e rm or e  a r ecord of  the l osses  ov e r  the month 

can a l so  eas i l y  be calculated by adding the ind i v id ­

ual l osses  each day.

3. 4 2. E f f i c i e nc i es Achieved.

The theore t i ca l  max imum e f f i c i ency  that could be 

achieved can be calculated by mult iply ing the number

/ 19



19.

o f  hours worked  by the max imum speed o f  that m a ­

chine and then compar ing  this f i gure  with the actual  

amount o f  i t ems  produced.

This can be taken a step further  by examining  the 

make-up  of  the l o sses  in e f f i c i ency  i . e .  the loss  due 

to the machines  not running at max imum e f f i c i ency  

and the l o sses  due to the personnel  not ut i l i s ing al l  

the t ime avai lable  to them (machine e f f i c i ency  and 

machine  uti l isat ion) .

3. 4. 3. M a t e r ials Los s

The actual  loss  of  m a te r i a l s  due to e x t e r i o r  in f luen­

ces (no rma l l y  the number of  bott les broken in the 

t rade )  can a l so  be moni tored  by separat ing the num­

ber  o f  b r eakages/ l osses  and compar ing  these to the 

total  number o f  products passing through the p roduc ­

tion faci l i ty.

3 .4 . 4  A day ' s  detai led analys is  using the D . O . R .

Fig:  3. 4 I. shows a D . O . R  sheet which includes all  

ma t e r i a l s  f low and product iv i ty analysis  for  a soft 

dr ink organisat ion.  The ent i re  analys is  is shown on 

one l a r ge  sheet to reduce the amount o f  paper in vo l ­

ved.

A summary  is a lso  provided so that management  need 

not read the ent i re  day 's analys is  but can rather  keep

. . ./ 20



FIG: 3. 4. x.
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tabs on the most  important  i tems and then take a c ­

tion i f  something is wrong  in the summitry,  e x a m i n ­

ing the ent i re  D . O . R .  in m o re  detai l .

Appendix 2 shows how a day 's  detai led operat ional  

data is included in this D . O . R .  sheet and how each 

piece o f  data is obtained.

4.5.  Advantages  o f  the D . O . R .

4. 5. 1. High deg ree  o f  control  by management .

4 5. 2. Quick e f f i c i ent  feedback o f  informat ion

4 5. 3. Easy production planning.

4. 5. 4. Detai led stock control .

4. 5. 5. Exce l l ent  secur i t y  control .

4. 5. 6 . Pinpoint probl em areas .

4 .5 .7 .  Easy to implement .

4. 5 8 . P ro v i d e s  ease of  establ i  shing/ident i fying costs

4 5. 9. P r o v id e s  basis for  incent ive schemes.

4. 5. 10. P r o v id e s  quick and easy  re f e rence .

4. 5. 11. Easy for  access ing  the amount of  work  done.

4 .5 .12 .  A l l ows  for  co-ordinat ion between production,  s tores ,  

warehouse and administrat ion.

/ 21
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CH A P T E R  4

S A L E S  AND  W A REHO US IN G

4. 1. I N V E N T O R Y

Fig* 4 1. 1. shown a typical  sales curve for  the b e v ­

e r age  industry.  In o r d e r  to cater  for  the seasonal  

peaks suf f ic ient  inventory must be kept to smooth the 

production faci l i ty  and supply the market  r e q u i r e ­

ments.  This  becomes espec i a l l y  di f f icult  in the soft 

drink industry where  up to 70 packages are  produced

A l l owance  must also be made for  machine breakdowns,  

day - t o -day  f luctuations in demand etc Howe ve r ,  with 

the high pr ice  glass it is also necess a ry  to keep 

the inventory • *  low as possible.

In al l  food industr ies the f i rst  i n/ f i i s t  out pr inciple  

( F i f o )  must be s t r ic t ly  adhered to, as products have 

l imi ted shel f  l i ves .  (e. g. 3 - 6 months in beve rage  

industry,  1 2 days ir mi lk  industry) .  This is c o m ­

pl icated by low demands for  certain products,  ( e . g .  

tonics in soft drink industry) .

With high speed production fac i l i t i es  it has become  

imprac t i ca l  to produce smal l  amounts ( t ime  to set up 

production l ine e tc )  and it might  the re f o r e  mean a 

stock of  2 - i  monthu must be held. Because o f  the

. . / 22
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c ompet i t i veness  o f  the mark e t  cons iderab le  ba.i'ety 

stocks ar e  usual ly ca r r i ed  (often up to 2 weeks ) .

Mos t  modern  plants predict  sales on prev ious h i s ­

t o r y  and expected growth.  The number  o f  days stock 

in inventory is then calculated by compar ing  the num- 

er  of  cases  on the f loor  against the predicted sales.

The number of  days stock is usual ly set by M a n a g e ­

ment  and wi l l  vary  with the factors  ment ioned above.  

N o r m a l l y  in the beve rage  industry this amounts to: 

4 - 5  weeks on slow mov ing  i tems 

2 - 3  weeks on medium mov ing  i t ems 

1 - 1,5 weeks on fast mov ing  i t ems

In Oc tober  - No v em be r  these stock l eve l s  w i l l  reach 

an a ve ra ge  of  5 to 6 weeks.

This  type o f  inventory control  (known as ' ’Run Out 

T i m e "  inventory  contro l )  is v e ry  s imple  and works 

v e r y  we l l  e spec i a l l y  when a l arge  number o f  k- 

ages  are  marketed.

A l a r ge  bee r  o r  soft drink industry must the re fo re  

have warehouse space for  some 2, 5 mi l l i on  cases o f  

product (50 000 pal lets )  o r  some + 30 000m^ of  

s torage  space ( see  fig: 4 1 . 2 . for  a typical  w a r e ­

house layout).

/ 23



FIG : 4 .1 .2

TYPICAL WAREHOUSE LAYOUT FOR 
50 OOP PALLETS SERVICED BY FORKLIFT TRUCKS
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Many other  types ot product ion planning and i n v e n ­

to ry  control  s ys tems may  be used (short ,  medium 

and long t e rm ) .  H o w eve r  these wi l l  not be discussed 

in this d i sser tat i on

O R D E R I N G  AND S E ! .L ING

P r e  se l l ing

Most  high vo lume d is t r ibutors  sel l  on the prese l l i ng  

sys t em H er e  a p r es e l l e r ,  u s - i l l y  a f a i r l y  dynamic  

sa lesman,  tours all cus tomers  and potential  cu s t om ­

e r s  in a given area on set days. During a typical  

customer  v is i t  he wi l l :

Help the outlet r e v i ew  his stock.

Take new o rde rs

Est imate  the number o f  empt i es  to be returned.

Inform the customer  o f  any new products,  special  

promot ions o r  special  o f f ers .

L isten to cus tomer  complaints

Display any promot ional  m ate r i a l  necessa ry .

In the case o f  the l iquor  industry,  it is i l l ega l  to 

sel l  product d i r ec t ly  f r om the truck and p re se l l e r s  

a re  thus v e r y  necessary .

P r e s e l l i n g  has many other  advantages - including:

H igher  educated and m o r e  capable s e l l e rs .
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C l o s e r  cus tomer  relat ionships.

Le ss  de lays  of  trucks ar.u loading crews.

Trucks  with only enough product for  the cus tomers  - 

t he r e f o r e  no wa t tage

4. 2. 2. Bet ter  Im p l em en tation oi Market ing  Ideals

It is howe ve r  often imposs ib l e  to comple t e l y  sat isfy 

al l  cus tomers  by p rese l l i ng  only. Customers often 

run out of  product between d e l i v e r i e s  and need to 

phone urgent ly  for  products.  A l so  cus tomers  a r e  

often di f f icult  to s e r v i c e  and might be v e ry  far  away 

f r om any distr ibut ion point It might the re f o r e  not 

be pract i ca l  to send a p r e s e l l e r  this far. In this 

case product can be sold d i re c t l y  f rom the truck.

Extensive  use can also be made  of  communicat ion by 

telephone.  This howeve r  does not have the advantage 

o f  d i rect  re lat ions with the customer .

4 . Z. 3. O r d e r  Delay Pe r i od

Perhaps  one of  the moat  sensit ive subjects o f  cu s t om ­

e r  d e l i v e r i e s  is the o rde r  delay per iods.  Most  m a ­

jor  be ve rage  producers  in South A f r i ca  guarantee a 

24 ho l r  d e l i v e r y  per iod,  i e product is de l i v e r ed  

within 24 hours o f  taking the order .  The main a d ­

vantage o f  this system >b the prompt s e r v i c e  to the 

cus tomers  This  however ,  f r om a purely d i s t r i ­

butional approach,  is not ideal  as it gives the d i s ­
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tr ibution manage r  v e r y  l i t t le t ime to load and route 

his vehic les .

Some fac tor ies  have t r i ed  to a l l ev ia te  these p r ob ­

l ems  by sending in the o r de rs  by radio as soon as 

they r e c e i v e  them. A few fac tor i es  have moved to a 

48 hour d e l i v e r y  period.  The advantages o f  a 48 

hour d e l i v e r y  per iod a r e '

4 . 2 . 3 .  1. The re  is far m o r e  t ime to plan distr ibut ion c a r e ­

fully.

4. 2. 3. 2. As  the t ime  per iod be tween success i ve  v is i t s  to the

cus tomers  wi l l  not change i . e .  w i l l  sti l l  be week l y  

o r  b i -w eek l y  etc. the s e r v i c e  to the cus tomer  wi l l  

sti l l  be as ef f ic ient .

4. 2. 3. 3. More  cus tomers  can b< o l l ec ted be fore  the d i s t r i ­

bution is planned, thus making the distr ibut ion m o r e  

f lexible.

4, 2. 3. 4 Accounts wi l l  have m o r e  t ime to f inal ise the in d i v i ­

dual accounts thus e l iminat ing  m o r e  e r r o r s .  Cu s ­

t o m e r s  requi r ing  urgent attention can st i l l  be s e r ­

v iced on a 24 o r  even a 12 hour basis - channels 

being made avai lable  according  to the urgency  o f  the 

situation.

It is thus hard to see why m a j o r  dist r ibutors  in 

South A f r i c a  (C oca -C o la  and S . A . B . )  sti l l  operate  on 

a 24 hour d e l i v e r y  period.
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Because  of  the la rge  amount of  compet i t i veness  in 

this f ie ld o f  industry,  it is necessa ry  that al l  the 

cus t ome rs '  needs be sat is f i ed.  This means that o r ­

ders  o f  v e r y  smal l  quantit ies (e. g. 5 cases )  must be 

de l i v e r ed ,  even i f  this is not f inancial ly  feas ib le .

As the low volurm customer  ( see  F ig  2 .4 .1 .  and 

2. 4. 2. ), e spec i a l l y  in the soft dr ink industry,  makes  

up a l ar ge  percentage  of  the total market ,  one ca n ­

not d i c ta t e  types of  de l i v e r y ,  d e l i v e r y  quantit ies etc. 

Thia means that de l i v e r i e s  o f  5 cases  to 500 cases 

need to be considered by the distr ibutors.

4.3. 30 TT LF SORTING AND T Y P E S

Bas i ca l l y  two types of  bott les a r e  used in the b e v e r ­

age industry.

4. 3. 1. A C L  Bott les

These  bott les have a permanent etched label  and can 

only be ussd for  a spec i f i c  package.

4 3 2 . The  G ener i c  label led bottle.

This  bottle is of a standard shape and is label led 

only a f t e r  it i »  f i l led.  The gener i c  bottle is used 

e x c l u s i v e l y  in the beer  industry whi le  + 80 % o f  a l l  

bott les used in the soft drink industry are  o f  the

A C L  type.

..Ill
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4. 3. 2. 1. The gene r i c  bottle has the fo l lowing advantages:

F.asy to sort  - as al l  bott les a r e  the same - the only 

d i f f e r ence  being in thei r  s izes.

L o w e r  inventory  l e ve l s  - aa a safety etock does not 

need to be held f o r  s eve ra l  spec i f i c  types o f  bottles.

4. 3. 2. 2. Disadvantages

The bott le is l ess exc lus i ve  and ident i f iable and this 

means  a great  deal in the market ing  o f  the product.

Bott le " B o r r o w i n g "

As the bottle is the same as the compet i t o r s ' ,  there  

tends to be a permanent  battle to get as many 

bott les as  possible back f rom the trade by each 

bott ler .  This is because a new bottle costs +_ 12c 

(350 m l )  whi le the deposi t  on such a bottle wi l l  be

1 .

In European countries where  the vast m a j o r i t y  o f  

bott led products are  issued in standardised gener i c  

bott les a constant wa r  is waged between the var ious 

bot t l er s ,  each trying to get m o r e  than the i r  fai r  

share of  bott les back f rom the trade.

The r emova l  and appl icat ion of  labels was in the 

past a lso  a great  probl em,  and had a l a r ge  e f i ec t  on 

product iv i ty.  But with the deve lopment  o f  the modern  

• ingle ended washer ,  washing methods and label l ing 

methods these prob lems have almost  comple te l y  d i s -

appea red.
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N o r m a l l y  an A C L  bottle would need to do + 8 to 10 

t r ips  be f or e  the actual incrementa l  cost  o f  the bottle 

as compared  to a g ener i c  bottle can be just i f ied.

4. 3. 3. Phys i ca l  Sort ing

In South A f r i c a  some 50% of  al l  bott les produced in 

the beve r age  industry hcve an A C L  label .  This 

means cons iderable  sort ing of bott les needs to be 

done be f or e  these bott les can be sent to the product ­

ion area

Automat i c  sort ing machines  are  used in USA for  this 

purpose.  These  operate  on a colour,  s i ze  pr inciple.  

In South A f r i ca  sort ing is sti l l  done manual ly.

Most  factor ies  do the i r  sort ing in the trade ( see  

Fig-  5. 4. 4. for  amount o f  t ime spent sort ing in the 

trade) .  This has the fo l lowing advantages:

4 3 3 i It is e a s i e r  to pack sorted bottles in the trucks.

4 3 3 2 . It is e a s i e r  to check (count)  sorted bott les.

4 3 3 3 The re  is m o r e  space avai lable  for sort ing in the

trade than in warehouses.

Although most  o f  the m a j o r  sort ing is done in the 

t rade,  it is imposs ib le  to complete  this due to odd 

numbers  of  bott les and cases T H *  means that con- 

s iderab le  sort ing needs to be done back at the w a r e ­

house .

Fi  4 3 . 3 1  » nd 4 . 3. 3. 2. show typical  sort ing bays, 
* 8 *
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F I G  : 4 . 3 . 3 . 1  

SEMI_-MECHANISED PRODUCT SORTING BAY
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LIVE STOHAGK LOADING/SORTING B M

*—  Case conveyor
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Kmpty bott les play an important  part in any d i s t r i ­

bution system.  It is v i tal ly  i. iportant to the p r o ­

duction fac i l i ty  that al l  the empty bott les be brought 

back i rum the trade ho that suf f icient bott les be 

made ava i l ab le  for production purposes.  F u r t h e r ­

m o r e  the quicker  the turnover  of  bott les the l ower  

the inventory c e sea ry  and thus the l ower  the c a p i ­

tal outiay necessary .

It must also not be forgotten 'hat the cost o f  a new 

bottle is cons iderably  higher than the deposi t  value 

(♦ twice  the deposi t  value).

To  an outlet an empty bottle is idle- cas' i ,  and in our 

capatal is t ic  wor ld  where  cash is a lways short it is not 

surpr i s ing  that the outlets demand prompt r emova l  of  

thei r  empty bott les and containers.  Unfortunately 

most  p r es e l l e r s  a re  paid on a commiss i on  bas is .

This  means that the m o re  they sel l  the m o re  they 

earn Howeve r ,  empty bott les are  not cons idered in 

this incent ive scheme.

Returning ei.ipv-es to the fac tor i es  is thus often badly 

neglected.

4. 3. 5. Sa l e*  Volum e ;»

A l a r g e  factory  in South A f r i ca  would distr ibute

4. 3. 4. R em ov ing  K m p t ie s .
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— *  ̂ " ^0 m i l l i on  cases  o f  product per annum in a 

l a r g e  c i ty such as Johannesburg (and area ) .

T y p i c a l l y  this means the movement  of  +_ 3 m i l l i on  

cases  o v e r  the D e c e m b e r  peak season per iod 

+_ 1 36 000 case o r  2 7 50 pa l l r t 3 per  day.

N o r m a l l y  200  trucks would be used for  this d i s ­

tr ibution o r  an ave ra ge  o f  680 cases per truc'% per  

day in peak season.

A typical  producer  as ment i oned above would s e r v i c e  

+_ 1 0  000  outlets in the soft dr ink industry and 

+ 2 000  outlets in the bee r  industry.

4. 4. D I S T R I B U T I O N  C E N T R E  L O C A T I O N

Be f o r e  on** can discuss the ma te r i a l s  handled within 

a wa rehouse  it is essent i a l  to dec ide on the opt imum 

posi t ioning o f  the warehouse .

Background Informat ion:

Be f o r e  posi t ioning this distr ibut ion centre :he f o l l o w ­

ing in format i on  needs to be col lected:

4 .4 .1 .  Popu lation H i s t o ry.

A h i s t o r y  o f  the growth o f  the populat ion ir. each 

a r ea  to be ser v i ced ( see  ref .  2 0 ).
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A h i s t o ry  o f  the per  capi ta income in each a rea  to 

be se r v i ced (see  ref .  3 ).

4. 4. 3. Sales H is to ry

A sales h i story  ot each area  to be se r v i c ed  by the 

pa c ka g e .

F r o m  the data a predict ion can be made ( long and 

short t e r m )  as to the future sales in each area .

Once the volume of  sales has been determ ined,  

methods can be set up to find the beet theoret i ca l  

place to locate the distr ibut ion point.

Appendix 4 deta i l s  var i ous methods of  opt imum 

posi t ioning o f  the warehouse fac i l i ty  and documents 

al l  the factors  involved.

It should a lso  be noted that in this sort  oi' industry 

the cost o f  impor t ing  mate r i a l s  is usual ly much 

cheaper  than the distr ibution of  the f inal product

4. 5. M U L T I P L E  D I STRI BU TI ON  POINTS

4 5 , C e n t r a l i s e d  vs. Mult iple D i a t r i W . o ^ P m n t e .

E v e r y t i m e  a product is handled a cost is incurred

4. 4. 2. Econom ic  T r ends
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