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The best of the best

orking Together as
Partners in Growth

R-Model & Light minds have pleasure in presenting to you a team of independent companies interested
to promote partnering excellence in Wales
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Voldtile schedules ? Eck

below expectations ?

Going back to basics in MRP
concepts and fundamentals will
reap major rewards for a man-
ufacturing business. Most modern
ERP systems utilise the same re-
plenishment  logic as  the
MRP/MRPII systems of two dec-
ades ago.

Lindsay Harding Director of
Hilf states “The business was set
up having observed a knowledge
gap with traditional MRP mech-
anics within industry. Sure the
companies were striving for Lean
Production, Six Sigma etc, but
there was still excess and ob-
solescencebeing scrapped on a
regular basis (the value usually
hidden in some variance account
somewhere), I could see some of
this being unnecessary - reduce it
and have an impact straight on the
bottom line !

Sounds simple, the challenge is
however to get manufacturing
management to consider this - to
most, MRP is consideredold
hat-‘we now run everything off
kanbans because our Lean Man-

Hilf
Supply
Chain
Solutions

ufacturing consultants told us to
do so’ - well in some circum-
stances they're right - but usually a
hybrid approach is necessary
rather than a one size fits all
solution — and the mix of ap-
proaches can change through
product life cycles.

He goes on to say “There are
numerous big companies out there
which don’t seem to want to admit
to shortcomings in this area. Tar-
get marketing can be difficult —
it’s a matter of working with those
who have realised that sometimes
cascading down the high level
strategy doesn’t always fit with
their team until the necessary
lower level operational building
blocks are positioned first to
achieve the desired strategic ob-
jectives.

Also, giving upstream suppliers
an appreciation of the causes of
volatile schedules, reduces mis-
trust and frustrations contributing
to genuine supply chain relation-
ships.”

Hilf Supply Chain Solutions
works predominantly in the man-
ufacturing sector — typically fo-
cussing on order fulfilment pro-
cesses, demand planning, Pro-
curement (particularly —product
sourcing assignments) and event
management The business will on
occasion, work in consortium with
other organisations and academics
where it can assist in the provision
of a more complete solution.

For example, whilst Hilf de-

livers Management Training in
Supply Chain related issues, team-
ing up with Maple Gate has added
a unique flavour of Customer Ser-
vice to workshops for manufac-
turers.
M For further information Tel :-
0870 206 4314 Email :-
info@hilf.co.uk  Website :-
www.hilf.co.uk






