PD02 A1 Assignment
Find Martin Christopher's 2004 book called Logistics and Supply Chain Management in the online library.   On page 6 you will find a diagram (Figure 1.2:  Competitive Advantage and the 'Three Cs').  
Describe an organisation with which you are familiar in terms of Christopher's (2004) Three C definition
Of course in order to complete this assignment you will have to research within Christopher's book what he means by the Three Cs.
Essay no more than 1,500 - 2,000 words
Description of Wunda Group in terms of Martin Christopher's 3Cs definition.

To apply the definition of 3Cs as part of an analysis of Wunda Group first we need to understand what the 3Cs are, and how they relate to a real-life business context.
The original 3Cs business model was developed by Japanese physicist, chemist and management consultant Mr Kenichi Ohmae. Mr Ohmae worked for companies like Hitachi and McKinsey and Company which provided him with opportunities to develop and verify his business model in practice and apply to real live scenarios which helped build real life system not only a theoretical one.
The definition of 3Cs means focuses on three key areas:

- The Customer

- The Competition 

- The Corporation 

Those three factors outline the most important areas for businesses to focus on.

In the case of Christopher’s
 definition managing of supply chain and building long term relationships with both (customers and suppliers) can provide huge advantage over competition. It shows how important it is to be somehow unique and provide either cheaper product (without sacrificing quality) or better service without raising cost. Doing that will give a company an advantage over competitors.

Short version of the definition can be represented in the following way:
                          Competitive advantage = Product excellence × Process excellence 

Now let’s have a look how Wunda Group is Performing under this definition, starting from the Competition, going through the Corporation, and finishing with the Customer, as this order of analysis will provide a better way of illustrating the key points.
1. The Competition
Wunda's most important advantage over competition is the price of under and over floor systems. By simply comparing prices of elements of floor heating it is easy to notice big price differences.
For example:

· EPS transitional panels (expanded polystyrene boards which insulating floor) pack of ten at Wunda costs £120 and at Screwfix it costs £260. 

· 2 port pump set kit (the smallest type for up to two rooms) at Wunda costs £240, compared to £445 at Floor heating direct (our second biggest competitor after Screwfix), both systems use the same type Grundfos pump and use same type of stainless steel.
As illustrated above price is the main advantage for Wunda over its competitors.
Majority of Wunda products are at least 50% cheaper than competition – prices that low where achieved because of very good relationships with suppliers both in Europe and in China. Long term contracts with a selection of a few family owned companies in Europe and China provide the company with reliable source of good quality products at much lower price. Our model is very similar to food supply chain for discount supermarkets like Aldi and Lidl where manufacturer (mostly small and medium size companies) produce items only for us but in huge numbers and over very long period of time (for example we have a ten-year contract with our supplier of electronics in China). This type of deal provides us with good and cheap products and with specification which we outline (not ones dictated by the supplier) and for the supplier (which is small and medium type of business) this provides a long-term customer and steady income over a period of many years, without the costs of additional marketing. This model provides benefits for both parties - steady income for manufacturer and reliable source of products for Wunda Group.

The below table shows where Wunda Group is:
	 Service leader:
 In case of underfloor heating Screwfix
	Cost and Service Leader:

The under-floor superstore ltd 

	Commodity market:

Different brands producing goods for underfloor heating systems: SigmaLi, Uponor, Pipelife, etc.
	Cost leader:
Wunda Group 




Companies mentioned in the table above hold those positions because:
Screwfix
Pros - best service leader with the largest number of stores and fast distribution in UK, well known and established on the market in Great Britain, long opening hours and additional promotional items for regular customers like free gifts (I personally received USB charger from them for free), trade discount and trade card – enabling buying items and paying for them later. 

Cons - high prices, same quality products much cheaper elsewhere, the size of the company makes it less flexible for rapid changes on the local market (for example need for certain unique product in local area). 
The Under-Floor Superstore
Pros - more flexible with payments (they accept Paypal payments – Wunda group doesn’t) and better designed website some prices very competitive long experience on the market. 

Cons - some items overpriced. 
Wunda Group
Pros - the lowest prices in the UK, good quality products with long warranty.
Cons - average website, does not accept PayPal, smaller selection of items, no physical stores like Screwfix and no free gifts. 

SigmaLi, Uponor, Pipelife

Pros - good products, very low prices.
Cons - sells only in large volumes (per thousands of items) not suitable for home use or small plumbers, good only for large developers and government and corporate contractors (Welsh Water, Veolia, etc.), large volume deliveries require storage space on site and increase costs of project.
As illustrated in the analysis above, one can see that Wunda Group is doing quite well when compared to its key competitors, this is mainly driven by very low prices.
Competitive advantage (in this case cost advantage as per Martins Christopher’s definition) is very strong which benefits Wunda Group in increasing sales.

2. The Corporation

In case of corporation structure and organization Wunda Group managed to outsource production of plastic pipes to a cheaper manufacturer in Europe without compromising the quality of the production. Because of that company excels mainly in value for money category without increasing running costs.

To further reduce costs all hardware was also rented/lease, this includes the very expensive equipment, such as forklifts, barcode scanners and computers. 

Lease is also very helpful for tax purposes by generating extra costs in form of tools which produce income. Additional benefit of not owning (outsourcing – responsibility and maintenance) is that large amount of money can be invested in stock because monthly payments for tools needed to run the business are only small percentage of lump sums which would need to be allocated for purchase of those tools. Outsourcing of costly and problematic parts of the business is common practice among companies implementing modern management practises. Because of that resources can be directed to the main and most important parts of the business instead of dealing with important but complicated maintenance problems. This approach also transfers the responsibility and therefore decreases financial risk to the company, for example if a forklift breaks down Wunda Group does not have to deal with fixing it, but will receive working replacement the next day. That allows us to continue our main activity without stooping because of hardware malfunction.    

3. The Customer

Customer is the most important part of the business because it is up to the customer to decide the future of the company by either buying from it or going to the competition. Each company targets different type of customers. In case of Wunda Group the main focus is on small plumbing companies and home owners. Those customers are looking for value for money products and expect easy to install systems without the need for large scale engineering operations like in the case of developers and large contractors. They expect reasonable price for single unit, because most of their jobs/projects involve one house or flat, or even only one room in the property and they can’t expect large discounts like big developers which buy huge amounts of stock and therefore have the power to negotiate large discounts from suppliers. Wunda provides this type of value for money product and manages to grab some of the market in UK.

In my opinion 3Cs are based mostly on old school common sense in business and I think that Martins Christopher’s idea is the same.

To prosper in business when it is already operational we need to take care of customers’ needs by providing the best product and/or services as we can. And happy customer will stay with us and recommend us to their friends. We should deal with competition by trying to be better than they are and manage to, capture more of the market then they do. Sometimes we need to fight competition using very aggressive methods (only legal) by marketing campaigns proving that we are better than they are (something like famous comparison of insurance companies - Direct Line or washing-up liquid Fairy) and pinpointing their weak points to the customer. Obviously, we cannot forget about managing our company day-to-day and focus only on outside fight. Improvements of work, materials flow and general cost saving actions need to be taken on every step inside the company. Structure needs to be maintain by encouraging employees to work more effectively and clear message needs to be send each day to the staff that success of the company will benefit them as well, as there is nothing more destructive for the company that unhappy and demotivated employees inside the structure.
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The text met the requirements of the assignment but, it struggled in parts. It lacked supporting evidence, (no bibliography) to reinforce some of the claims within.

The use of the table was good but would have been better if you had described the table, it’s purpose and where it had originated from.

You failed to acknowledge the virtues of Value advantage as described by Christopher (2004) page 7, but clearly you articulate customer satisfaction but not what drives it. 
Your assertion that leasing, forklifts for example was fine but without a cost comparator (before lease hire £X, after lease hire £X) it was just meaningless words. 
I am not so sure that there are companies in China and Europe, existing only to supply Wunda, or that Wunda has no resilience or secondary supplier if your alleged sole supply goes out of business for what ever reason.
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