AHARAEALLERERET TR D2 T F g srmx

(V] 28 446 & 52
P 5 # B ’i %;j’g; X H 8 &
F1HE/L4E
IRETEARAT EIPP A R e SESATH| B—f

(1) FEERBRMIMAAE S (2) TRANEE (EFRARXBEDE) (3) A T4 A EEH - FH(4
BEABES: R E AR (5) 84100 & -

=~ E#lo¥ (505 ):

BEREBMETEZRIE R GES R BRARRIFE N B 4% 2004 & 0 fa B 5 1B1& B ok > 5P 4 &R
A P& ALE (Southwest) Fodt B A% (JetBlue) 448 B A o FAEGERASWBEH O HMENNHLE RS -

w&ﬁ’&~iﬁ%¢’mmmﬁg(ﬁ%ﬁﬁ%ﬂ%ﬂ%%z’)%%E%%L%T’@i%%’%¢3@ﬁ%%ﬂ
KA A BN ) = (B3R ¢ s (Dallas) > et #(Houston) » & % 42 £ & £ (San Antonio) » 4o sk Bl &L T 78 o A1 2 4 5] &4 7
7% 4 - King ¥ a9 8% % © 8 AR E XA TN RBRIT  HERRALRE —F W RBPIE BN — FAE N
ﬂ’ﬁﬁ@%ﬁﬁﬁﬁ%%ﬁ’ﬁﬁﬁ%&iﬁﬂﬁ@%’%3%&%%’&%%EQQ%WHﬁiimA%@ﬁﬁﬁ%%
FHG o B ssase TEEHEL ) o4 R AU BRS040 F G st -

1971 4% > Rollin King and Herb Kellcher 42 # — &) & & 417 /> 5] 494% %%  "If you get your passenger to their destination when
they want to get there, on time, at lowest possible fares, and make darn sure they have a good time doing it, people will fly your
airline.” 3 s » WALE N S RBRAREEFAYL SRR @ BERE RURHHHE—ETHETROME— 882 - REHE&
FHEIE A B RRFE -

A T BATER A EERAMEGIM AR AR LAY BRI NEE B R B-mESMEEE PR
BN B RRBORTHENERE BAMELN L LT MarEn (% 58 R) RERamEAT; &
BALE SR E M) R MR A DR AR AL BB HREA D RERE A
THRE T3 b XA MEEE  ERAR AR ITEAL TEARMOAG L EREBEERES FE - AENKEAT
AT AT RS A do o B A2 A BT USRI B o OB AR - A S I AR T R A B E A
A o BB B3R B4R No-fills BRAS—Bp 2% 58 448 » MAE BB AE ARAEG R  BENRREER  REABOCRSE
WM EEHMENE > BRABEEFTE 0 ZEIRTUMM AR ENDRF VA —EET o bl ®EMRE
DEAMATERRD  RAKE  SEEAEAEAMRELNIRERMIIY > L EARF 4 o

BHRMECHFEERET  LRA B EAFEHER - THMIREECayHE - BB R E > LR B R
RAEF B BRI R B A FIWT 5 % AR — B RS TRl 0T h LA LB TAE 5 10/R Rl R
Tedwit BREFSFH L AEHARM > BT RBRBLTOEERRMEAE "B L THE | 0F > BRHN LR
HNEWAZHE ERMEIHHABIIHB NG A EUREE B a @S m £ A T 8B A Ui & Qb e L o
BMERT RIEE XA e Ak H] -

BREARR > AR ERATE NS HRABE S B OIEE 12505 55 AR KI8T SR E AT SR

(1) S BARA - BESHE > ATHE RN BB E S OHEERE -

(2) PHRALTHBENLCEET AR EHOTHER M T EMABEB AL LR » B E AT NS
B » BRI RATT 6 B AR BT FD -

(3) At F 2 MERNMBHERA LA RLEL AR ERRORRY > SR ELI G LFHURTES ?

(4) BREMOARLBHMENARABAOBS - EHE BB O TS NI AFHEEFERRASER  fiBE
BRABNAT TURSEARNGE EBRXBR?

4

&Y




MAHHAS A BRE R % T s g

Y EZ?BL%E'E‘J N A
7 %1 # B (;ﬁ; iy | AREE | #%

B2F/#4F
IR % A AT BB o B X3S S#£5A78| B4

FREREXFEETHMHA (5510 9)

1. #4t# 1971 % » Rollin King and Herb Kelleher #7432 i #4425 » FAREEF A 8089 F 30 “If you get your passenger to their|
destination when they want to get there, on time, at lowest possible fares, and make darn sure they have a good time doing
it, people will fly your airline” o

2. SREMBERAACZAN > AMBCHEMA: 25 REBBITH— B ? RATHT— AL SR 5 6% 7 R4E Lk of 18

B ERBBOMENNEFERS "EAERSE | AT?

3. BRMENANGABSUERBAETiaseH - (1) FRAER PO E DA BTN DA FROFBHT? (2)

LA R TRARNE AT L 8 W mR 7 WRHEY .

4. BREEAX > HFA SWOT THTERAE N G BE RS -

5. MBAXRBAMRE MBI wREEEEHEL S ARARBRRGHAR > RGP Lk ?

= WXEHR (50H)

Dell has used a number of supply chain strategies in its journey to be one of the most successful high tech companies in the world. One
of these is the VIP Principle. This refers to the use of Velocity, Information, and Postponement to enhance the customer's experience
with Dell. What is the VIP Principle and how could it be used for success by companies in other industries? This article describes how
VIP could be translated to a typical retailer.

First let's pick three key Dell strategies:

(1) Velocity
(2) Information
(3) Postponement

Let us now visualize how each of them could be applied to’a hypothetical retailer serving several hundred stores, with over 10,000
products, purchased from over 2,000 vendors and distributed through five regional distribution centers.

Veiocity

For Dell this means move the product to the customer by the fastest channel as appropriate for the customer. This usually means direct
shipment from the assembly plant to the customer. This leads to next-to-zero finished goods inventory and very rapid response to the
customer's need. With excellent management of in-transit inventory this still allows a certain amount of flexibility. You can see that

with a small number of plants and high value products this makes sense.
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For our retailer the answer would be use the best mix of channels.

+ Direct to store for very high-value and high velocity products.
¢ Flow-through for high value and/or high velocity products.
» Cross-dock for very low-value low velocity products.

« Traditional storage for medium-value and medium velocity items.

Deciding which channel is best for any given product requires a well-designed decision support system that takes into account the

relevant cost trade-offs. These trade-offs involve handling, transportation and inventory carrying costs at the vendors, in the DCs and in
the stores.

Over-utilizing direct ship and cross-dock can overwhelm the stores with 100 many deliveries. Over-utilizing the flow-through channel
can bog down the DCs with staging area picking and labeling activities.

Finally, to benefit from the best mix of channels you need transaction processing systems that fully support the flexible use of multiple
channels.

Information

Dell receives many of its orders on the Internet, via modem or by telephone. In this way order information can be quickly captured,

validated, and forwarded to the right plant with zero errors. It also enables Dell to speed information to suppliers of goods and services.

For our retailer the equivalent strategy is to use computer links from stores to DCs, and ieplenishing DCs using electronic commerce.
With 2,000 suppliers this can be onerous, but the benefits are easy to see. In fact, our retailer can do better than just using electronic
commerce to transmit purchase orders. By using time-phased replenishment planning at the DCs it is possible to transmit a stream of

future planned orders covering several months into the future to the suppliers. This enables them to improve planning and reduce lead
times, benefiting them and you.

Postponement

Dell has moved the production process closer to mass customization and the "72 hour PC." Dell can take your order on the phone,
assemble your computer to order and ship it to you within a very short time. This enables them to postpone the manufacturing and

shipping decisions to the last possible moment, essentially eliminating finished goods inventory.

Our retailer can help its vendors postpone their product defining decisions.

One way of doing this is 1o collaborate with the vendors by transmitting the Point of Sales data from the stores to suppliers so that they

can gauge the demand. However, this does not take into account inventory balances in the stores or the DCs, nor does it contain
information about future promotions and seasonal variations.
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A better way is to transmit time-phased planned orders to the suppliers. These automatically net out inventories, and can reflect
forecasted promotions and seasonality.

The supplier can then analyze the planned orders by future time period. For example, a bicycle manufacturer could use time-phased
planned orders to plan:

» Steel 4 months out
¢ Frames 3 months out
« (Colors 2 months out

e Accessories ! month out
This is postponement in action and reduces the supplier's inventories.
So, if you can...

(1) Transact fast, without paper, for any channel;
(2) Decide on the best channel;

(3) Implement and sustain these business processes at the stores, at the DCs, with your buyers, and with your suppliers

then you can work like Dell.
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