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Appendix A

St. Mary’s University
Faculty of Business
Department of Marketing Management
Questionnaires to be filled by Customers of BGI Etlopia Beer Factory
Dear respondents:

This questionnaire is prepared by a student resegrprospective graduate of year 2014 in the
field of Marketing Management for partial fulfillme of a senior essay. This questionnaire is
prepared to measure the overall physical distrougractices of BGI Ethiopia beer factory and
to identify problem related to the physical distition practices of the company and give

alternative course of action as a solution.

You are requested to fill this questionnaire andryesponse will have greater contribution for
the company to improve its physical distributiomagiices. Your willingness and accurate
feedback in answering the questions will be helfdulthe research to accomplish the research.
Therefore, please kindly extend your cooperationfriaypkly and honestly responding to the
items contained in this questionnaire.

Directions

» Writing your name on the questionnaire isn’'t neaegs

» If the question has an alternative answer | v | or| x on the space provided beside

your answer.

> If the question is related to your personal opiniaite it shortly on the space provided.
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Part 1. General Information of the Respondents

1.1.

1.2.

1.3.

1.4.

1.5.

Gender

a. Male[ ] bFemale[ ]

Age?

a. 16-25 year D c. 36-45 yearD e. Above 55 year D
b. 26-35year[ | d. 46-55 year [ ]

Educational background

a. High school[ ] Diploma[ |  e. More than f'degree[ ]

o

b. Certificate [ | d. Degreelj

Occupation

a. AgentD c. Retailer D

b. WhoIesaIerD d. If any other, please, specify
How long have you been a customer of BGI

a. Lessthan lyear| ] c. 4-6 years| | e. More than 9 year{ |
b. 1-3yeary | d. 7-9years| |

Part 2. Information Related with the Subject of theStudy

2.1

2.2.

2.3.

2.4,

Are you satisfied by the physical distribution grees of the company?
a. Yes [ ] b. No [ ] c. I don’'t remember] |
How do you evaluate the availability of company'sguct with desired levels of

customers?
a. Very good[ ] c. Medium[ ] e. Verybad[ |
b. Good|[ ] d. Bad[ |

Have you had a delay for the product or draughthim&ccleaning and Co2 cylinder
distribution offered by BGI?
a. Yes[ | b. No [] c. I don't remember ]

How do you evaluate the company product transportatuck availability?
a. Very good | c. Medium[ ] e. Very poor| |
b. Good[ ] d. Poor|[ ]



2.5.

2.6.

2.7.

2.8.

2.9.

2.10.

2.11.

2.12.

How do you evaluate the company’s responsivenelartdle customer complaints?

a. Very good| ] c. Medium[_] e. Very poor[_]

b. Good D d. PoorD

How do you evaluate the transportation potentigdhefcompany towards distributing the

product at the right time?

a. Very good[ ] c. Medium[ ] e. Very bad[ ]

b. Good[ ] d. Bad[_]

Do you agree that BGI product is available whergwaer need it?

a. Strongly agredj C. NeutraID e. Strongly disagre{ |

b. Agree[ | d. Disagree[ |

How often do you receive defective like underweigidducts?

a. Very often[ ] c. Sometimg_| e. Veryrare[ ]

b. Often[ ] d. Rare[ |

How do you evaluate the transportation potentialhef company towards distributing?
a. Very good[ ] c. Medium[ ] e. Very bad[ |

b. Good[ ] d. Bad[_]

How do you evaluate the company’s overall physiistribution practices?

a. Very good| | c. Medium[ ] e. Verybad[ |

b. Good[ | d. Bad[ |

How do you evaluate your satisfaction level towatigs distribution practices of the
company?

a. Very good| ] c. Medium[ ] e. Verybad| |

b. Good| ] d. Bad[ ]

Finally, if you have any kind of additional commenplease try to indicate it

shortly

Thank You for Your Cooperation



Appendix B
St. Mary’s University
Faculty of Business
Department of Marketing Management
Questionnaires to be filled by Employees of BGI Efilopia Beer Factory
Dear respondents:

This questionnaire is prepared by a student resegrprospective graduate of year 2014 in the
field of Marketing Management for partial fulfillme of a senior essay. This questionnaire is
prepared to measure the overall physical distrougractices of BGI Ethiopia beer factory and
to identify problem related to the physical distition practices of the company and give

alternative course of action as a solution.

You are requested to fill this questionnaire widlve greater contribution for the company to
improve its distribution performance your kindlylimigness and accurate feedback in answering
the question will be helpful for the research toamplish the research. Therefore, please kindly
extend your cooperation by frankly and honestlypoesling to the items contained in this

guestionnaire.

Directions

» Writing your name on the questionnaire isn’t neaegs

> If the question has an alternative answer| ¥'| or] X| on the space provided beside yo

answer.

> If the question is related to your personal opiniaite it shortly on the space provided.
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Part 1. General Information Employees

1.1. Gender
a. Male[ | b. Femald |

1.2. Age
a. 16-25 yearD c. 36-45 yearD e. Above 55 yearD
b. 26- 35 year | d. 46-55 year[ |

1.3. Educational background
a. High schooll ] c. Diplomal[ ] e. More than ¥ Degree| |
b. Certificate| ] d. Degree| |

1.4. Position of BGI Ethiopia beer factory
a. ManageD c. Sales SupervisorD e. DriverD
b. Secretary | d. Sales Perso[ ]

Part 2. Information Related With the Subject of theStudy

2.1. Do you think that BGI Ethiopia distribute its prads as the desired level of a customers?
a. Yes| | b. No[ ] c. ldont remember] ]

2.2. If your answer for the above question is “N0” pkeasdicate the reasons

2.3. Have you ever faced a problem on company’'s proavutit respect to distribution

practices of the company?

a. Never[ | c. More than one time[ ]
b. Sometimeq ] d. Always [ |
2.4. How do you measure the order execution of the compa order by customer?
a. Very good[ ] c. Medium[ ] e. Verybad [ ]

b. Good[ | d. Bad[ |

Xii



2.5.

2.6.

2.7.

2.8.

2.9.

How do you evaluate the company’s transportatioailability towards distributing its

products at the right time?

a. Very good[ | c. Medium[ ] e. Verybad | ]

b. Good[ ] d. Bad[ ]

Do you agree the company is capable of distribuititsg products as ordered by
customers?

a. Strongly agreqd | c. Neutral[ ] e. Strongly disagre[ ]

b. Agree| ] d. Disagred |

To what extent do you think that your customers sa#isfied with the physical

distribution practice offered by the company?

a. Very good| | c. Medium[ ] e. Verybad[ |

b. Good[ ] d. Bad[ |

Do you agree that the company give delivery seriaadistributor at any time?

a. Strongly agre{ ] c. Neutral_] e. Strongly disagreq |
b. Agree[ | d. Disagree| |

Do you agree that the company is currently in adgposition with regard to physical
distribution practices?
a. Strongly agreD C. NeutralD e. Strongly disagreD

b. Agree[ ] d. Disagred |

Thank You for Your Cooperation
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Chapter One

Introduction

1.1. Background of the Study

Different scholars define the term physical disttibn is various ways are infract,

basically revolving around the same idea.

For instance, Hanna, (2002; 14). States that paldistribution refers to the broad range
of activities that include the movement of raw miale from the source of supply to the
beginning of product line as well as the movemeémistied products from the end of
production line to the customer. Hence, be it ttemvement of raw material or that of
finished products, from the above definition, itclear that physical distribution plays
key roles in the process of production and prowisith must be noted that it is the
planning, organizing, and controlling of all movemectivities that facilitate product

flow point of final consumption (Khanna, 2002; 15).

Therefore, it is undeniable that any factory wogkom consumer production needs to pay
due attention on the quality of its physical dlaition of products. And, one of the
factories that have to follow the procedures staedar is BGI Ethiopia which is the

focus of this study.

The French BGI groupSpciete des Brassieres et Glaciers Internationale) is an
internationally acclaimed Brewing Company that a@pes in many countries under
controlled byPierre Castel. Presently, it has been working in Ethiopia afignigg a
formalized agreement to take over Ethiopians oldestver- Saint George beer factory in
1999 G.C.

It has three brewery factories around the coumtcjude Addis Ababa, Kombolcha, and

Hawassa; and is currently undertaking the constnuctf winery in Zeway.



According to on line resources, BGI has an excelteputation in producing quality
bottle and draught and in enhancing the qualittofGeorge beer to the same standard. It
is country’s biggest brewery which makes such typedeer as St, George, Castle,
Amber and Wine. It has also acquired a 42% stakRaya brewery worth 210 million
birr. Currently, it has an estimated capacity afdurcing two million hectoliters with the
committed to increase its production rate and ligre of emerging markets for beer in

Ethiopia (www. Addismap.com/BGI Ethiopia, angvw.capitalEthiopoia.com).

And, from what has been described so far, one sannae that the company can have a
good quality of physical distribution that helpgproduce quality bottles and offer quality
product distribution services. However, accordiagle student research’s observation
and reports from customers, the company often tail€onduct a balanced physical
distribution.

Therefore, focusing on the company under questidantifying presently existing
challenges that hinder its physical distributioronfr beginning consistent, and
recommending possible solutions will be what thuelsht researcher will he dealing with
in this study.

1.2. Statement of the Problem

In this increasingly busy world, being on time sa great deal to save time by meeting
the temporal needs of people so that they can gengaging in activities in accordance
with their calculated plan. Analogously, if a compalike BGI, is able to meet the
temporal needs of its customers by modifying thalitgof its order processing and it is
on time delivery of products, it can be inferredtth has an excellent quality of physical
distribution, so that it will not be blamed for pemting customers from being in tune
with their plan of action. Therefore, it must bdaewthat physical distribution has a great

impact on the timeliness both in the processingdeivery of products.

Different scholars give almost identical descriptan physical distribution. For instance,
Khanna, ( 2005:15), states that physical distrdyutiefers to the distribution of materials
in line with such activities as freight transpadat warehousing, material handling,

2



protective package, inventory control, plant andrelhause site selection, order

processing, market forecasting and customer service

The other author Sherleker, (2004:417) generallgssified distribution as physical
distribution, which includes - order processingnsportation, warehousing, inventory
management, material handling, package and custsemgice and channel members

include wholesaler, agent and retailers.

Therefore, it is obvious that if one of the aciest related to physical distribution is not
properly performed; it will have a negative impaatthe quality of physical distribution
of the company, which in turn minimizes timelinesshe company in meeting the needs
of customer’s punctuality.

In this regard, when coming to the company undedyst BGI Ethiopia, the student
researcher could have some information on the tyuafi physical distribution of the
company through preliminary observation and infdrigigcussion with customer and
regional sales manager. And from the preliminadsgesvation and informal discussion
with customers and sales manager, the studentrcbseacould identify the lack
consistency of punctuality in the case of both mdprocessing and delivering of
products to customers.

Therefore, it is the student researcher’s inteteshake an assessment of transport in
relation to physical distribution strategies, andlen processing procedures’ of the

company. Thus, the study would try to answer thieviong questions.

1.3. Basic Research Questions
To investigate the stated problems above, thisarebeattempt to answer the following
basic research question.

» What does the current physical distribution prasiof the company look like?
» What factors affect physical distribution practicdshe company?

» What is the problem on distribution practices syés of the company?



1.4. Objectivesof the Research

1.4.1. General Objectives

The general objective of the study is to identifig tproblems on physical distribution
management in the case of transportation and godecessing procedures of BGI
Ethiopia. In addition

1.4.2. Specific Objectives

The specific objectives of the study;

» To identify the current physical distribution priaess of BGI Ethiopia;

» To find out the factors affecting physical distriion practices of BGI Ethiopia; and

» To identify the physical distribution strategy oGBEthiopia uses to meet the needs

of its customer.

1.5. Significance of the Study

This study is significant for the company itselfit§ public relation practitioners have
access to findings and use them to re-engineehigig $trategies on physical distribution
in relation to transportation and order processihgill also serves as a spring board for
those individuals who are interested to conductesearch on physical distribution
strategies and order processing and lastly theestugsearcher also a great importance
about the title on physical distribution practi¢esget more knowledge in this area and

have experienced to conduct further research.

1.6. Delimitationsor Scope of the study

Even though the company is engaged in various iaefly this study is delimited to
physical distribution in relation to transportatiand order processing procedures of a
company due constraints in finance, time, and ri@ter conduct an overall research. It
also delimited only one agent (located North EdsAddis Ababa) out of five agent
through whom the company distributed its produnt this is because the selected agent
relatively high sales volume and greater numbesustomers than the rest. Furthermore,

the student researcher focused only on St. Geartjle land Drought beer out of the total
4



seven products due to shortages related to timaieyn@nd material. And the last
delimitation is the research study time limit idvioeen 2009 up to 2012.

1.7. Limitation of the Study

While conducting the research study there were dawcters that hindered the study not
to be carried out as it was expected from; questiozes were not fully returned for
analysis, business customers didn’t give sufficergwer for the study amdnfidentiality

of some information from the company sideven though the above problems were faced,
the student researcher finally managed to collechiecessary data successfully even if it

wasn't easy.

1.8. Research Design and M ethodology
1.8.1. Research Design

The student researcher designed has been formulatedder that it elicits genuine
information from the main resource of data (custoarel employee). Thus, the study has
been conducted descriptively since it is the studesearcher’s belief that these methods

have brought findings that can meet the objectdfeke study.
1.8.2. Population, Sample Techniques and Sample Size

As sources of data, the regional sales managdreo€ampany, representative different
department staff, agent employees and customerthawegh purposive, probability and
simple random sampling techniques based on themmemdation of Malhatra, (2006)
probability sampling approach is used where theraa assurance that all member of
population has some chance of being included irséimee. Their will 25 employees all of
them has used. But the number of customers hafieutlito determine, so that the total
sample of 150 customers have taken using non pilapadampling particularly using
convenience sampling technique because the stuebesgarcher use respondent that had
heterogeneous character response and are avadsplendent at a certain specific time

and place with the help of convenience.



1.8.3. Types of Data collected

Both primary and secondary data have collectedsdo anake to a complete study. The
primary data have collected to get fresh and retgtigenuine information from subjects;
and the secondary data have gathered from the comeaords, WebPages, journals,
and books available in the library in order to asspast working tradition of the

company and compare it with the primary data.
1.8.4. Methods of Data to be collected

The primary data have collected through distribgugsstionnaires to business customers,
employees has used as instruments of data gathériaddition, interview with regional

sales manager has conducted. And, the instrumenthasen on the belief that they have
elicited primary information need for the study. &#as secondary data analysis have
also been made based on such source as companygsie@eb page, journals, and books

available in the library.
1.8.5. Method of Data to be Analysis

After being the student researcher collected, #spaonses from the questionnaires for
both employees and customer has composed in tdiddenesponse categories, tailed
and tabulated in order to make the data easierde&scriptive data analysis and
interpretation. The responses from the intervieththe regional sales manager has also

be summaries and included in the analysis as demppt.

Generally, the data which be obtained through the af questionnaires and interview
have be descriptively analyzed and interpreted; dmhlly, conclusion and

recommendations have been forwarded based omitiedi

1.9. Organization of the Study

This study is organized in four chapters. The foisapter have include background of
the study statement of the problem, basic research questamd objectives of the
research, significance of the study, delimitationscope of the study, research design

and methodologies; the second chapter have presaatv of literature, which has great
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importance in showing a direction of physical disition theories from different
scholars’ perspectives; and the third chapter lpaesent the data analysis, presentation
and interpretation of the study finally the fourtdhapter have include summary,

conclusion and possible recommendation.



Chapter Two

Literature Review

This research paper reviews relevant literaturesiten by different authors on
distribution and specifically on the area of phgséidistribution in order to conduct detail
analysis and discussion on each and every elenfemtsl in the physical distribution

management.
2.1. An Overview of Distribution

According to Havaldar and Cavale, (2007) distribntcan be defined as the management
of all activities which facilitate movement and sofidation of time and place utility in
goods. It's the art and science of determining irequents, acquiring them, distributing
them, and finally maintaining them in operationakyady conditions for their entire lives.
Moreover, by supporting the above two ideas Sharlek2004) generally classified
distribution as channel members and physical distion. The channel members mainly
include; wholesalers, retailers and agents, whemasical distribution comprises:
transportation, inventory management, packing, @ueing, order processing, material
management, and customer’s service. So let's toectunthe researchers focuses or to

come the research topic clearly in the above;

2.2. An Overview of Physical Distribution

Physical distribution is the set of activities cemed with efficient movement of finished
goods from the end of the production operationh® ¢onsumer. Physical distribution
takes place within numerous wholesaling and regidlistribution channels, and includes
such important decision areas as customer sermeentory control, materials handling,
protective packaging, order procession, transportatwarehouse site selection, and
warehousing. Physical distribution is part of ayé&rprocess called "distribution,” which
includes wholesale and retail marketing, as we#l fihysical movement of products.
Physical distribution activities have recently rige€e increasing attention from business

managers, including small business owners. Thisiésin large part to the fact that these
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functions often represent almost half of the totarketing costs of a product. In fact,
research studies indicate that physical distrilbutioosts nationally amount to
approximately 20 percent of the country's totalsgrmational product (GNP). These
findings have led many small businesses to expagid tost-cutting efforts beyond their

historical focus on production to encompass physistribution activities.

The importance of physical distribution is also dzhn its relevance to customer
satisfaction. By storing goods in convenient lamadi for shipment to wholesalers and
retailers, and by creating fast, reliable meansmo¥ing the goods, small business owners

can help assure continued success in a rapidlygamgrcompetitive global market.

And physical distribution as a process deliverihg product to the user or consumer
promptly, safely and in time. It involves managet@mplanning action and control or of
the physical flow of raw materials and finished dedrom the point of use consumption

to meet the consumer need at a profit.
2.3. Definition of Physical Distribution

According to Khanna, (2002) describe physical thstion as an art and science of
determining requirement, acquiring them, distribgtthem and maintaining them in an

operationally ready condition for their entire life

Other author Shelkers, (2003) explain physicalrifistion as a marketing activities
relating to the flow of raw materials from the sliprs to the factory and movement of
finished goods from the end production line to fhmal consumer or ultimate user.
Marketing agencies such as dealers, merchants anchntile agents manage the flow of
goods and perform the function of physical suppight up to consumer’s homes and
stores.

To support of this Havalder and Caval, (2002) alefine physical distribution as a
system which involves the actual movement of gaous$ services from the shop floor to
the ultimate consumer.



Therefore, from the above definitions we can demdvegeneral definition for physical
distribution that it's an art and science of deteing requirements, acquiring them
distributing and maintaining them in an operatibnaéady condition, which in other
words means that it's a system in marketing aatisitnvolving the actual movement of

goods and services from the production centerdaittimate consumer.
2.4. TheProblem of Physical Distribution

Reliable mechanisms need to be set in order teegsbk problem of physical distribution.

In this regard, the following possible solutionsy&dorwarded according to Data, (2003)

From the view point of Total system of materialsnagement; it's always
advantageous to look at physical distribution wvtite primary objectives of
reduction in the total distribution cost. It hash®recognized, however; that
a part of the cost is related to providing custosarsfaction. How well a
firm can satisfy its customers’ demand is a medderaalue about which
has been said and written, but still remains largdistract. For firms which
produce to stock, the problem relates to one irrgnaf maintaining the in
the inventory level at such locations from wherstomer orders can best be
filled, dispatched and delivered without delay. SThin turn, relates to
locating warehouses in close proximity to mark#tg;s possible to assign

warehouses which will then supply customer neefigesitly at least cos.

Therefore, companies need to look into their pralstistribution strategy in order to
identify whether if fits into remedial ideas likeet one stated so far so that they will be

able to come to a point where they can satisfyotrezall needs of their customers.

2.5. Physical Distribution and the Four Utilities

Smykay, (2002) states that physical distributionredated to the other marketing
managerial context of the 4P’s in a variety wayede four basic economic concepts
includes: first, Form Utility which involves Pradt design that enters utility through

the impact of product package dimensions, essbntial terms of size, weight, volume
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and other physical distribution such as transpeegrehousing and material handling;
second, Place Utility which involves accessibildly the product for use through the
provision of facility network so as to give theoduct a smooth flow based on customer
requirements; third Time Utility that involves tlagailability of the produce at specific

times. In which Physical distribution meets custortime requirement with delivery

capability; and four, Possession Utility which lie tuse of the product in which Physical
distribution plays a role in possession by makinghgsical transfer of goods from seller

to buyer possible.

It can be inferred, from the utility types statedfar that they need to be incorporated in
the physical distribution strategy of a companidsierefore, it's clear that if a company
cant utilizes the 4P’s together with its overalygical distribution strategy, it's unlikely

that it meets the needs of its customers effegtivel

2.6. TheElementsof Physical Distribution

As an integrated management activity physical ihstion consists of various activates.
There are six components of physical distributifficiency in these components can
lead to reduction of total cost of the firm. Theoi® of the right combination of the
physical distribution element is one of the bestidaused by marketers to satisfy their
customer. These component include; transportatieerehousing, material handling,

protective packaging, inventory management, ordecgssing, and customer service.
2.6.1. Transportation
It's an essential and one of the most importantgmmments of physical distribution.

According to Data, (2003) define transportatiors given a brooder interpretation in the
sense that it means the management of the moveshguods and materials thorough

space and time from their original source to thignate destination.

Historically speaking, transportation has beenftuwndation stone on which electronic

growth of a nation rests. With the advent of lagale production or distribution
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systems, transportation has always exerted tremusndmpact on the supporting
activities which are associated with the productow marketing of goods, and general

economic activity.

And also Havalder and Caval, (2007) discuss tramapon is an equally important part
of the logistics function. Movement of the produatsoss space or distance add value to
the product as it gets them nearer to the pointsosisumption and the distribution
network or final users. It really provides the “gfmand “place” utility, which is the
primary function of the physical distribution systeTransportation or fright is one of the
largest elements in the logistics costs and a fsegnitly influence the final selling price
of the product and its profitability.

The other author Chopra says, (2007) “it refersh® movement of product from one
location to another as it makes its way from th@im@ng of supply chain to the
customer. It's an important supply chain driverdese products are rarely produced and
consumed in the same location”. Transportation ssgaificant component of the costs

incurred by most supply chains.

To understand transportation in a supply chainimtiportant to consider the perspective
of all four parties.

A carrier maker's investment decisions regarding ttransportation equipment
(locomotives, trucks, airplanes, etc) and in sorases infrastructure (rail), and then
makes operating decision to try to maximize therrefrom these assets. A shipper, in
contrast, uses transportation to minimize the tatast (transportation, inventory,
information, sourcing, and facility) while providin an appropriate level of

responsiveness to the customer.

We can think of a transportation network as a ctibe of nodes and links.
Transportation originates and ends at nodes amngl$raon links. For most modes of
transportation, infrastructure such as ports, roaggerways, and airports is required
both at the nodes and links. Most transportatifraatructure is owned and managed as a

public good thought the world. It's very importahat infrastructure be managed in such
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a way that monies are available for maintenanceiawvestment in further capacity as
needed. Transportation policy sets direction ferdamount of national resources that into
improving transportation infrastructure. Transpboia policy also aims to prevent abuse
of monopoly power, promote fair competition, andabae environmental, energy, and
social concerns in transportation. In the nextisect am discuss different modes of

transportation and their cost and performance cheriatics.
2.6.1.1. Risk Management in Transportation

According to Data A.K, (2003) discuss as the thmesn types risk considering when

transporting a shipment between two nodes on ttveanik.

» The risk that the shipment is delayed
» The risk that the shipment doesn’t reach its dastn because intermediate nodes

or links are disrupted by external forces.

In each case it's important to identify the soureegsk and their consequences and plan

suitable mitigation strategies.

Delay arises either because of congestion alokg Bach as roads or nodes such as ports
and airports. When congestion is the cause dela@jgation strategies for the shipper
include moving inventories closer to the destinatiasing alternative lanes, and building
a buffer into the lead time. Congestion delays lsarmitigated by designing a network
with multiple routes to the destination and chaggioutes based on congestion.
Congestion delay can also be mitigated thoroughuttes of congestion pricing by the
owner on the transportation node or link. Delay na#ggo arise because of the limited
availability of transportation or infrastructurepeeity. Such delays are more likely when
the assets are owned by a third party that issgmiultiple customers. These delays may
be mitigated by owing some transportation capaaeitgigning long term contracts for
transportation capacity with the third party. Givée high cost of owning these assets,

it's best to do so for parts of the network whetikzation is high.

Disruption at transportation links or nodes mayurdeecause of natural events such as

hurricanes or manmade events such as terrorism Jimalia hackers. The best
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mitigation strategies in this case are to desi¢grmtive routings into the transportation

network.

When considering both delay and disruption rislk, ilportant to identify sources that
are likely to be correlated across the network. &@mple, the events on September 11,
2001 caused a disruption in air transportation cthe entire United States of America.
Alternative routings were useless as mitigatiorateggies in this case because no
alternative route was available. For such corrdlaurces of risk, the only option is to

decrease the probability of such a disruption.

Hazardous material can be harmful when peopleeettvironment is exposed. The goal
of risk mitigation here is to minimize the probatyilof exposure, and in the event of
exposure, to minimize the impact. Mitigation stgs include the use of modified
containers, low risk transportation modes, selgctoutes with low accident probability
or reduced population and environmental exposurenadification of the physical or
chemical properties of the material being trangzbtd make it less dangerous.
Therefore, it's important to a companies’ to pregiossible factors that may cause risks
in transportation and to create effective and bédiaisk mitigation strategies, so that it
will be on the safest side.

2.6.1.2. Functions and Principle of Transportation

Bowersox and Closs, (2003) pointed out that, trartggons provides four major

functions; product movement, storage, economy dlescand economy distance.
According to these scholars, the stated functiespectively refers to the transportation
of materials to the end user or consumer; the teanpstorage of materials; the cost of
transportation per distance; and the cost of tramapon per unit weight as the size of

the shipment increases.

From the points stated so far, one can understaaitdstuch functions and principles of
transportation are basic ideas that a company dhfollow. Otherwise, if a company
conducts its physical distribution with the effigaaf the above functions and principles

of transportation, its harvest will be customesdissfaction.
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2.6.1.3. Fundamental Factorsof Transportation

According to Altekar, (2005) explains that, theree athree factors which are
fundamentals to transportation performance, i.estCopeed and Consistency, and also
Altekar, describe cost as direct cost which inctuttee payment for movement between
two geographical locations and expenses relateditanistration. And indirect cost of
maintaining in transit inventory. And the secondtda as Speed which is the time
required completing a specific movement of goodsnfrone place to another land
greater speed would result in lesser time of inmgnin transit being unavailable. Hence
the tradeoff is required to be made and balancadas stock. And the third factor is
consistency, which is refers to the variation imdirequired to perform a specific

movement. Consistency is reflection of dependahualitthe transport.
2.6.1.4. Advantagesof Transportation

It provides time and place utility for the customdr also supports the company
operations some of the advantages of having a g@otsportation system by any

company are as follows:-

> It provides greater economies in the scale of pecbdn it helps better utilization of
capacity and the production units can be locatesité@s more sailed for production.

» For providing opportunities for business, it in@esa the competition among
transporters and this reduces costs associated tréihsport, inventory, and
packaging.

> It provides better customer services, transpomatie@ates the place and time utility
as required either a scheduled dates as even irgenoies.

2.6.1.5. Function of Transportation

2.6.1.5.1. To Encouraging L arge Scale Production

Conversion of raw materials in to finished produissknown and the production of
goods. For large or small scale production of goousvement of raw material is

essential. Then finished products must be tranegofitransportation of good takes place
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from the abundant area to the scarce area. Trangporecessary at every stage of
production of good. Transportation existing mar&etl create new market. It increases
the demand for goods. It leads to increase in twelyztion level, thus large scale
production is possible. Movement of products frone @lace to another place created
place utility. Transport moves the products in teguired from to the required place. It

equalizes the supply.
2.6.1.5.2. It Increasesthe Mobility of Factorsof Production

Growth of industries depends on the transport systie four factors of production (raw
material, labor, capital, and entrepreneur) foeaesal for development of industries. Its
only through transportation, the mobilization oftfars is made possible from one place
to another places and from one country to othentm®ms. It encouraged migration of
people and movement of labor and capital. Quickelable means of transport are
essential for the industries which produce perighabmmodities like products, fruits,

meat, poultry etc. thus it creates time utility.
2.6.1.5.3. It Encourages of Specialization and Division of L abor

Transport facilitates regional and geographical ceotration. It helps the region or
country which may concentrate on the productiothat commodity for which it's most
suited. It will rely on other countries for thoseagls which it can’t produce. Thus it helps
in territorial division of labor. Exploitation obtal resources is also possible. Location of
industries also is decided by the transport. Thaasportation helps everyone in the

world to reap the benefit of specialization.
2.6.1.5.4. It Helpsin Stabilizing Prices

Transportation brings about regional price equtibra It helps in the movement of
goods from surplus area to deficit areas. Thisdaadequalization demand and supply
conditions prices and elastic or static accordmthe demand and supply conditions this
reduces the price of goods to the consumer. Tharspiortation is good for both the

consumer and producers. It intensifies compet#imong dealer and thus reduces prices.
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2.6.1.5.5. It Provides Employment Opportunities

It provides employment opportunities to skilledusrskilled labors. Millions of peoples
are needed to perform the function transport thinougthe world. There are three modes

of transport; land, water, air. Thus transport adelping hand to employment.
2.6.1.5.6. It Strengthensthe Deface of a Nation

Transport is the most important element for strieaging the defiance of a nation. Men
and materials to fight wars are moved by the trarispystem. The national defiance
force consists of air force, navy and army and eéhttgsee categories of transport are

essential.
2.6.1.5.7. It Reducethe Dangers of Shortages

In this world everything is in short supply relaito its demand. The danger of shortage
can be eradicated with the help of transport. Tpartscreates place utility. American
wheat, Russian kerosene, Burmese rice etc. arglirby us. We are in shortage of these
commodities. Due to shortage of one commaodity ie place the price will be high. But
that commodity may be in abundant supply in otlacgs at low prices. Transport helps

the shortage area by bringing the goods from thw@dnt area.
2.6.1.5.8. It Helpsin the Transformation of the Economy

Transformation of agriculture from subsistence fagnto commercial farming is
possible through the development of transport. @rment of industries is possible only
by the movement of raw material, labor capital, e¢tts movement is possible only
through transport. Thus, transport leads to trangtion in agriculture and industrial

economy of a country.
2.6.1.5.9. Transform of Social and Cultural Structures

Social and cultural contacts between one county amother country are indicated
through transport. Social homogeneity and utiliy ereated. Religious ideals are known,

standard for living education and day to day life &nown a society stagnant; it can
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never enjoy the benefit of a modern and progresspegety. National unity and integrity
are prompted by transport. Increases the knowledigee people. It spreads the culture

and civilization all over the world.
2.6.1.5.10. It Increase of the Demand for Goods

Today markets have become national or internationl because of transport. It wider
the market, both consumers and producers are bethéfy the extension of the market.
New comers in newer places can easily be contastddhus demand is created. It helps

the product to be distributed in the minimum polestime.

2.6.1.6. Economic Significance of Transportation

Transportation has a great economic significanaaiious ways. For instance, it ensures
regular supply of raw materials and workers thaepkehe factory running and
distributing finished products over markets. It pdes modern means of transport for
better commodity exchange relations. It also enéanplace and timer utility of
commodities in a way they satisfy human wants. didy this but it also facilitates the
international flow of labor and capital in a waytrepreneurs find new opportunities to
start profitable trade and industries, so thatdtves as a backbone of industrial
development. Furthermore, transportation plays adeniable role in agricultural
production; facilitates the distribution of surplygsoduction to deficit areas; and it
provides employment to millions of people as well.

Looking at the significance of transport descrilsedar, it's obvious that transport plays
key roles in the economic development of the wanldyeneral; that without it, there
would be very slow physical distribution which hasegative impact on all business

areas including the ones mentioned above.

2.6.1.7. Modes of Transportation

The effectiveness of any modes of transport isctgfik by equipment investments and
operating decisions by the carrier as well as ttadable infrastructure and transportation

policies. The carrier’s primary objective is to eresgood utilization of its assets while
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providing customers with an acceptable level o¥iser Carrier decisions are affected by
equipment cost; fixed operating cost, variable afieg costs, the responsiveness the

carrier seeks to provide its target segment, aagbtices that the market will bear.
Supply chains use a combination of the followingde® of transportation;

When Altekar, (2005) categorized the type of tramsgtions, there are five basic modes
of transportation, as follows; each modes hasws significance depending up on the
geographical location and product to be transpoieath differs in cost and time taken

to transport the goods from one place to another.

2.6.1.7.1. Roadways: It's the most common means of transportation. Irs tis
something that connects all the places. Motor eegrhave the flexibility because they

are able to operate in all kinds of roadways.

2.6.1.7.2. Railway: Are becoming more responsive to specific customeeds,
emphasizing bulk industries and heavy manufacturffayprovide service to major rail
users, railways are concentrating of specializedpsgent like unit trains, etc

Unit trains are an entire train carrying one sirieduct. Typically, the product is a bulk
commodity such as coal or grain. Unit trains hals® deen used to support assembly
operations for automobiles industries, it's fasterd less expensive to operate that

traditional trains.

2.6.1.7.3. Pipdine: It plays a significant part in the transportatioh @ude and
petroleum oil. In addition to petroleum the othempbrtant product transported by
pipeline is natural gas. Pipelines are also utliZer transport of manufacturing
chemicals polarized by bulk materials.

The basic nature of a pipeline in unique in conygmarito all other modes of transport,
pipeline operate on twenty four hour basis, seveysd week and are limited only by
commodity change over and maintenance. Unlike othedes there is no empty

container or vehicles that must be returned.
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26.1.74. Waterways. It's the oldest modes of transportation. Domestiater
transportation involves the lakes, canals, andgable rivers.

The main advantage of waterways is the capacitgdee extremely is shipments. Water
transport employs two types of vessels, namely deep water vessel, which are

generally operate on rivers and canals and havadenably more flexibility.

26.1.75. Airways: It's the newest, but least utilized mode of tramsgons air
freight. Its significant advantage lies in the gspewith which shipment can be
transported. A coast- to- coast shipment via ajuire only a few hours aspect of high

cost that could be prohibitive.

Therefore, a companies’ needs to clearly identifyolv modes of transportation it should
use so as to transport materials to the compaeif &sd to its customers; and this is
because the safer the modes of transportation,sétier the goods will reach its

destination, which in turn, leads to customer &atison.

2.6.2. Warehousing M anagement

According to Agrawal, (2003) warehouse is the gosi® for keeping, storing and
providing other related services in order to keepdérs or manufacturers to preserve the

goods in scientific and systematic manner so asaimtain their original value.

In supporting of the above idea Kumar and Meenak@06) defined as all activities
required in the storing of goods between the tithey are transported to the customer.
These activities include break bulk, making procaggortment for delivery to customers,

storage and loading.

Kahanna, (2002) pointed out that, warehouse itation with adequate facilities where
value shipments are received from production cebtake down, reassembled in to
combinations representing. Particular order or dand shipped to the customers

location or locations.
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Warehouse is a part of the company’s logistics éaork that stores items raw materials,
packing materials tools, and work in process offiad goods at and between the point
of origin and point of consumption and also provia®rmation to management on the

status and condition of the items being stored éttfar and Caval,2007).
26.2.1. Function of Warehouse

According to Agrawal, (2003) the function of warelse can be properly discussed in

two;

2.6.2.1.1. Economic Function

» Consolidation: In this function warehouse receive and consolidaéerials or goods
from different production plants and then dispatoh same to a particular customer
on a single transportation shipment.

» Break Bulk: In this function refers to the shipment of goodsnf the production
plant to bulk quantity by low rate value shipmeumtthe distribution warehouse and
then reshipment in small quantities.

» Stock Pilling: This function is a seasonal storage of goodslexsbusiness.

» Value Added Service: Are also provided by the warehouse, such as paogaand
labeling.

2.6.2.1.2. Operation Function

» Receiving goods » Storing of goods at an appropriate
» Dispatching good space
» Up to date recording of goods » Proper handling of goods on course
» Order receiving, processing and of loading and unloading

filling

» Marketing intelligence and acts as an intermedomtyveen company and customer.

21



2.6.2.2. Typesof Warehouse

According to Agrawal, (2003) there are two broaddsawhich warehouse classified;

2.6.2.2.1. On theBasisof Ownership

» Private Warehouse: It comprises warehousinfgcilities operated and owned or leased by a
company handling its own goods.
» Public warehouse: Are those warehousing which are owned and operdtgdthe

organizations like government, cooperatives, orgamy in the private sector.

2.6.2.2.2. OntheBasisof Services

» Bounded Warehouse: it's a licensed and authorized by the custom @ighs for storing of
goods till import duty due on its paid down eitlbgrthe government or private.

» Fidd Warehouse: The warehouses are managed by the public warehagency in the
premises of the factory or company which needsfaledity for borrowing from the bank
against the certification of goods in the storage.

» Cold Storage: It's another types of warehouse which provideslitg to preserve the perish
ability of goods against payment of storage ch&wgspace utilized by different parties.

» Distribution Warehouse: These warehouses are generally located neareretantrket
owned or leased by the manufacturer to stock tw fimal products for immediate supply to
the market.

» Buffer Storage Warehouse: These warehouses built at strategic locations adhquate
transport and communication facilities and the goagde started in huge quantities and
further transmitted to distribution warehouse.

» Export Import Warehouse: These warehouses are located nearer to the pamswhere

international trade is undertaken.
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2.6.2.3. Elementsof Warehousing Costs
As Agrawal, (2003) there are basically three typlesarehousing costs, namely as follows;

2.6.2.3.1. Warehousing Infrastructural Development: This includes cost of procurement of
storage space, handling and transfer cost, admahist cost, and cost incurred in direct and
direct physical facilities.

2.6.2.3.2. Working Capital: This is involved in goods started in warehousenasntory.

2.6.2.3.3. Miscellaneous Costs: At last, it includes tax to be paid insurance gaidcovering
risks, and the risk of product obsolescence orraetion.

2.6.2.4. Warehouse L ocation Selection Criteria

There are various factors that should be considéefdre making decision on warehouse
location. These factors are market service areacasdof distribution from the warehouse to the
market area, satisfaction of transport requiremantkfacilities available, availability of various
infrastructures; power, water, road, and other irgma utilities, labor costs in the area, the
potential for later expansion, cost of land for Werehouse and other related cost.

Therefore, it's obvious that a companies’ shouldnothe safest warehousing management
strategy which able to keep all the materials ardgas the warehouse originally presented while

they are in the factory as well as until they t@orged to customers.

2.6.3. Inventory Management
According to Sherlker, (2004) describe inventorgnagement as the heart of the game of
physical distribution with regard to managerial idem like size, location, handling, and

transporting of inventories.

Other author Class and Bowersox, (1996) also expl@iventory management as the integrated

process that operationalized the firms and theevahains inventory policy.

And also Alkator, (2005) explains inventory managetmas a key to any successful distribution
business and provides every information need tavkabout the receipt and movement goods,
the sale, removal or disposal of goods, the precideation and status of goods remaining in

inventory at any time.
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The term inventory can be used to mean severardiit things such as: the stock on hand of
material at a given time or tangible asset whiah lo@en seen, measured and control, an itemized
list of all physical asset, to determine the qyatititems on hand, and to determine the value of

the stock of goods owned by an organization atrcpéar time (Agrawal, 2003).

Therefore, we can set up a generalized definition ifiventory management based on the
authors’ description stated so far. Thus, it carsdid that inventory management is the heart of
physical distribution will regard to managerial thon like size, location, handling and

transporting of inventories as the integrated pgedbat operationalised the firms as well as the

value chain of inventory policy that a company dddallow.
2.6.3.1. Function of Inventory
Inventories usually exist through the network ia tlarious forms and for various reasons.

According to Agrawal, (2003) the functional clagsation of inventory management is based

on its utility and inventory can be placed in omemmre of the following categories.
2.6.3.1.1. Work Stock: also called Cycle or Lot Size Stock;

It's an average amount of inventory in stock tlestult from lot sizes to get benefits of minimum

ordering and holding costs, quantity discountspfatsle freight rates.

2.6.3.1.2. Safety Stock: also called Buffer Stock;

It's also a function of this inventories is to mesttort range variation in either demand or

replenishment.

2.6.3.1.3. Anticipation Stack: which refers to the Anticipation or Seasonal Stock;
It refers to holding high level of inventory to ntethe peak seasonal demand, erratic

requirements, or in consistently in the productapacity.

2.6.3.1.4. Pipeine Stock: is also called Transit Stock or Work in Processhtary;
It's used when goods in transit from manufactuerbe delivered to a customer are called

pipeline stock. Furthermore, raw material and conembs being processed, waiting to be
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processed, or being moved to become finished gatsdscome under the function of pipeline
inventory function.

2.6.3.1.5. Decoupling Stock: This inventory is accumulated between the varicegadtments’
activities as stages to reduce the department magant for completely synchronized of
operations.

2.6.3.1.6. Psychic Stock: This is used to window display of an inventory mler to stimulate
demand and acts as a silent sales man. This funcfilmventory generates an impulse buying

tendency, fulfilling the need of promotion function

2.6.3.2. Typesof Inventory
Inventories can be classified in their nature asekyu

2.6.3.2.1. Based on Nature

» Production Inventory: It's a raw material, parts and components, whica ased in
production process.

» MRO Inventory/ Maintenance, Repair and Operating Supplies: Its items like lubricating
oil, old clothes, machine spare parts etc. theirement for smooth function of the production
process.

» In Process Inventory: it's a semifinished product; that are found at a various stagehe
production process.

» Finished Goods: these inventorieiems are final products available for sale andttitistion.
2.6.3.2.2. Based on Usesof Material
» Transaction Inventory: These types of inventories are basically needetidasaction.

» Speculative Inventory: The stocking of creating material as a measurgetdation so as

to get more prices of the goods in the future.
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» Precautionary Inventory: The stacking of certain material or items to prévbée breaking

down of the production process.

2.6.3.3. Elementsof Inventory Cost

According to Agrawal (2003) there are various eletseof inventory costs. This includes as

follows;

2.6.3.3.1. Procurement Costs: These costs of a product are due to several fastohsdes cost

of order processing which involves use of statigreard services, cost of staff and the executive
time spend an order processing, cost of transnmissi@an order from the purchase department to
the supplier, which includes; cost of postage amitbWw up message over the telephone, by
telegram, telex, etc, cost of transportation inilgdfreight, transit insurance, and protective
packaging, cost invoice pricing, including checkirgpproval, book entries and payment
procedures, cost of receiving, holding, inspectiaugd entry in the stock register or computer,

cost of final feeding of data in the logistics infation system.

2.6.3.3.2. Carrying Costs: Its start good includes space rent for storage gjotite cost of
working capital locked in the inventory, the co$timsurance of goods, cost of spoilage in the
guality of goods in storage, breakages in handbogt of deterioration due to passes of time and

change in weather; and cost of obsolesce of goodseciation.
2.6.3.3.3. Stock out Costs: It's the economic consequence of either an extennidternal
shortage.

An external shortage occurs when a customer os¥et filled, where as an internal shortage

occurs when an order of a group or department witie organization isn’t filled.

Internal shortage can result in lost productiondte resources and a delay in completion date,
whose cost depends on the reaction of the custtomére out of stock situation. The external

shortage incurs back orders costs, present posfit 6f potential sales, and future profit cost due
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to loss of corporate image, affecting future saldése back order cost is due to in the delay in the

supply of goods to the customers.
2.6.4. Order Processing

Agrawal, (2003) explains a customer order is thegage that sets the supply chain process in
motion. Its starts with the receiving of customedtey and ends with the final delivery of goods
along with transfer of title, the phrase means hmwirm handles incoming orders. More
specifically, order processing is the activity ttedtes place in the period between the time a firm

receives an order and the time a warehouse idewtd ship the goods to fill that order.

In other words, it's a set of activities for redery, recording, assembling of products for
dispatch to fill the customer order. Order cycleaigelated term having several meanings,
depending up on ones perspective. From the selpeitgt of view, it's the time from when an

order is received from a customer to when the g@wdsdelivered to the customers end. From

buyer’s perspective, the order cycle is from whendrder sent out to when goods are received.

According to Havalder and Caval, (2007) defineeongrocessing as getting orders in time from

customers, checking on the status of executiordatidery.

By supporting the above idea Reeder R and othe@)1) describe that an efficient order
processing system is the essential aspect of icglistoordination system. Physical distribution
starts with the receipt of a customer order andsemben the customer receives shipments.
Because of the dynamic change in the needs andwantistomers, order processing plays vital
role in creating time based competition companibglwone now a day’s operating in an order
processing manner become more successful. Singecteate mutual benefit, i.e. they aren’t
only operating for the sake of their benefit; rathleey attempt to give equal benefit to their
target customers and as the number of customemi®econore and more their benefits also

increase.
2.6.4.1. Function of Order Processing

According to Agrawal, (2003) the major function sayder processing is order entry, credit

checking, inventory availability check, order aclhedge, order pitting, and modification, order
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pricing, order status inquiry, price and discouxieasion, back order processing, raise invoice,
prepare transportation and shipping schedulinggrvesinventory or safety stock and their
release; reassign order source; verify shipmendt @urn processing in case of defective

delivery.

The function of order processing can also be dssisnore systematically in five steps as

follows:

2.6.4.1.1. Order Planning: It refers to designing an efficient order handliggstem, i.e. it
determine how a customer order is received and lynwy what techniques should be adopted
(centralized or decentralized).

Order are generally placed by customer to visifalgs people of the company or by telephone,
fax, mail order, e mail or electronic data intemg@able directly to the dispatching point off

controlling office or head office.

2.6.4.1.2. Order Transmittal: It refers to a series of event that occurs betwibentimes a

customer places an order or send an order anctliee eceives the order.

2.6.4.1.3. Order Handling: Which includes activities such as the checkingcfanpleteness and

accuracy of the order, a credit check by the crédgartments, recording of transaction by the
accounting department, allocation of products lwemtory department and advices it to pick the
shipment and updates the firms master inventoey &hd transportation of shipment from the

warehouse by the traffic department.

26.4.14. Order Picking and Assembling: It involves giving instruction to a specific

warehouse to assemble a given order for a custdmeasther words, it's a written document
given order for a warehouse and its employee itidigathe item to be assembly function
includes as per the list of the customer order.

The order picking and assembly function includes dlativities from the time the warehouse

receives an order to the ship items until gooddaaded an out bound carriers.
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2.6.4.1.5. Order Delivery: The last function of order processing. The timerfrehen a carrier
picks the shipments until it's delivered to the tomsers receiving dock, i.e. transit time. This
transit time has a direct and major impact on eelletal order cycle time or customers’
replenishment cycle time. Hence, proper load plagifieet management are essential function
of total order processing.

Generally, a company has to have effective ordecgssing system which helps to clearly
understand the needs of its customer. It should falsow all the functional system of order
processing that go up to the last function whicbriger delivery because they are all essentials to

create and keep better business relation.

2.6.5. Material Handling

As mentioned Data A.K, (2003) material managemgmésponsible for materials flow from the
moment a product is conceived or customer ordeedeived till the moment the materials
reaches the production shop floor and, then agaim the time the finished product leaves the
production pipe line and is delivered to the ultieneonsumer. Therefore, covers an activity that
goes on in a storage place, warehouse or at thetraction site of a project, where materials and
equipment are picked up and moved. This appliealBqto raw materials and supplies, in
process inventories, maintenance and materialefoair operations and equipment and finished
goods. In short, every operation requiring raisiogiering or moving an item may be termed as
material handling. But, movement of materials frome place of operation to another doesn't

add to the value of the material in question andésform a value addition operation.

According to the British institute of materials lofing, MM is a broad term covering a wide
range of activities but, in general terms, it candub divided in to two separate but closely
interlinked disciplines- Material Handling Managemand Material Handling Technology and
Engineering. The former is applied to systems dagesuch matters as production manning and
control, buying, storage and distribution, and gsbeond applies to the technological aspects, for
example, technical and mechanical means of handlimy movement of a commodity, be it

either solid, liquid or gaseous.
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It's basically related to facilitate the movemeiffitgomods. It's an art and science involving the
moving, packaging, and starting the goods is amyfof, say materials, component in process,
semi- finished or finished product (Agrawal, 2003).

2.6.5.1. Objectivesof MaterialsHandling

As mentioned Data A.K, (2003) it must be stresgglmathat material handling can’t be viewed
in isolation. Efficient handling of materials fura must be viewed as an important handling
tool for the furtherance of the objectives of thgamization as a whole. And herein lays the
importance of the Total Concept of Materials Hamglli This aims at reducing costs of
production and efficient distribution of the endogucts so as to achieve the organizational
objectives. However, within the framework of totafanizational objectives, Material Handling
Objectives can be divided in to two major segmeft$rimary and (i) Secondary.

The primary objectives will include provisioningpsage and minimization of inventories. These
will include as a nat5ural corollary’ economic puoement, proper store keeping and physical
upkeep, issuance and timely distribution, storeoaoting; record keeping and store control.
Inventory control will keep close watch with an eyehigh inventory turnover.

The secondary objectives will cover such functiasslocating new sources of supply, vendor
development, variety reduction, standardization apdlity control, value analysis, value
engineering, and developing the skills of humaroueses with a view to harmonizing and
coordinating all functions and activities for smodlow of materials, to, through and out of an
organization.

It must be remembered that material handling isuhg large a staff function, which must give
supportive services to the production and other department to attain the basic objectives of
the total organization include:

a. Profit maximization for survival and growth,

b. Maximization of customer service,

c. Technological innovations to overcome resistaneegawth and competition,

d. Good employer-employee relations, and
e

. Other social objectives.
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Needless to mention, therefore, those material ctibgs of any organization should be
supportive to these basic data total objectiveschnimter alia include:

Continuity of supply in order to maintain a unifoffow of materials,

Reducing of overall materials costs through theaiszientific tools and techniques,
Releasing working capital by ensuring effectivetecolover inventories,

Ensuring right quality at the right price,

Establishing a harmonious buyer-seller relationshiyal

2 T o

Ensuring lower departmental costs, higher and be#evice to customers, and maintaining
of ethical practices and standard.

And needless to mention here that modern mateaatling provides many simple tools and
techniques which offer great scope for cost reduactio improve the profitability of any

organization.

2.6.5.2. Basic MaterialsHandling Principles

As mentioned Data A.K, (2003) While MH practicesyw&om industry to industry, the basic

principles remain the same, and they are as under;

» Least Handling isbest handling: its best to keep the handling cost to the minimbetause
handling doesn’t add value to the product or materi

» Standardization of Equipment: MH equipment should be selected in such a manné&s as
afford flexibility and be capable of performing rtiple operations, but standardized. This
will result in reduction of cost operations, mamdace, and repair and also costs of storage.

» Specialized Equipment Kept to a Minimum: it may be desired to have specialized
equipment, but the first cost, cost of operatiomjntenance and repair are generally more
than those of standardized equipment. Present vaadHife span value should be evaluated.

» Volume Dictates the M ethod: volumetric consideration determines the methobasfdling,
regardless of size, shape and value. Thereforentts important criterion is the volume.

» Planning Ahead: simultaneously with other planning activities, séilen and procurement
of MH equipment should be conducted in advancake tare of all aspects of handling and

storage, particularly of standardize equipment @rdbining method.
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Length and Number of Moves. movement must be studied in detail to reduce ‘back
tracking’ of materials. The extent of movement maiso be studied so as to afford better
utilization of men and equipment.

Equipment Capacity: the capacity of rates should be carefully examiaed never
exceeded, as overloading causes undue wear eztadssive maintenance and repair cost. It
also creates potential accident hazards, violdatirgsafety first principle in MH.

Analysis of Operations: to determine combination of handling activitie$,agderations must
be analyzed. This will result in simplification apdssibly, reduction in handling and cost.
Payload: the selection of equipment must be made after glcenhsideration of the cost of
moving and economics can be measured by studyengdst operation involved in handling
in each move. The physical state of nature of natera determining factor in the selection
process.

Straight Flow Line: the shortest distance between two given pointsdsstraight line. This
line provides a guideline for the path to follow.

Standardization of Methods: the line, method of picking, carrying and settlidgwn of
material varies. This doesn't call for an analylgie micro motion analysis but calls for
forming a basis for MH in the minimum length withet available equipment. When the
method is standardize, the time could be fixed wadtage in time, labor, and equipment
could be eliminated.

Short Irregular Moves. some MH operations aren’t repetitive in nature.stich cases,
deployment of equipment may be costlier than mampoif/the load capacity doesn’t exceed
the manpower, it's economical to use manual labosfiort and irregular moves.
Prepositioning of Materials: whenever practicable, material (viz. containerderaf
determination of unit loads) should be moved onoazbntal plane. When loading and
unloading, excessive work can be reduced if thekwayout is properly planned.

L oading and Unloading: since a major portion of MH activity lies in loadiand unloading,
this function must be a given a great deal of &tten Whenever economical, loading and
unloading should be done by mechanical devices faghindustrial trucks, cranes, a
conveyer, etc. when this principle is followed, ooty is the possibility of loss and damage

reduced, but accident hazards are also reduceafety and protections are increased.
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A large number of pickups and delivery points wificrease loading and unloading
requirements affecting manpower and equipment. efbex, several pickup points should be
combined into one central point. Further, by seatiag material at source or destination will
eliminate double handling of material (Data A.K:300

2.6.5.3. Basic MaterialsHandling Consideration

While deciding about material handling facilitigsetfollowing facts should be taken in to
consideration;

» Types of Productsto Be Handled: The physical characteristics of the product likeght
size, shape, etc. coupled with the nature likedsgias liquid, and etc have significant impact on

the selection of materials handling equipmentsfaatlities.

» Typesof Production System: Equipments like lift trucks, pallets, hand truclddrolleys are
more useful in intermittent production systems.

» Material Handling Cost:

+ Equipment cost ¢ Operating cost
4+ Cost of material handling + Fuel cost
device + Repair and maintenance
4+ Usable life of the device + Insurance cost and
+ Resale or scrap value + Labor cost
2.6.5.4. Equipment of Material Handling

The range of industrial material handling is quitgied, each type designed for intra depot or
project base facilities handling. There are twadgges: powered and non-powered, each type

designed to cover specific areas of operation,eauoth unable to perform all operations.
> Pallets: it's a specially designed platform built to dinséam to suit fork-lift operations.

These are made of hard-woods, though in some apesatsteel pallets are also used.

Supplies are loaded on pallets, transported anddsio warehouses. They may be two way
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or four way entry pallets so that the forks or ftifktrucks may be inserted to carry and lift
the loads.

» Fork-Lift Trucks: by a pair of projecting fork (arms) which cardsliup and down, the forks
are inserted below the platform of the pallet, @imeh raised to clear the ground up to a
height of 3 meters. Fork-lifts are versatile andéhaertical as well as lateral movement, have
pneumatic tires and may be operated or dieselmlrive

» Cranes: its power driven, self-propelled unit fitted withh boom mounted on a mobile
chassis. The boom can be operated independenthputimovement of the chassis. Cranes
are usually fitted with pneumatic tires or catdgpilwheels for outdoor operations. The
capacity of a crane may vary from 5 to 100 tones.

» Conveyors: it's a device to move materials along a defiugh and used for moving bulk
materials over long distances.

However, the selection of the right conveyor sysiesnvery important. Roller conveyors are

powered, consisting of a set of rollers with a igvmechanism incorporated in the system. The

carrier rollers are driven by pressure rollers la¢im¢he drive belt. The maintenance cost of roller
fed gravity conveyor is considerably lower thanestimeans of conveyance. Overhead chain
conveyors reduce the risk of damage to componeriisished products.

» Elevator: it consists of an endless chain or belt runnimgrotwo terminal pulleys or
sprocket- wheel fixed at different levels in thetical plane.

» Hoists: they are classified according to the servicewibrch they are commissioned. Hand-
operated hoists may be: pulley block, chain blatigtch block, winch or crab, friction hoist
or skip hoist.

» Movable Ramps:. these are used for loading and unloading in suekagons, etc. and are
constructed permanently or fabricated for mobilerapons.

» Hand Trolley: these are two- wheelers used in connection with glatforms and pallets,
and when fully elevated, a few centimeters from flber, the lifting bar assumes a fixed
position.

» Tractors: where it's uneconomical to use forklift trucks toansport and movement over a

long distance, a tractor should be used. A trazdarhandle a trailer or a train of trailers.
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Many factors influence the selection of MH equipmezither for a specific operation or for a
project. Keeping in mind the basic principles oftenls handling and taking into consideration
the type, size and volume of materials to be motleldistance between loading and unloading
points the right type of MH equipment should besstdd.

Therefore, its undeniable that a companies’ hagtalear material handling objectives based on
the basic principles of material handling, and bgsidering the materials to be handled through

the use of compatible equipments in order to aehibe companies’ business objectives.

2.6.6. Protective Packaging

An Agrawal, (2003) define packaging is the scienad, and technology of enclosing or
protecting product for distribution, storage, saleed use. Furthermore, it's the process of
design, evaluation and production of packaging.

Packaging generally categorized in to two broadesypnamely consumer and logistical
packaging.

Consumer packaging is often used based on marketingjderation in terms of advertising and
sales volume.

Logistical packaging on the other hand is whatlitees products flow during manufacturing,
shipping, handling and storage. In support of theva idea Kotler, (2003) described packaging
is defined as all activities of designing and prdg the container for a product and the
container is calle®ackage.

Also Kahanna, (2002) define as the use of contaiaad parts together with the decoration and
labeling of product in order to contain, protectl adentify the merchandise and facilities the use

of product.

2.6.6.1. Logistical Function of Packaging

» Containment: From logistical and supply chain management pdiniew, the containment

function of packaging is narrowed as it refers tanimization of weight and space
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requirement on packaging so that overall logistas be reduced by means of minimization
of transportation and storage cost.

» Protection: Protects the products from spoil, discolor, lo$sSragrance, damage, break,
contamination, or physical deterioration of thedurats.

» Utilization: The logistical operation like truck loading, stoeag warehouse and warehouse

order and picking productivity are affected by pagd utility.

2.6.6.2. Forms of Packaging

> Blanket Wrapping: Its being a traditional all form is an ideal madhéor packaging
irregularly shaded products like charts becausetitaptioned chairs can be nested.

» Film Based Packaging/FBP; It uses flexible packaging materials to replacédripaterials
such as carry rated fiber or boxes. Traditiondlly based shrink-wrap and stretchers- wrap
system have been used to stabilize unit load.

» Returnable Packaging: Automobile manufacturers always use returnable sabhr
interplant shipment of auto-body parts, chemicahganies always reuses steel drums.

> Pallet Pools: It have been developed to overcome traditional lprab with the disposal and
exchange of pallet. Pauperization is the most itapdr contribution to logistical
productivity.

> Plastic Pallets: Are designed to eliminate the shortcoming of werogballet and they are
sanitary, light weight, and recyclable. Additiowyatheir life cycles costs are comparable to

the traditional wooden pallets are longer to a igegtent.

2.6.7. Customer Service

According to Havalder and Caval, (2007) customevise is the result of physical distribution
activity which creates customer value or benefits has impacts on the company market share,
total cost and profitability.

In support of the above idea Bowersox and Clas®@3R@lso explain as a process of providing

significant value added benefit to the supply chiaia cost effective way.
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According to Sherlekar, (2004) customer service maeseveral things the speed of order
execution and delivery of goods, safe delivery witimimum damages and losses, quick
replacement of damaged goods, prompt after sateieseand reasonable service charge.

Thus we can understand from the above definitibas the effectiveness of other elements in
physical distribution activity has an impact ontomser service which in turn has an impact on
market share, total cost, and profitability. Anchbe customer service is one element of physical
distribution; we can conclude that physical digttibn in general can have an impact on market

share, profitability and total cost.
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Chapter Three

Data Presentation, Analysisand I nter pretation

This chapter deals with the data presentation,yarsabnd interpretation of the data gathered

from both customers as well as employees of BGiogta beer factory.

The data were obtained through questionnaires gliestionnaires were distributed to customers

and employees of B G | Ethiopia beer factory.

Among the company’s customers who are found withenspecified territory, 150 (i.e. 23.55 %,
637) were taken as a sample respondents. Thus d@éscof questionnaires containing both
open and close ended questions were distributedigstomers of B G | Ethiopia beer factory.
And out of the total 150 questionnaires distributattl 129 questionnaires were filled and

returned from customers and all returned 25 atetifédmployees’ questionnaires.

This means that out of the total 150 questionnalrssibuted, the rate of return were around 86

percent.

This information obtained from regional sales mamag employees and customers is
summarized by using descriptive statics were rawa da computed in percentages. The
summarized data then analyzed by applying deseei@nalysis method using tables, following

detail explanations, at last interpretation is maddemonstrate implications of major findings.
3.1. General Characteristics of Respondent

Below indicates the general characteristics of gmedpnts, which include gender, age,

educational level and background of customers.

According to item 1 of table 1 in the following magwhich indicates gender composition of
respondents and employees, 84 (65.12%) and 17 (68%¢§ customers and the employees are
male; whereas 45 (39.88%) and 8(32%) of them ameale respondents. Based on the data
indicated above the student researcher can infar thost of the respondents were male

customers and employees.
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With respect to item 2 of table 1, 23 (17.83%) ahd26.67%) of the customers and the
employees are between the age range of 26-35;2426%) and 16 (40%) of them between 36-
45; 54 (41.86%) and 5 (33.33%) of them between 36ahd 10 (7.75%) of the customers are
above the age of 55. Based on the data indicatedeathe student researcher can infer that
majority of the respondents, both customers andaaps, were found to be matured to respond
to the questions.

Table 1. General Characteristics’ of Respondents

\[o] [tem No. of Respondent Per centages
1 Gender Customers Employees Customers Employees
Male 84 17 65.12 68
Female 45 8 34.88 32
Total 129 25 100 100
2 Age
16-25 e - mmmmm oo
26-35 23 4 17.83 26.67
36-45 42 16 32.56 40
46-55 54 5 41.86 33.33
Above 55 10 e 175 memeemeeeeeeee
Total 129 25 100 100
3 Educational level
High school 43 - 33.33 -
Certificate 41 8 31.78 32
Diploma 25 12 19.40 48
Degree 20 5 15.50 20
More than first degree - e
Total 129 25 100 100
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With regard to item 3 of table 1 in the previoug@awhich indicates educational background of
respondents and employees, 43 (33.33%) of customershigh school complete and 41

(31.78%) and 8 (32%) of the customers and the eyeplo are certificate holders; 25 (19.40%)
and 12 (48%) of them have got diploma; 20 (15.5@%g 5 (15.50%) of them degree holders.
Based on the aforementioned data the student oésacan infer that most of the respondents
are literate to read and respond to the questiossdto them.

Table 2. Customer Response on Occupation, Customers of &l their Position or

responsibilities

No [tem Customers Per centage

1  Occupation of customers

Agent 1 0.78
Wholesaler 38 29.46
Retailer 86 66.67
If any 4 3.10
Total 129 100
2  How long you have been a customer of BGI? Customers Per centage

Less than lyears ~ memememmmeeeees e

1-3 years 19 14.73
4-6 years 41 31.78
7-9 years 48 37.22
More than 9 years 21 16.28
Total 129 100
3  Position In the Company Customers Per centage
Manager 3 12
Secretary 3 12
Sales Supervisors 2 8
Sales Persons 10 40
Drivers 7 28
Total 25 100
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According to item 1 of table 2 in the above pageich indicates customers of BGI Ethiopia in
relation to their occupation or responsiblitiesl78%), 38 (29.46%) and 86 (60.67%) of
customers have the occupation as an agent, a valteriesand a retailers, respectively. And, only
4 (3.10%) of them fall under the “If any” categoBased on the data indicated above the student

researcher can infer that most of the respondeassretailers.

With respect to item 2 of table 2 in the above gyaghich indicates how long they have been a
customer of BGI, 19 (14.73%), 41 (31.78%), and 3B.42%) of the customers have been the
customers of BGI from 1 to 3, 4 to 6, and 7 to rgerespectively. And 21 (16.28%) of them
have been customers for more than 9 years. Baseitheonlata indicated above the student
researcher can infer that majority of the respotglare stay a long period of time i.e. 48 (37.22

%) are a years from 7-9.

With regard to item 3 of table 2 in the previougg@awhich indicates to the position or
responsibilities of the employees in the compan{i 246), other 3 (12%), 2 (8%), 10 (40%) and
7 (28%) of the employees have such positions inctirapany’s as manager, secretaries, sales
supervisors, sales persons and drivers, in thecésp order. Based on the aforementioned data

the student researcher can infer that most ofdbpandents were sales persons.
3.2. Analysisand Interpretation finding of the Study

The student researcher tried to investigate theck¥ieness and efficiency of physical
distribution practices of B G | Ethiopia beer fagtérom the point of view of customers as well
as employees of the company. And also various mumestires were asked to sample respondents
mainly related with distribution practices, deliygrerformance, and satisfaction level towards

distribution practices, availability of transportat facility and order execution of the company.

Therefore, in this section of the study responsenfcustomers and employees are summarized

in the form of percentages and presented below.
3.2.1. Analysisand Interpretation of Customers Responses

This table below (from three to eight) shows, tesponse of customers in relation to physical

distribution practices of the company.
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Table 3. Customer response on the overall physical digiohwpractices

No. of respondents/
No Item employees Per centages
1 How do you evaluate the company overall

physical distribution practices?

Verygood s s
Good 27 20.93
Medium 71 55.04
Bad 21 16.28
Very bad 10 7.75

Total 129 100

According to item 1 of table 3 in the, which indies the responses of customers on the overall
physical distribution practices of the company'sidAonly 27(20.93%) of respondents replied
that the company’s overall physical distributiorged. However, 71(55.04%), 21(16.28%) and
10(7.75%) of them answered ‘medium’, ‘bad’ and wérad’ to the same item, respectively.
Based on the data indicated above the studentrobsszacan infer that most of the respondents
answers medium; and which indicates that the ntgjofithe respondents agree that the overall

physical distribution practice of the company hagmto do so as to meet its customers’ needs.

According to item 1 of table 4 in the in the neapgp, which indicates that the evaluation of the
transportation potential of the company towardsrithisting, only 9 (6.98%) and 18 (13.95%) of

the respondents answered ‘very good’ and ‘goodweéicer, 14 (10.85%), 58 (44.96%) and 30
(23.26%) of them respectively replied to the sateenithat the transportation potential of the
company’s towards distributing is ‘medium’, ‘badiery bad’. Based on the data indicated

above the student researcher can infer that mosheofrespondents answers bad. And, this
implies that the majority of the respondents disaghat the transport potential of the company

has to work hard to increase its potential in fpantation in a way customers will be satisfied.
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Table 4. Customer response on ttiansportation activities

No. of respondents
No Item employees Per centages
1 How do you evaluate the transportation potential

of the company towards distributing?

Very good 9 6.98
Good 18 13.95
Medium 14 10.85
Bad 58 44.96
Very bad 30 23.26
Total 129 100

2 How do you evaluate the company towards
product transportation truck availability?

Very good 16 12.40
Good 47 36.43
Medium 55 42.64
Poor 11 8.53
Verypoor s e
Total 129 100

With respect to item 2 of table 4 in the above, alhindicates that the evaluation of the
company towards product transportation truck atbditg, 16 (12.40%) and 47 (36.43%) of the
respondents answered ‘very good’ and ‘good’, rebpdy. However, 55 (42.64%) and 11
(8.53%) of them replied that product transportattonck availability of the company is
‘medium’ and ‘poor’, in the respective order. Thatal shows that more than half of the
respondents agree on the shortage of product wamspn truck availability in the company
Based on the data indicated above the studentrobsszacan infer that most of the respondents
answers medium. And, this indicates that theraiisire in the company to deliver products on

time to customers because of shortage of trucleliwet products.
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Table 5. Customer response on the order processing capabilit

No. of respondents/
No Item employees Per centages
machine cleaning and Co2 cylinder distribution
offered by BGI?

Yes 79 61.24

No 34 26.36

| don’t remember 16 12.40
Total 129 100

According to item 1 of table 4 in the above whiolicates that the enquires whether they have
ever had a delay for the product or draught machatkeaning and Co2 cylinder distribution
offered by BGI, 79 (61.24%), 34 (26.36%)and 16 4%2). of the respondents replied ‘Yes’, ‘No’
and ‘I don’t remember’ respectively. Based on tlaadndicated above the student researcher
can infer that most of the respondents answersSgthat almost all of the respondents have had
a delay in product delivery, which indicates thésestill a gap distribution quality of the
company that needs to be filled so as to meet mests interest.

According to item 1 of table 6 in the following pggwhich indicates in replying to the
evaluation of their satisfaction on the right tirdestribution practices of the company, 29
(22.48%) and 47 (36.43%) of the respondents answsfery’ and ‘Good’, respectively. Also,

37 (28.68%) and 16 (12.48%) of them respectiveplied ‘Bad’ and ‘Very bad’ to the same
item. Based on the data indicated above the studkssarcher can infer that most of the
respondents as per the data more than half of thepondents agree that the company has good
right time distribution practices, it also showatth little less than half of them don’t agree with
this fact. And, this implies that there are questidor the right time distribution of the

company’s.
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Table 6. Customer response on the company’s customer servic

No. of respondents/
\[o] [tem employees Per centages
1 How do you evaluate your satisfaction level
towards the distribution practices of the company

product at the right time?

Very high 29 22.48
Good a7 36.43
Medium 37 28.68
Bad 16 12.48
Verybad s e
Total 129 100

2 How do you evaluate the availability of company’s

product with desired levels of customers?

Very good 21 16.30
Good 53 41.09
Medium 34 26.40
Bad 13 10.10
Very bad 8 6.20
Total 129 100

With respect to item 2 of table 6, which indicaiteseplying to the evaluation the availability of
company's product with desired levels of custome?$, (16.30%) and 53 (41.09%) of
respondents replied ‘Very good’ and ‘Good’, in ttespective order. However, 34 (26.4%), 13
(10.10%) and 8 (6.20%) of them answered that #natuation of the availability of company’s
product with desired levels of customers is MediuiBad’ and ‘Very bad’, in the respective
order. Based on the data indicated above the stud@searcher can infer that most of the

respondents as per the data , a little more thdnoh#he respondents agree that products are
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available with customers desired level, a littiesléhan half of them don’t agree with it. And, this

indicates that there is a gap in the company’'vailiag products with customers desired level.

No. of respondents

employees Per centages

3 How do you evaluate the company’s
responsiveness to handle customer
complaint?
Very good 16 12.40
Good 24 18.60
Medium 68 52.71
Poor 21 16.28
Verypoor mmmmmmmmmmmmmeeee e

Total 129 100

With regard to item 3 of table 6, 16 (12.40%) add 28.60%) of the respondents replied that the
company’'s responsiveness to handle customer complas ‘Very good’ and ‘Good’,
respectively. However, 68 (52.71%) and 21 (16.28%ihem answered ‘Medium’ and ‘Poor’, in
the respective order. Based on the data indicdiedeathe student researcher can infer that most
of the respondents as per the data reveals that tinan half of the respondents are not satisfied
with the company’s way of handling customer compylafnd, this indicates that the company
isn’t satisfactorily handling complaints from custers.

With regard to item 4 of table 6 in the next padé, (13.20%) and 34 (26.40%) of the
respondents replied ‘Strongly agree’ and ‘Agreespectively that BGI products are available
wherever they need it. However, 35 (27.13%) an@38333%) of them responded ‘Neutral’ and
‘Disagree’, respectively to the same item. Basedtlmm data indicated above the student

researcher can infer that most of the respondenpeiathe data shows that more than half of the
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respondents don’'t agree with the availability of IBBoducts wherever they need it. And, this

implies that the company fails to distribute itegucts wherever customers need it.

According to item 5 of table 6, which indicates rieplying to satisfied with the physical
distribution practices of the company’s, 40 (31.)I%the respondents replied ‘Yes’. However,
70 (54.26%) and 19 (14.73%) of them responded ‘&ta ‘I don’t remember’, respectively to
the same item. Based on the data indicated abevetdident researcher can infer that most of the
respondents as per the data revels that majoritth@frespondents aren’t satisfied with the
physical distribution practices of the company. Atids indicates that the company isn't totally

and efficiently satisfying its customers with etige physical distribution.

Table 6. Customer response on the company’s customer servic

No. of respondents/

\[o] [tem employees Per centages

4 Do you agree that BGI product is available wherever

you need it?

Strongly agree 17 13.20
Agree 34 26.40
Neutral 35 27.13
Disagree 43 33.33
Strongly disagree e I

Total 129 100

5 Are you satisfied by the physical distribution
practices of the company?

Yes 40 31.01

No 70 54.26

| don’t remember 19 14.73
Total 129 100
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6 How do you evaluate your satisfaction level towards

the distribution practices of the company?

Very good 36 27.91
Good 26 20.28
Medium 31 24.03
Bad 15 11.63
Very bad 21 16.28

Total 129 100

According to item 6 of table 6, which indicates@plying to how you evaluate your satisfaction
level towards the distribution practices of the pamy’s ; 36 (27.91%) and 26 (20.28%) of the
respondents replied ‘Very good’ and ‘Good’, respety. However, 31 (24.03%), 15 (11.63%)
and 21 (16.28%) of them responded ‘Medium’, ‘BaddaVery bad’, in the respective order to
the same item. Based on the data indicated abevetdident researcher can infer that most of the
respondents as per the data revels that more thlirohthe respondents have low level of
satisfaction with the distribution practices of tt@mpany. And, this implies that the company

fails to distribute its products to the extentdtstomers are totally satisfied.

According to item 1 of table7 in the following padgH (24.03%), 53 (41.10%) and 45 (34.88%)
of the participants responded ‘Sometimes’, ‘Raagid ‘Very rare’, respectively to indicate the
frequency of their receiving defective productsiirthe company’s. the data shows that though
its sometimes, rarely and very rarely, all the oesfents agree that they receive defective
products from the company’s. Based on the datazateld above the student researcher can infer
that most of the respondents as per the data tedithat the company, even if it's not very often

and often, shows failure in handling material.
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Table 7. Customer response on the company’s material handlin

No. of respondents/

employees Per centages

1 How often you receive defective like underweight

products by your company?

Verygood s s
Often e s
Sometimes 31 24.03
Rare 53 41.10
Very rare 45 34.88

Total 129 100

3.2.2. Analysisand Interpretation of Employees Response

This table below (from nine to thirteen) shows tagponse of employees in relation to physical

distribution practices of the company.
Table 8. Employee’s response its products as the desired ¢é\a customers

No. of respondents/

employees Per centages

1 Do you think that BGI Ethiopia distribute its

products as the desired level of a customers?

Yes 8 32
No 12 48
| don’t remember 5 20

Total 25 100

According to item 1 of table 8, which representsplyee’s responses in relation to the
availability of the company’s products as the dssitevels of customers, out of the total 25
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(100%) of respondents, 8 (32%) replied ‘Yes’, wiasré2 (48%) and 5 (20%) of them answered
‘No’ and ‘I don’t remember’, respectively to thensa item. Based on the data indicated above
the student researcher can infer that most of éspandents as per the data reveals that more
than half of the employees don’t think that BGI iBfha distributes its products as the desired
level of customers. And, this indicates that evenémployees of the company are in support of
the customers on the fact that the company’s digion of products isn’t as the desired level of

customers.

According to item 1 of table 9 in the above, whidbpicts employees’ responses on the
distribution practices of the company’s answeriogly 4 (16%) of the respondents replied that
they have never faced a problem in distributinggrexlucts of the company. However, 5 (20%),
11 (44%) and, another 5 (20%) of them revealed tthay ‘Sometimes’, ‘More than one time’

and ‘Always’ face problems, respectively. Based tbe data indicated above the student
researcher can infer that most of the respondestgea the data reveals that almost all the
employees agree that they face problems in diginguyroducts. And, this indicates that there
are failures in the company’s distribution pracicerhich is in support of the responses of the

customers.
Table 9. Employee’s response towards distribution practafdhe company

No. of respondents/

employees Per centages

1 Have you ever faced a problem on company’s

product with respect to distribution practiceslod t

company?

Never 4 16
Sometimes 5 20
More than one time 11 44
Always 5 20

Total 25 100
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2 Do you agree that the company is currently in a
good position with regard to physical distribution
practices
Strongly agree 5 20
Agree 4 16
Neutral 7 28
Disagree 7 28
Strongly disagree 2 8
Total 25 100

According to item 2 of table 9, which indicatesttttee company’s relation to in a good position
with regard to physical distribution practices ®%2 and 4 (16%) of the employees answered
‘Strongly agree’ and ‘Agree’. However, more thanfha (28%), other 7 (28%) and 2 (8%) of
them respectively replied ‘Neutral’, ‘Disagree, dBtrongly disagree’ to the same item, Based
on the data indicated above the student reseacameinfer that most of the respondents as per
the data, which indicates that the company isn'aigood position with regard to physical

distribution practices.
Table 10. Employee’s response towards order processing dépatifithe company

No. of respondents/

\[o] Item employees Per centages
1 Do you agree that the company is capable of
distribution its product is order to customers?
Strongly agree 5 20
Agree 7 28
Neutral 7 28
Disagree 6 24
Strongly disagree s e —
Total 25 100
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2 How do you measure the order execution of the

company as order by customer?

Verygood s e

Good 7 28

Medium 5 20

Bad 6 24

Very bad 7 28
Total 25 100

Order processing capability of the company is regméed in table ten and thus, according to
item 1 of table 10 in the above page, 5 (20%) ai(@8%0) of the respondents replied ‘Strongly
agree’ and ‘Agree’, respectively that the companygdpable of distributing its products in order
to customers. However, 7 (28%) and 6 (24%) of theemwered ‘Neutral’ and ‘Disagree’,
respectively to the same item. As to the datattle imore than half of the employees disagree
with the company’s capability of order processiBgsed on the data indicated above the student
researcher can infer that most of the respondenfserathe data, which indicates that there is

some form of ineffectiveness in the company’s omtecessing capability.

With regard to item 2 of table 10, which indicatéisat the measure of order execution of the
company as ordered by customer, 7 (28%) of the @yepk replied ‘Good’, whereas 5 (20%), 6
(24%) and 7 (28%) of them answered ‘Medium’, ‘Badd ‘Very bad’, respectively. Based on
the data indicated above the student researcheinfamnhat most of the respondents as per the
data reveals that majority of the employees adnaethe company’s order execution isn’'t that
much effective. And, which indicates that the compéails to effectively execute orders from

customers.

According to item 1 of table 11 in the followingges only 5 (20%) of employees replied that the
company’s transportation availability towards disiting its products at the right time is good.
Nevertheless, other 5 (20%), 6 (24%) and 9 (36%hei answered ‘Medium’, ‘Bad’ and ‘Very
bad’, respectively to the same item. Based on #te khdicated above the student researcher can

infer that most of the respondents as per the ddtech indicates that data almost all of them
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agree that the company’s transportation isn’t fatierily available in distributing products on
time. And, this implies that the company fails tetdbute its products at the right time due to in

availability of sufficient transportation.
Table11. Employee’s on availability of transportation toigety product

No. of respondents/

employees Per centages

1 How do you evaluate the company’'s

transportation availability towards distributing it

products at the right time

Verygood s e

Good 5 20

Medium 5 20

Bad 6 24

Very bad 9 36
Total 25 100

Table 12. Employee evaluation towards satisfaction levetudtomers
\[o] Item No. of respondents  Percentages
1 To what extent do you think that your customers

are satisfied with the physical distribution preeti

offered by the company?

Very good 8 32

Good 4 16

Medium 4 16

Bad 9 36

Verybad e
Total 25 100
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According to item 1 of table 12 in the previous @af (32%) and 4 (16%) of the employees
replied that the extent their customers are satsivith the physical distribution practices of the
company is ‘Very good’ and ‘Good’, respectively. wkver other 4 (16%) and 9 (36%) of them
answered ‘Medium’ and ‘Bad’, respectively to thengaitem. Based on the data indicated above
the student researcher can infer that most oféepandents as per the data, which indicates that
a little more than half of that all customers ategually satisfied with the physical distribution

of products up to the level where all its custontans equally be satisfied.
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Chapter Four

4. Summary, Conclusion and Recommendation

41. Summary

The research was conducted in order to asses’ gdlydistribution in the case of B G | Ethiopia
Beer Factory. To this end, problems in relationptiysical distribution were stated; research
questions that could find out findings which webteato meet the general and specific objectives

of the study were generated.

+ Regarding to the general characteristics’ of thepoedent and employees gender
composition of respondents and employees, 84 (&&).Hhd 17 (68%) of the customers and
the employees are male; whereas 45 (39.88%) ark¥@§(8f them are female respondents,
With respect to the age, 23 (17.83%) and 4 (26)aXhe customers and the employees are
between the age range of 26-35; 42 (32.56%) an4@%) of them between 36-45; 54
(41.86%) and 5 (33.33%) of them between 46-55;14n(’.75%) of the customers are above
the age of 55, and lastly in the regardless ofetthecational background of respondents and
employees, 43 (33.33%) of customers are high schoolplete and 41 (31.78%) and 8
(32%) of the customers and the employees areicatéfholders; 25 (19.40%) and 12 (48%)
of them have got diploma; 20 (15.50%) and 5 (15.p68them degree holders.

+ Customer response on occupation, customers andogess of BGI and their position or
responsibilities; it indicates that, 1 (0.78%),(28.46%) and 86 (60.67%) of customers have
the occupation as an agent, a wholesalers, anthiters, respectively. And, only 4 (3.10%)
of them fall under the “if any” category, it alsadicates their relationship of a customer of
BGI, 19 (14.73%), 41 (31.78%), and 48 (37.22%)hef tustomers have been the customers
of BGI from 1 to 3, 4 to 6, and 7 to 9 years, respely. And 21 (16.28%) of them have
been customers for more than 9 years, and alsb2%) other 3 (12%), 2 (8%), 10 (40%)
and 7 (28%) of the employees have such positiotisercompany’s as manager, secretaries,
sales supervisors, sales persons and driversg irefipective order.

+ In relation to the responses of customers abaubterall physical distribution practices of

the company’s. And, only 27(20.93%) of respondesfdied that the company’s overall
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physical distribution is good. However, 71(55.049%),(16.28%) and 10(7.75%) of them
answered ‘medium’, ‘bad’ and ‘very bad’ to the saieen, respectively order.

In the regardless of the evaluation of the trartspion potential of the company towards
distributing, only 9 (6.98%) and 18 (13.95%) of lespondents answered ‘very good’ and
‘good’. However, 14 (10.85%), 58 (44.96%) and 33.2B%) of them respectively
‘medium’, ‘bad’, ‘very bad’ and the evaluation ofthe company towards product
transportation truck availability, 16 (12.40%) afd (36.43%) of the respondents answered
‘very good’ and ‘good’, respectively. However, 38(64%) and 11 (8.53%) of them replied
‘medium’ and ‘poor’, in the respective order.

However had a delay for the product or draught nmeclkcleaning and Co2 cylinder
distribution offered by BGI, 79 (61.24%), 34 (268p6and 16 (12.4%) of the respondents
replied ‘Yes’, ‘No’ and ‘I don’t remember’ respeedly.

In the case of in replying to the evaluation ofitlsatisfaction on the right time distribution
practices of the company, 29 (22.48%) and 47 (36)4& the respondents answered ‘Very’
and ‘Good’, respectively. Also, 37 (28.68%) and(18.48%) of them respectively replied
‘Bad’ and ‘Very bad’.

In the evaluation the availability of company’s guot with desired levels of customers, 21
(16.30%) and 53 (41.09%) of respondents repliedy\gmod’ and ‘Good’, in the respective
order. However, 34 (26.4%), 13 (10.10%) and 8 @GPmf them answered that their
evaluation of the availability of company’s produesith desired levels of customers is
Medium’, ‘Bad’ and ‘Very bad’, in the respectiveder.

In the regardless of the respondents replied thatcompany’s responsiveness to handle
customer complaints is 16 (12.40%) and 24 (18.68&)y good’ and ‘Good’, respectively.
However, 68 (52.71%) and 21 (16.28%) of them ansdéMedium’ and ‘Poor’, in the
respective order.

In the relation to BGI products are available whkerethey need it, 17 (13.20%) and 34
(26.40%) of the respondents replied ‘Strongly ageswl ‘Agree’. However, 35 (27.13%)
and 43 (33.33%) of them responded ‘Neutral’ anddgree’, respective order.

According to satisfied with the physical distrilaripractices of the company’s, 40 (31.01%)
of the respondents replied ‘Yes'. However, 70 (6402 and 19 (14.73%) of them responded
‘No’ and ‘I don’t remember’, respectively to thensa item.
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+« With the regarding to evaluate their satisfactiewel towards the distribution practices of the
company’s; 36 (27.91%) and 26 (20.28%) of the redpats replied ‘Very good’ and
‘Good’, respectively. However, 31 (24.03%), 15 @BP6) and 21 (16.28%) of them
responded ‘Medium’, ‘Bad’ and ‘Very bad’, in thespective order to the same item.

+ 31 (24.03%), 53 (41.10%) and 45 (34.88%) of thetigipants responded ‘Sometimes’,
‘Rare’, and ‘Very rare’, respectively to indicateet frequency of their receiving defective
products from the company’s.

+ The employee’s responses in relation to the avéthalof the company’s products as the
desired levels of customers, out of the total 2Z8¢) of respondents, 8 (32%) replied ‘Yes’,
whereas 12 (48%) and 5 (20%) of them answered add’ ‘| don’t remember’, respectively.

+ About employees’ responses on the distributiontfmes of the company’s answering only 4
(16%) of the respondents replied that they haveenéaced a problem in distributing the
products of the company. However, 5 (20%), 11 (44, another 5 (20%) of them
revealed that they ‘Sometimes’, ‘More than one tiraed ‘Always’ face problems,
respectively, at the same table item two showstcatds that the company’s relation to in a
good position with regard to physical distributipractices 5 (20%) and 4 (16%) of the
employees answered ‘Strongly agree’ and ‘Agreewkler, more than half; 7 (28%), other
7 (28%) and 2 (8%) of them respectively replied uNal’, ‘Disagree, and ‘Strongly
disagree’.

+ 5 (20%) and 7 (28%) of the respondents repliecbi&fty agree’ and ‘Agree’, respectively
that the company is capable of distributing itsduis in order to customers. However, 7
(28%) and 6 (24%) of them answered ‘Neutral’ andsdgree’, respectively to the same
item; item two also depicts to measure of ordercetien of the company as ordered by
customer, 7 (28%) of the employees replied ‘Gouadiereas 5 (20%), 6 (24%) and 7 (28%)
of them answered ‘Medium’, ‘Bad’ and ‘Very bad’ spectively.

+ Only 5 (20%) of employees replied that the compsirtgansportation availability towards
distributing its products at the right time is godtkvertheless, other 5 (20%), 6 (24%) and 9
(36%) of them answered ‘Medium’, ‘Bad’ and ‘Verydain the respectively order.

+ 8 (32%) and 4 (16%) of the employees replied thatextent their customers are satisfied

with the physical distribution practices of the qmany is ‘Very good’ and ‘Good’,
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respectively. However other 4 (16%) and 9 (36%them answered ‘Medium’ and ‘Bad’, in

the respectively order.

4.2.  Conclusion

After analyzing and interpreting the data obtaifiean both customers and employees of the

company, the student researcher could reach tleviog conclusions;

+ The data revealed that the company’s overall physiistribution practices aren’t that much
satisfying to its customers.

+ It was found out that there is failure in the comp#o deliver products on time to customers
due to shortages of trucks to deliver productsciviindicates that the transport potential of
the company towards distribution is less than custs’ expectation.

+ Not only had this but the finding also disclosedttthere are gaps in the company in availing
its products with customers’ desired level.

+ In addition, it was found out that the companysfao distribute its products wherever its
customers need it, which implies the company’sifaiin always handling material safely.

+ Furthermore, it was found out that the company@eorprocessing capabilities as well as
order execution aren’t that much effectively satigj to its customers.

+ And, when customers complain on all these failutfes data revealed that the company isn't
satisfactorily handling complaints from customers.

Generally, the findings revealed that, though imiotes degrees, the company problems in

delivering products at the right time, availableogucts with customers’ desired level,

distributing products wherever customers needatding materials safely, processing orders,
executing orders, and handling complaints fromamsts satisfactorily, which indicate that the

company isn’t in a good position with regard togtsysical distribution practices.

4.3. Recommendation

Based on the findings obtained from the data aedland interpreted, the student researcher has
forwarded the following recommendation;

It's unquestionable that a company has to satisfycustomers by working effectively and

efficiently towards meeting their needs from thenpany.
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And it can be effective in totally satisfying itastomers if it's able to avail its products with
customers desired level; deliver its products wineréts customers are; deliver products at
the right time; process and execute orders effelgtivand if it's able to respond satisfactorily
to complaint from customers on its failure in pdiaig good service.

Therefore, the company B G | Ethiopia beer faciarthis case should avail its products to
customers so that it will be aware of the levelesire in the customers and work to meet
their need.

It should also deliver its products at the righhdi and wherever its customers are by
researching in to and transforming its physicatriigtion strategies in a way it tackles the
problems in the delay of product delivery and egqlistribution of products.

Not only this but the company should also process execute orders from customers by
transforming its order processing and order exeoustrategies in a way customers can be
equally satisfied.

Furthermore, the company should always distribige products to its customer’'s by
transforming its transportation strategies in a \gegat care is taken to transportation up to
the moment they are delivered to customers.

And, in addition to all this, the company shouldidfactorily be responsive to complaints
from customer by giving effective training to itsulgic relation practitioners or by
positioning experienced public relation expertgfor company’s calling promoters) who
are well skilled in openly listening and respondtaogbrder processing from customers on all
the gaps they report the company has.

Generally, by assessing it's on its strategies loysigal distribution, order processing and
execution, transportations, product delivery, atsdstrategies of responding to complaints
from customers, B G | Ethiopia beer factory hasdsee bring about tremendous changes in

order to get its customer always equally satisfiti its service.
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