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Project Management Experience

Simon Reynish
AG Barr plc 



About the Company

• Manufacturer of Soft Drinks

• £140 million turnover

• Nationwide distribution network in the UK

• Bottled under licence in Russia and Poland

• Export world wide

• Latest acquisition Strathmore Water 



Some of Our Brands



I’ve Bought My WMS What Next I’ve Bought My WMS What Next 

“Great Expectations “Great Expectations 
Bl k H ?”Bl k H ?”or Bleak House?”or Bleak House?”



CumbernauldCumbernauld
Glasgow

Wishaw Kirkcaldy
Falkirk

Irvine
Edinburgh

Findlays



Reasons for Change
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Reasons for Change



Opportunities for Change

• Warehouse Management System controlling stock, g y g ,
flow of product and orders

• RF System (Radio Data Terminals) providing 
accuracy in manual areas.

• Voice Recognition System providing location and 
product picking, verification and checking

• Perpetual Inventory (PI) cycle counting
• Weighing Station to validate picked orders
• Other functionality including – Global Inventory, 

Y d M t KPI C k itYard Management KPI Cockpit…



Reasons for Change

• Four Part Plan to minimise business risk whilst 
building the new-build DC

• Mansfield:- New WMS with RF plus Voice trial 

• Glasgow (Springfield Rd):- New WMS with RF

• Cumbernauld New WMS with RF plus Voice

• Atherton New WMS with RF plus Voice



Reasons for Change





Schedule

• Classroom Pilot (Introduction)
• Gap Analysis
• Functional Specification
• Mod Development
• Interfacing
• Go Live



Relationship with Internal customers

– Clear strategy

– Strategic Management

– Warehouse Management

– Warehouse and Driver Operatives



Relationship with supplier

– Clear strategy
Dedicated suitably resourced and unchanging– Dedicated suitably resourced and unchanging 
team (ON BOTH SIDES)

– Understanding of the rules of engagement– Understanding of the rules of engagement
– Budgeted amount of contingency

Ability for both sides to hit deadlines– Ability for both sides to hit deadlines



Relationship with supplier

Implementation Life Cycle
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The Barr ExperienceThe Barr Experience



The Barr Experience

Not the Barr Gantt ChartNot the Barr Gantt Chart



The Barr Experience

• Time Line Challenges
– Finalising the contract
– Peak trading periods
– Availability of team members
– Perceived/actual lack of resource
– Interface Issues

• Interpretation Issues



Mansfield experience

• Education of peopleEducation of people

• Functional Specification over-ranFunctional Specification over-ran

• Interface issues• Interface issues

• Cumbernauld Team• Cumbernauld Team

• Just in time delivery• Just in time delivery



Knock on effects

• Glasgow Springfield Rd cancelledGlasgow Springfield Rd cancelled

• Voice trial late at Mansfield

• Internal Issues



Cumbernauld

Cumbernauld Challenge



November 2004







Moved over 100,000 tonnes of earth







26th September.



7th December





2nd March 2006









18th May 2006. 9:30am



18th May 2006.



18th July 2006.





















Challenges and Issues

• Knock on effect from the Mansfield Voice trialKnock on effect from the Mansfield Voice trial

• Barr’s operational issues continuedp

• New functionality to combine the 
Automation and WMS

F ti lit t k l t d l• Functionality took longer to develop

• Existing sites had already been sold• Existing sites had already been sold 



Currently Handling

• 54 Retail Routes 30 000+ cases a day• 54 Retail Routes 30,000+ cases a day

• 30+ Wholesale movements30  Wholesale movements 
approx 62000 cases a day and growing

• Daily deliveries and uplifts of materials 
and recyclable packaging

Delivering £10,000 saving per weekDelivering £10,000 saving per week



Advice 

• Agree that as much of the functionality comes asAgree that as much of the functionality comes as 
constants and defaults (so you can switch them on and off) 

D i t t th t th t b difi d• Devise a strategy that the system can be modified 
(within reason) by you and not the supplier but in 
collaboration with the supplier so that upgrades andcollaboration with the supplier so that upgrades and 
fault resolution can take place

• Have all your interfaced kit available from the start

• Set up Educational Test-bed as early as possible



AG Barr plc’s 
Project Management Experience

QUESTIONS & ANSWERS



The Realities of Managing Change
How to achieve barrier breaking results 

through ‘tipping point’ change

David Lucas

I M S
consulting
I M S
consultingconsultingconsulting



“W h th ti t d it i ht t“We never have the time to do it right at 
the right time, but we always find 
twice the time and budget to correct it 
later”later

Retail Logistics Director



Expectation vs outcomeExpectation vs outcomeEXPECTATION vs OUTCOME

Before change programme After change programme

p
Before change programme After change programmeBefore change programme After change programme

p

EXPECTATION vs OUTCOME20% see as
successful17% see total failure20%

expect it to fail
20% see as
successful17% see total failure20%

expect it to fail
20% see as
successful17% see total failure
20% see as
successful17% see total failure20%

expect it to fail

EXPECTATION vs OUTCOME

63% see limited or 
short term success

80% expect it to succeed 63% see limited or 
short term success

80% expect it to succeed 63% see limited or 
short term success
63% see limited or 
short term success

80% expect it to succeed
short term success

Source: The Economist

short term success

Source: The Economist

short term successshort term success

Source: The Economist



EXPECTATION vs OUTCOMESome projects …j



I’m going to show you

• The nature of change
• What doesn’t work• What doesn t work
• What does work – tipping point change 
• The theory behind tipping point change• The theory behind tipping point change
• Case examples, techniques and results



Ch i l f l h i j

Benefits we can achieve - examples

Chemicals manufacturer – supply chain project
From unproductive silos to process led efficiency
Products right first time and order lead time reduced by 5 weeks (from 14)

Multi-format retailer – supply chain project
Full margin net sales up 13%
Customer returns down 1%
Gross margin up 1 44%

Global pharmaceuticals change programme
Improved R&D productivity

Gross margin up 1.44%
Net product contribution to profit up 4%

Improved R&D productivity
Reduction in manufacturing iterations
Better products faster to market
No compromise to patient safety

Specialist construction project
From always delayed to in on time
From overspend in £m’s to a saving of 15% of budget (eg £6m on £40m)



Basically, we need to change the dynamics in 
the organisation in order to: 

1 Enable1. Enable 
2. Accelerate 
3 Sustain change3. Sustain change



1001 change models…



According to BPR…

Beckhard`s Resistance Formula

A = Degree of dissatisfaction with the present situation
B = Desire for the a new situation
D = Practicability of the change effort 
R = Resistance (cost of change)



The solution is not just to re-organise...

“We trained very hard, but it seemed that every time we were 
beginning to form into teams, we would be re-organised. 

I was to learn later in life that we tended to react to any situation byI was to learn later in life that we tended to react to any situation by 
reorganising, and a wonderful method it can be for creating the illusion 
of progress, while producing confusion, inefficiency and  
demoralisation.”

Petronius (AD 66)



We also tend to make a drama of it…

Here’s the new vision…Let’s all gather round 
the big idea and and the sky’s the limitthe big idea and 

embrace it as a team



But for your average employee it can feel…

…scary…scary



or some people just have a different interest in life…or some people just have a different interest in life…



We have to allow for ‘people’ difference…

Instant Cyber-hero

Other employees



The change curve
Engagement &
Productivity

Change Introduction
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Change happens best when people experience ‘a better reality’…

"We must become the change we want to see." 

g pp p p p y

e us beco e e c a ge e a o see
Mahatma Gandhi, 1869-1948

"I hear and I forget I see and I remember I do and I understand "I hear and I forget. I see and I remember. I do and I understand.  
Confucius 551-479 BC

“I try it and I like it I spread the news to others!”I try it and I like it – I spread the news to others!
David Lucas, 1956 -

( ith ll d d f t th t d f )(with all due deference to the great and famous)



It is more effective to act your way into a new way of 
thinking than to think your way into a new way of actingthinking than to think your way into a new way of acting

Benefits

I li it ttit d

Explicit behaviours

Existing

Implicit attitudes

Existing
beliefs



What is tipping point change?



‘Tipping point’ theory

*   From epidemiology – how a virus spreads
coined by Malcolm Gladwell

*   Change has its roots in a better ‘idea’ – the origin of the virus

*   An idea that is actively and vocally supported by people who ‘lead’ opinion 
– ‘connectors’

* Ch ‘ti ’ h th id b t i*   Change ‘tips’ when the idea becomes contagious

*   Fast, sustainable change is about reaching the tipping point 
t d ‘ h i ’ i kl id i f th idto spread a ‘change virus’ quickly – an epidemic for the new idea

*   It is unlikely to be the whole vision – more a ‘bit’ that fires the imagination 
and builds a ‘better reality’and builds a better reality

*   It is this ‘bit’ that ‘connectors’ use to tip opinion



Fundamental principles

• Find the ‘connectors’
Id tif d f th th ‘ t i id ’

p p

• Identify and focus them on the ‘contagious idea’ 
• Focus on doing not just explaining

B ild b tt lit d h l k t th• Build a better reality around how people work together
• Make change digestible – bite sized
• Support the process to the ‘tipping point’
• Then there is no going back



…we need to achieve ground breaking improvements in performance by creating…

…circumstances in which change and new ideas are embraced with

infectious enthusiasm1

…the ‘virus’… 
the tipping point 
for change

‘contagious’ 

performancefor change

2 …organisations where people habitually work better together



Th R liti f M i ChThe Realities of Managing Change

Tipping point approachpp g p pp

How change really happens



Traditional approach to change

“Here’s the vision 
f ll  !”– follow me!”



Traditional approach to change
Classic response

“With you all the 

“Duck, it’ll pass”

way, sir!”

“Yeah right!”
“Keep your head 

down”

“I don't think so!”

down

“What’s wrong 

“Focus on the day 
job, he’ll soon run out

with the way I do 
it now?”

job, he ll soon run out 
of steam!”



‘Tipping point’ approach to change
A good idea in the hands of a ‘connector’…

“Why didn’t I think of 
that!”“Here’s something 

new that works for me”

““How can I get to 
try it?”

“Well if she thinks it’s
“Sounds good, pass it 

on”

Well if she thinks it s 
good, I’ll give it a try”



…develops infectious enthusiasm…



…and ‘tips’ change like an epidemic



Benefits we can achieve – case examples

• Chemicals manufacturer – supply chain project
M lti f t t il l h i j t• Multi-format retailer – supply chain project

• Global pharmaceuticals process change programme
• Specialist construction project



The Realities of Managing Change

Techniques and examples

1. Find the natural ‘connectors’ and arm them with the ‘idea’



End-to-end process re-engineering

• Make seven functional silos work as an integrated 
process - from sales order processing throughprocess from sales order processing, through 
design and manufacturing, to warehouse and 
despatch 

• Overcome endemic suspicion and adversarial 
behaviour between departments

• Make it happen in six months to make the new 
system implementation successful y p



The Connectors and the idea

Connectors
• Not managers
• Not ‘career’ minded people
• People who had been overlooked

T t d d t d b th• Trusted and respected by others
• Given the opportunity – came to life – used their charisma
• Formed and led opinionFormed and led opinion

The idea
• ‘The thread’ – taking responsibility for your part in the thread that g p y y p

runs through the process



The processp
• Clear explanation of the requirement
• Open workshops across functions to identify the idea and p p y

the connectors
• Allowed them to define and lead change projects

W k d ith t t h l th d th i• Worked with connectors to help them spread the virus
• Worked in the background to remove political blocks (a few 

people had to go!)p p g )
• Created the environment that allowed a better reality to 

emerge – KPIs and bonuses



The resultThe result

• 95% of employees embraced the new processes within 6• 95% of employees embraced the new processes within 6 
months

There was a revolution in the collaborative working• There was a revolution in the collaborative working 
environment

Th t i l t ti ti t b d t d• The system implementation was on time, to budget and 
successfully adopted



The Realities of Managing Change

Techniques and examples

2. Make it meaningful to the individual 
– build a better reality– build a better reality



Case example 2: Multi-format retailerCase example 2: Multi format retailer

• Profitability appeared to be excellent on the company P&LProfitability appeared to be excellent on the company P&L
• But it relied on credit income from direct sales
• Direct product profitability was negative across the range
• Buying and merchandising teams working hard to select and 

source
• Marketing teams churning out ever more complex offersg g p
• It was a case of change or die of exhaustion



The temptation was to make too big an ‘ask’ – it’s a giant

CEO’s address (with a few liberties!)
“Underlying product profitability is negative 
b   l  h     h hbecause your supply chain costs are too high.
The evidence is irrefutable so I know you will 
understand its importance and want to engage 

ith it  with it. 
Your new target is 4% net contribution – a shift 
of 10%.
Here are some consultants who will review your 
systems and processes 
Then you can solve the problem…
…oh…and we’re behind you all the way!”



Tipping point approach

• Identified the ‘trigger’ for a better reality -
‘personal’ P&Lspersonal  P&Ls

– visibility of performance at a meaningful 
level – their product level

– Ownership of their own part of the

C t th i t d t

Ownership of their own part of the 
business and improvements

• Identified those few people to whom most 
people listen – the connectors

Cut the giant down to a 
meaningful, actionable size

• Supported them to experience a ‘better reality’ 
– worked with them to touch and feel the 

benefits of managing their P&L differently
• They ‘sold it’ to their teams
• Helped the message travel by celebrating 

‘iconic’ moments
Achieved the 

10% shift within 
• Incentivised exceptional performance at 

individual and team levelsthree seasons



Th R li i f M i ChThe Realities of Managing Change

Techniques and examples

3. Collaboration and ‘real conversations’



Case example 3: Global Pharmaceutical company

Change dilemma: Science and the sausage factory

• You mustYou must
Respond to changed regulatory requirements, now 

– better chemical process understanding - takes more time
– reduced chemical compound risk – takes more time
– Improved regulatory filings – takes more time

…but …
Don’t slow down product speed to market 

– worth $bns in revenue
budget squeeze– budget squeeze

– …even faster would be good!



Science and the sausage factory

build scientific 
understandingg

(10,0)

(5,5)

(0,10)

get products 
through the pipeline



Science and the sausage factory

build scientific 
understandingunderstanding

(10,10)

Linked NPD and 
product speed 

(10,0)

product speed 
to market(5,5)

The ‘idea’

(0,10) You can both be 
heroes if you 

work together to 
hi i d

get products 
through the pipeline

achieve required 
change



“How can I help you?”
I’m from 

Manufacturing and I 
have to get products• "How can I help you?" have to get products 

out faster without 
risk to patients

• How can I help you?
behaviours

• Reconciled perspectives, 
inot compromise

• Step change in benefits, 
not zero sum game ‘Real 

ti
g

• Dialogue as default condition, 
not confrontation
O d l ti

conversation
’ technique 

using 
‘connectors’• Open arena and exploration, 

not exploiting facades and blind 
spots I’m from R&D and I need 

‘connectors’

• Experienced it, liked it –
so it worked

to satisfy regulatory 
rigour which takes time



Science and the sausage factory - results

build scientific 
understanding

Better product  planning 
B tt   t l

(10 10)

understanding Better process control
Aligned equipment and 
calibration(10,10)(10,0)

Linked NPD and 
product speed 

 k

Common compound 
materials

(5,5) to market In-process collaboration
Fewer manufacturing 
problems

(0,10)
problems
Fewer regulatory filing 
rejections

get products 
through the pipeline

j
Better products to 
market faster



Th R liti f M i ChThe Realities of Managing Change

Techniques and examples

4. Collaboration and ‘real conversations’



Case example 4: Specialist construction projects 
Achieving the default position… ’how can I help you?’

C ti  th  Creating the 
habitual response

Delays &
Overspends

On time,
and below 
budget

Negative, 
destructive:

Positive, 
productive:

budget

destructive:
Adversarial

productive:
Trust-based 



Case example 4: Specialist construction projects 
Achieving the default position…’how can I help you?’

‘Real
"to what extent are the partnering principles of trust, 
openness, honesty & commitment being followed?"

Real 
conversation
’ technique

+ve

54%

69%
+ve

54%

69%
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o The real prizes were 

• 15% saving on budget
• project in on time



The Realities of Managing Change

Summaryy



…we need to achieve ground breaking improvements in 
performance by creating…

…circumstances in which change and new ideas are embraced with

infectious enthusiasm1

‘contagious’ 

performance

…the ‘virus’… 
the tipping point 
for change pfor change

2 …organisations where people habitually work better together



So average projects become ground breaking projects…

• Simplify• Simplify
• Clarify

Find the ‘tipping point idea’• Find the tipping point idea
• Find the ‘virus carrier’

d t b tt lit• …and create a better reality



• “We never have the time to do it right at the right 
time, but we always find twice the time and budget 
to correct it later”

– Retail Logistics Director

• “...one in six UK managers fulfill the diagnostic 
criteria for anti social personality disordercriteria for anti-social personality disorder 
(psychopathic behaviour)” 

• Oxford Psychologists Press• Oxford Psychologists Press



The Realities of Managing Change
How to achieve barrier breaking results 

through ‘tipping point’ changeg pp g p g

David LucasDavid Lucas

I M S
consulting
I M S
consultingconsultingconsulting

QUESTIONS & ANSWERS



Case Study

Delivering a new WMS and 25% 
productivity in just 12 Weeks !!productivity in just 12 Weeks !!

Roy Bridgland
b tit ti fsubstituting for

Diane Smith

Supply Chain ManagerSupply Chain ManagerSupply Chain ManagerSupply Chain Manager



Introduction

• UK’s largest value book and artists’ materials retailer

–280 stores nationwide280 stores nationwide  
–4 established brands 1 recently launched brand

• T/O of £100 million, growing by 10% this year and 15% thereafter
Launched Sept 2004

• Proven business model demonstrated by strong financial results
– Strong annual sales growth
– High returns and profitability– High returns and profitability
– Profits forecast to grow by 40% 

• Exciting, simple and low risk rollout strategy to 400 stores and a potential of 600



Product development

• Successful record of continued product development
– seasonal products and promotions
– successful establishment of new product lines
– successful focus on development of core lines

• Creation of exclusive artist materials

• Create promotional and own branded books 

• No reliance on any one supplier



Product mix (by turnover)

Cards and wrap
Craft
2%

Tourist
2%

Other
2%

Non book kids
7%

Cards and wrap
3%

2%

Books

Audio visual
7%

53%

Art
11%

Stationery
13% Source: Management accounts



Weekly sales – A Distribution nightmare !!

4000000

3500000

2500000

3000000

2000000

2500000

1500000

1000000
1 2 3 4 5 6 7 8 9 10 11 12 13 14 15 16 17 18 19 20 21 22 23 24 25 26 27 28 29 30 31 32 33 34 35 36 37 38 39 40 41 42 43 44 45 46 47 48 49 50 51 52



Distribution Depot

• Centralised distribution
100 000 ft b ilt f ilit– 100,000 sq ft purpose built facility

– located in centre of country and 
motorway networky

– will support future growth
• Excess capacity

– additional space
– new warehouse management 

systemsystem
– supply chain efficiencies
– currently single shift

• Investment in efficiencies



Investment in IT
Overall strategy is to move to packaged solutions, develop strong supplier partnerships and Overall strategy is to move to packaged solutions, develop strong supplier partnerships and 
share in the future development of the Business. Focus on timely supply and integrity of data share in the future development of the Business. Focus on timely supply and integrity of data 

with robust management information systems .with robust management information systems .
• Infrastructure

– Broadband/Wireless technology
– Store back office hardwareStore back office hardware
– Disaster recovery / Redundancy

• servers
• Generator/UPS

• New developments
Supply chain Buying and Merchandising system– Supply chain – Buying and Merchandising system

– EPOS/Promotions
– Intranet / Business to business

• Web site
– Potential £1m t/o within 2 years



Why did we embark on a new WMS

• Platform for the future

Improvement in efficiency• Improvement in efficiency

• Service level to stores



Team makeup

• All aspects of the business

• Senior management buy inSenior management buy in

• External elements



Selection Process

• RFI

• EvaluationEvaluation

• Conference room pilot



How the project was managed

• Communication

• MilestoneMilestone

• Decision making 



Lessons learnt

• Working partnership

• Approach to training

• Risk management



Go live

• Timescale

• Dry runDry run

• Go live day



Improvements

• Improved picking efficiency

• Service level to storesService level to stores

• Platform for the future



Case Study

Delivering a new WMS and 25% 
productivity in just 12 Weeks !!productivity in just 12 Weeks !!

Diane Smith

Supply Chain Manager

QUESTIONS & ANSWERS
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Effective Workforce ManagementEffective Workforce Management

Simon Fahie 
Executive Director



The evolving supply chain

Static Supply Chain Responsiveness Dynamic
High

or
at

io
n

Networked Networked 
Process OptimizationProcess Optimization

Networked Networked 
CommunityCommunity

Adaptive Model

re
e 

of
 c

ol
la

bo

Process Process 
EffectivenessEffectiveness

Process OptimizationProcess Optimization

First Evolution

Time
Low

D
eg

r

FunctionalFunctional
ExcellenceExcellence

Integrated Integrated 
Supply ChainSupply Chain

Agile Supply Agile Supply 
ChainChain

Foundation Model

Time

• Execute more smaller transactions
• Handle and store more items

P id t i ti & VAS

• Process more returns
• Handle more international orders

Source: Cap Gemini

• Provide more customisation & VAS



Top 5 expected changes to 
customer requirements in next 5 yearscustomer requirements in next 5 years

Lower costs

Reduced lead time

Lower costs

Increased quality

Reduced lead time

% of Respondents

More added value

of service % of Respondents

Higher deliver

More added value

Source: European Logistics Association
0 5 10 15 20

frequency

Source: European Logistics Association



Why focus on workforce management?

Non-Labour
45%

LabourLabour
55%

Typical Breakdown  of DC Costs



Why companies find it difficult to retain or attract staff

Skills difficult to
find

Image of job
offered

find

Unattractive
payment structure

offered

% of Respondents

Unsocial working
hours

payment structure p

Unattractive
conditions

hours

0 5 10 15 20 25 30

conditions

Source: European Logistics Association



Why focus on workforce management?

• Increasing service demands
• Rising labour costs 
• Shortage of quality staff
• Increasing staff expectations

Non-Labour
45%

Labourg p Labour
55%

Typical BreakdownTypical Breakdown
of DC Costs



Warehouse v Workforce Management

Eff ti D i th i ht thi• Effective = Doing the right things

• Efficient = Doing the right things, right



Warehouse Management – doing the right things…

• Inventory placementInventory placement 
• Wave building
• Deadline controlDeadline control
• Pickface replenishment
• Door scheduling• Door scheduling
• Kit building
• Counting• Counting
• Returns handling

…but not the right things, right



Warehouse Management – doing the right things…

FF

F S S

7 Items picked, 170m travelled 7 Items picked, 220m travelled

…but not the right things, right





Doing the right things, right ?

• Poor pallet positioning
• Poor ergonomics

• Inefficient storage of steps
• Poor pallet positioningp p g
• Poor ergonomics



Doing the right things, right ?



Typical productivity results

T diti l U it P H M60 75% Traditional Unit Per Hour Measures60- 75%

75 - 90% Goals, Standards and Feedback

Preferred Methods™ & 
Discrete Standards95 - 100% Discrete Standards

Preferred Methods, Discrete110 120% ,
Standards with Incentives

110 - 120%



Doing the right things, right – The Prefered Method

Effort 95%
Utilisation 85%
Skill 90%

P i l O i i

Skill 90%
Performance 73%
Potential Opportunities
• RDT receiving rather than PC receiving
• Use generic put away labelsg p y
• Eliminate writing PO, SKU and quantity for 

each line item
• Eliminate manual sheet for supplierEliminate manual sheet for supplier 

performance
• Reduce re-handling and re-packing



Doing the right things, right – The Prefered Method



Doing the right things, right – Descrete Standards

Handling Calculation
Travel Calculation



Supervision to facilitation



Supervision to facilitation

•Reporting of poor performersp g p p
•Highlighting of weak processes
•Measure of performance gap
•Structure for evaluation•Structure for evaluation
•Identification of training needs
•Description of change required
•A fair basis for bonus payments



Supervision to facilitation



What is the benefit ? – European Logistics Association

Increase
performance

Improved quality

Increased
flexibility % Improvement

Reduced overtime

Increased
attractiveness

0 5 10 15 20 25 30
Source: European Logistics Association



What is the benefit ? – Briggs & Stratton



What is the benefit ? – Exel (DHL)



Summaryy

Performance
Management

Enabling TechnologyEnabling Technology

Facilitating Supervision

Appropriate Measures

Preferred Methods

Technology



Effective Workforce Management
Simon Fahie 

Effective Workforce Management

QUESTIONS & ANSWERSQUESTIONS & ANSWERS



Warehouse Management Systems Forum

Training

Graham Gittins 
Operations DirectorOperations Director



7 Minutes to do ……..

• What - Subject
• When & for how long - Time
• Who & What - Resource 
• Where & with What – Environment
• Why – Objectives & Qualificationy j
• How – to get the message across



Subjectsj

Business Requirements

– Standards
D S h i i M i l H dli• Data Synchronisation, Materials Handling 
Equipment, Storage type, Logistics medium 

– Technology
• Radio : Barcode Voice RF Tag• Radio : Barcode, Voice , RF Tag



Business Process

• Do you know your business ?y y
- If Not:

• How do you know WHAT to train?
• How do you know WHO to train?

- If Yes:
• Are they documented?
• Will the Processes change with the System?

WHO will define?– WHO will define?
– WHEN will it be defined?



Time

• How Long?How Long? 
– Longer than you think !

• Process Change Management
– Before : Strategic

During : Reactive / Opportunistic– During : Reactive / Opportunistic
– After : Increased Risk / Disruptive

• Training sessions
– How Many? – More than you think !
– Session length?  



Resource

• Who with what….

– Trainers to train others
– Process Owners

St t i thi k– Strategic thinkers
– Training Rooms or “On the Job”
– Training Software & HardwareTraining Software & Hardware



Environment

• How best to learn for you ?• How best to learn for you ?
– Class Room: Lecture, Hands On, Workshop
– On The Job: In Hours or After HoursO e Job ou s o e ou s

• Relaxed atmosphere

• Achievable session targets

• Don’t forget the day job, but focus on the training
(Mobile phones and interruptions)(Mobile phones and interruptions)



Qualification

• How do you know when you know 
what you need to know ?

• Re-enforce what you know by doing it

• Internal or supplier certification

R i K it t D t• Review - Keep it up to Date

• Are assumptions still trueAre assumptions still true



Summaryy

• ScopeScope
– what subject and level are you going to train

• Empower• Empower
– give the candidate the knowledge to help themselves and others.

Ed t• Educate
– make the trainees understand

Why, How, When, Where etcWhy, How, When, Where etc

• Enforce
evidence and support that the training has been successful– evidence and support that the training has been successful 



One line to think about

Don’t under estimate theDon t under estimate the 
effort required or the 

f i th t’ t dconfusion that’s created 
with unclear business processesp



Thank You

Graham Gittins 



Training 
(Voice Directed Systems)

Peter Roberts

(Voice Directed Systems)

Peter Roberts
Var Manager



Methodology

Our training is split into 3 sections:Our training is split into 3 sections: 

• Administrator training - where we show shift Admin people how  
to use VoiceManto use VoiceMan.

• Super User training - where we show shift Supervisors or the 
it t i h t t t i th ff ti l d hsite trainers how to set up users, train them effectively and how   

to generally maintain the system.

• User training - where we show Users how to use a Talkman and  
navigate through the task and we supervise the first run of the  
sites Super Users (trainers) training Users.p ( ) g



Training, the obvious ?

• Get staff on your side

• Take time to explain to your staff• Take time to explain to your staff

• Take time to listen to your staff

D ’t l l• Don’t rely on someone else

• Your voice supplier is the expert

• Privacy



Voice Recognition

The most important part of our training is when we 
train Voice console to recognise a persons voice 

Words first 

Numbers second



What happens after?

When we leave site – what happens?

Leave promptersLeave prompters

Large posters

Contact names and numbers



Thank YouThank You

Peter Roberts

QUESTIONS & ANSWERS



WMS Conference 
21st March 2007

Summing UpSumming Up
Mike Dymondy



What has today been about?

Getting the best out of yourGetting the best out of your 
WMS investment



Great Expectations?
Or Bleak HouseOr Bleak House

A final opportunityA final opportunity 
for debate

Panel Discussion



Our thanks to today’s speakers

• Simon Reynish 
• David Lucas 
• Roy Bridgland - Diane SmithRoy Bridgland - Diane Smith 
• Simon Fahie
• Peter Roberts 
• Graham Gittins• Graham Gittins



Our thanks to the exhibitors for their  
continued support of our eventscontinued support of our events

Davies & Robson



Raffle Prize 
Winners
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