In our 21st century we have a huge selection of products and it spoiled us a little bit and at the moment we as a customers, our expectations and customers are now far more knowledgeable, sophisticated and demanding. In a changing world, a retail organisation’s ability to meet these expectations is not only a function of the products it offers but also depends on how it approaches and provides the needs of its customers.

Physical distribution involves all the essential activities required to make products available for customers and is a fundamental dimension of customer service. And the Food Stock Management, a computerised system introduced by Marks & Spencer, which enhances key information enabling them to respond swiftly and flexibly to supply issues in order to meet customer needs.
 
Supplier relationships are also very important in this chain, as timely delivery of goods is part of the store’s success and reputation.This necessitates some stores opening between 7.00am and 10.00pm so that when a customer enters a store, he or she can expect to find a full range and choice of products, from baked beans to fresh produce ranges, recipe dishes and exotic foods.
The starting point occurs when Marks & Spencer selectors provide a brief for suppliers, comprising a range of ideas for research and development. Ideas originate from changing food tastes as evidenced by the increasing number of different types of restaurants from around the world or from food selector.


Marks & Spencer remains at the forefront of retail technology. It utilises technology and management information across a wide spectrum of activities thereby responding to changing customer requirements. Each time a purchase is made, the Marks & Spencer electronic-point-of-sale (EPOS) till does a lot more than produce a receipt, it links stores to the distribution network by recording sales, adjusting stock and providing information to influence buying decisions.


[bookmark: _GoBack]Food Stock Adjustments (FSA). This involved some completion of paper records for RTM(requirements traceability matrix), transfer and self supply and keeping duplicate copies. The process was time-consuming and provided limited information for very few users and was often difficult to trace. A merchandiser must have full and detailed information to enable him to understand the problem and find the right decision. Recording the reasons for this RTM using a paper system would have meant that the information was out of date before the paper copy reached the head office buying department. So the limitation of this it took a lot of time until the paper got to the right place, it required the use of a large amount of paper and manual recordings
