WORKING CAPITAL REDUCTION
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Challenge for the industry today

Undesired, tied-up capital has various reasons, such as
increasing product range, set-up times in the machinery
or unpredictable customer behaviour.

Sometimes it can be difficult to judge the decreasing
capital turnover with the reasons behind.

It can be of mix of ERP setup, slow organizational
response, poorly performing suppliers, unclear
undertakings in agreements and other reasons.

However, there are tools to go through the value chain and
look for typical symptoms, and find suitable actions in each
case.

Service and Approach

We have a method for going through a company’s value
chain and analyse each link in the chain of tied up capital.

The analysis of warehouses and stocks are made by mass
calculations and categorizations on article number level.
Objectives per article class are proposed and also mirrored
to the corresponding setup in the planning and stock
control setup in the ERP system.

The WIP values are analysed from planning principle rules
and how these are met and followed.

A number of conditions will be challenged, such as the
reasons for the product range, chosen systems setup,
supplier and customer agreement including how orders
and forecasts are handled.

Content of the Offering:

Challenges: Decreasing ITO and lack of overview

Approach: Proven and quick analysis over the
entire chain of tied up capital, with connected
actions

Outcome: Combined actions easy to survey and
follow, with clear prioritization ready for initiation

Actions will be proposed and supported, always starting
with the lowest hanging fruits internally, all the way to
trouble shooting on poorly documented content in external
agreements.

Expected Outcome

The result from the analysis is a hands-on action plan that
you can start following from day 1.

We have seen companies who has exceeded agreed
objectives within some months, although it is important to
mention that individual responsibility and frequent follow-
up and root cause analysis are required.

We can support you all the way from the first analysis to
supporting in supplier negotiations or assortment pruning
recommendations.

For more information contact
scm@afry.com
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